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Ls Buying Bunk—or a Science? 


A NATIONAL FORUM ON THE ARTS OF 


SELECTION—AND HOW 


HREE MERCHANTS, and the Editor, travel- 

ing into the West, held discourse as to what a 

buyer needs most to be successful. The argu- 
ments continued well into the night in the give and 
take, and in this battle of brains we found a keynote for 
this issue. Each man went his various way, obligated to 
pry into the processes of buying, and to bring as many 
facts to bear on the subject as would buttress a further 
mental combat. 

We are now throwing the results into a common pool 
so that merchants everywhere can join in. We have, 
therefore, sampled the brains of a great number of 
merchants and co-ordinated it in this form so that any 
merchant can take this information and combine it with 
his own into a plan of action. 

The first mental effort comes in separating the 
non-essential information from the mass, and in 
learning how to face facts. Therefore, the four 
men mutually agreed that they would ask well- 
known buyers throughout the country these 
three questions. In buying shoes, 

What part is played by intuition? 

What part by knowledge of 
fashion facts? 

What part by previous selling 
experience ? 

Now for the battle royal— 
the best brains of the country 
joining in. The Judge from 
time to time makes observa- 
tions and keeps the records 
straight to the subject matter! 

Alfred J. Ruby of Alfred 
J. Ruby, Inc., Chicago, IIl., 
opens: “The natural thing 
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Is it (1) intuition; or (2) style knowledge; or 
(3) previous selling experience; or is it a mix- 


ture of all three? 


for me to say is, of course, we buy shoes from our 
knowledge of fashion fact. This, in my estimation, is 
the largest, strongest and most outstanding of buy- 
ing impulses. Shoes of our grade are bought to 
meet a style purpose, and nothing else. Of course, 
previous selling experience guides a merchant to a 
certain extent, but not as much now as in the years 
that have past.” 

Judge: I am almost tempted to add what you said on 
the side there, Mr. Ruby, “that every season brings 
forth such damn foolish things in fashion that somebody 
makes money on and the retailer eats. But, of course, 
it isn’t in the record, and is simply a general observa- 
tion.” 

R. D. Hofheimer of Hofheimer’s, Inc., Norfolk, Va.: 
“Previous selling experience is fully half of our 

guide in buying style. Intuition is influenced by an 

equal percentage of information available from 

all sources concerning fashion trend. The 

spring time usually encourages optimism in 

buying, so you might include the factor of 

weather.” 

Judge: We have decided to stick 

pretty closely to a consideration of 

ly l the three majors, so what you say 

4 3 about weather, Mr. Hofheimer, 

“ay > merely goes into the rec- 
ol ords. 

4 W. E. Buckley of the 

Buckley Shoe Co., Inc., 

Houston, Texas: “When 

buying footwear, patterns 

and leathers, we are influ- 
enced to a large extent by 
our knowledge of past buy- 
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“We buy shoes from our knowledge 
of fashion fact. This, in our estima- 
tion, is today the largest, strongest, 











ing and selling. We must recognize the styles that 
will in all probability be suited to our particular 
class of customers, and, too, if such patterns are 
really the ones that will take in our locality.” 

Judge: What’s the idea of bringing locality into the 
picture? Stick to the subjects, for locality is a part of 
previous selling experience. 

W. E. Buckley: “All right, but never forget that a 
merchant needs to give particular attention to assembling 
the colors to harmonize and show to best advantage and 
to appeal to the customers who depend largely upon his 
taste and judgment.” 

J. C. Fedler, Jr., Boston Shoe Co., Louisville, 
Ky.: “We base about fifty per cent of our buying 
on records of past selling experience, thirty-five 
per cent on knowledge of what will be in demand, 
and fifteen per cent on intuition.” 

Judge: And I know, Mr. Fedler, that you are in- 
terested in knowing the kind and types of people that 
purchase your shoes, and what are the habits of selec- 
tion, and the general condition surrounding the com- 
munity and the customer. 

G. W. Snyder, Crowley Milner & Co., Detroit, Michi- 
gan: “Analyze your clientele, but you must have knowl- 
edge of incoming fashions. You get sound judgment 
from previous experience.” 

Judge: And I suppose having all three of these in 
goodly proportion, once the buyer has co-ordinated all 
his information, he should put it into a plan of action 
and make a special point of carrying it out with great 
swiftness. 

R. B. Nay, Nay Shoe Co., Wheeling, W. Va.: 
“In my opinion intuition is thirty per cent, fashion 
fact forty per cent and previous selling experience 
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and most outstanding of buying im- 
pulses.”—Alfred J. Ruby, Chicago. 











thirty percent. With these and a well-balanced 
mind no buyer need fear a season.” 

Judge: That man is the most original who adopts 
from the most practical sources. That’s why a conven- 
tion or a forum like this stimulates buying knowledge. 

Harold Volk, Volk Bros., Dallas, Texas: “I believe 
that knowledge of fashion fact and previous selling ex- 
perience are about equally important in buying shoes, 
with intuition playing a very minor part.” 

Judge: You do, do you, Mr. Volk, and yet I have 
seen you have the courage to pick a style almost as 
though it came out of the thin air, and I am rather sur- 
prised when you say intuition plays a very minor part. 
It must prove that a very considerable part of an able, 
modern business man is the ability to make sound de- 
cisions from reports, data and statistics, and make a 
leap into the future knowing the distance you can jump. 

Moses Smith, Globe Shoe Co., Savannah, Ga.: 
“In our part of the country fifty per cent of buying 
ability is based on previous selling experience, 
thirty per cent on intuition, and twenty per cent on 
knowledge of fashion fact. We have noticed a 
style trend for better footwear.” 

Judge: There is a factor that hasn’t been brought 
into the case up to now—the general prosperity of the 
country being an instrument of influence. Perhaps we 
should combine with the thought of fashion fact the 
other one of economic fact. 

Marcus Rice of Famous & Barr, St. Louis: “I be- 
lieve successful shoe buying depends fifty per cent on 
fashion trend, forty per cent on previous selling experi- 
ence, ten per cent or less on intuitive processes.” 

Judge: I can see that Marcus Rice, a young man with 
a Harvard background, and intensely practical experi- 
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ing shoes, with intuition playing a 
very minor part.”—Harold Volk, 
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ence at retail, is watching the dress and demand of 
women in selecting shoes that harmonize with definite 
trends. The fact that you have reconstructed your de- 
partment and made it one of the most beautiful in the 
country indicates that you-are a believer in fashion first. 

Charles E. DeHart of Royer & DeHart Shoe Co., 
Laramie, Wyo.: “Intuition, guided by fashion 
facts, and tempered by selling experience, governs 
my buying. All three elements are necessary if I 
am to buy successfully. Intention plays the smaller 
part in style selection, but a thorough knowledge 
of style tendency, the type demand and style ab- 
sorbing ability of your community is vital.” 

Judge: Here we have the factor of the .ability of a 
community to absorb fashion. Many a buyer, successful 
in Boston, would be helpless and hopeless in Kansas 


City or Atlanta. The community interest in style varies. 
The experience of one community may be of absolutely 
no value in another. 

Charles Scruggs, secretary and treasurer of Wright 


Scruggs Shoe Co., Spartanburg, S. C.: “It is very 
difficult to exactly proportion the influences that prompt 
selections of styles in buying. Perhaps previous selling 
experience and trend of the demands of our trade comes 
first. The knowledge of fashion facts as acquired from 
the business papers, national styles committee reports 
and other sources of information comes second. Intui- 
tion, with due consideration of the foregoing influences 
come third.” 

Judge: You have helped us materially, Mr. Scruggs, 
in showing the men where to get their fashion facts. If 
you follow Madame Hamilton Jeffries in her study of 
fashion folk, and their smart selections, you will have 
a most excellent guide to the general impulses of 
fashion. 

W. E. Shine, Guarantee Shoe Co., Birmingham, 
Ala.: “When buying shoes thirty-five per cent is 
intuition, twenty-five per cent fashion knowledge, 
gained through color cards, fashion news and tips 
from ready-to-wear buyers, twenty-five per cent 
from previous selling experience, and fifteen per 
cent influenced by style shows.” 

Judge: Here is a merchant who believes the style 
show is a factor in fashion selection, and worthy of a 
high rating. tr PSs 

Harold Underhill of Scruggs, Vandervoort, Barney 


Dry Goods Co., St. Louis. Mo.: “In buying shoes I am 
influenced in equal parts by all three of the buying 
habits.” 

Henry Halle & Brother, Memphis, Tenn., speak 
specifically on men’s shoes. “Here is where shoes 
are bought sixty-five to seventy per cent on the 
season’s need, based on previous selling experience, 
leaving an opening for new styles developed 
through the season. Men’s shoes are departmen- 
tized in a style way and controlled by intuition 
and knowledge of the trend and changes in men’s 
shoe demand. For example, you can get ten dollars 
and up for medium and custom lasts, while the 
field is open only to broad and medium lasts only 
in the eight dollar grade and down.” 

Judge: The habits of men are sometimes so obvious 
to buyers, who are invariably men, that this division of 
men’s price taste is an interesting side light. 

C. E. Petot, Petot Shoe Co., Cleveland, Ohio, 
says: “Buying is influenced as follows: knowledge 
of fashion fact forty per cent, previous selling ex- 
perience thirty-five per cent, and intuition twenty- 
five per cent.” 

Judge: Here is a man who buys big and must follow 
fashions closely. One or two of his major intuitions, 
however, particularly the one on sandals a-few years 
ago, which had no background of experience or fashion 
fact, led him to real prestige and profit. 

Now let’s go to a man who has between thtee hundred 
and four hundred stores. 

E. H. Krom, president of G. R. Kinney Co., Inc., New 
York, says: “In buying our new styles we are influenced 
by intuition twenty-five per cent, knowledge of fashion 
fact twenty-five per cent and previous selling experience 
fifty per cent.” 

Frank A. Mueller of the C. H. Wolfelt Shoe Co., 
Los Angeles, Cal.: “First, I spend approximately 
thirty per cent of my open-to-buy dollars for so- 
called staples, and with the exception of a per- 
centage of high and low heels, which have been 
figured, I go into the market with an open mind, 
depending entirely upon intuition.” 

Judge: As we are approaching a season when fashion 
depends upon variety, we can see Frank's point in the 
very high grade footwear field. 

Paul O. Kuehn of South Bend, Ind.: 


[TURN TO PAGE 237, PLEASE] 
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This Buying Method 
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An “ON ORDER” Chart 
Listing all shoes on order in this way shows exactly what colors 
and types are needed to have a perfectly balanced stock. 
P stands for pumps (including step-ins), S for straps and T for 
ties. 
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Insures 2 PROFIT 


If You Let This Chart Guide Your Buying, Y ou 
Will Have the Most Complete Stock in the 
Fewest Possible Number of Pairs 


but change,” evidently had the shoe business in 
mind. Only a few short months ago style re- 
volved around pattern but now color holds the spotlight. 

When pattern was supreme the custom was to buy 
each pattern across the board in all leathers. But now 
colors and materials have multiplied to such an extent 
that the merchant who should attempt to continue that 
practice would be snowed under with his first purchase. 

Buying patterns across the board worked economically 
for the manufacturer but not for the retailer. He found 
it impossible to buy enough of the more desirable ma- 
terials without having too many of the slower sellers. 

For instance, having decided on a pattern he would 
be likely to include a run of black satins just to make 
the pattern complete, even though he already had more 
than enough satins on hand. 

But now the merchant selects the color first, heel 
second and pattern third, for he knows the customer’s 
mind works in that same order also. If she wants a 
navy blue she can very easily be switched from one pat- 
tern to another or even from one heel to another pro- 
vided the color is right. But the color must be right, 
no foolin’. The problem, then, becomes that of having 
an assortment of colors and materials. 

Each style is now selected to fill a definite need in 
the stock, and is chosen with more care than ever be- 
fore. The opera pump is the only pattern being bought 
across the board, and many a 
shoe man who, during the 


r ] NHE sage who said, “There is nothing permanent 


Much greater, then, is the problem of the average 
retailer in trying to cover the field as thoroughly as 
possible and still keep within his limited budget. 

The Recorper of Oct. 6 recommended the follow- 
ing budget plan for distributing the season’s receipts: 

Receive one half of the season’s requirements 
during the first two months of the season, and the 

other half during the remaining four months at a 

constantly decreasing rate. 

A system is now presented to prevent. duplication of 
styles and to assure an evenly balanced stock. 


HE plan is simply to make an “On Order” chart 
at least every month, listing all shoes on order ac- 
cording to material, (color) heel, pattern and price. 

It is surprising how quickly a chart of this kind can 
be drawn up from the order duplicates, and how much 
information it gives that would not have been thought 
of otherwise. 

The chart shown here is drawn up for a mythical 
store doing somewhat less than $100,000 a year on 
women’s shoes in $7.50, $10 and $12.50 grades. It 
will illustrate how any store can make and use such a 
chart. It is simple in construction and readily under- 
standable. A quick glance gives the merchant the 
needed information. 

The number of pairs this buyer has decided he should 
receive in February and March is as follows: 

Price Pairs % 
$12.50 600 23 





fancy pattern era, preached 
that the return of the opera 
meant the doom of shoe style, 
now finds that pumps are the 
back bone of his business. 
Color has made them so. 

There is not a store in the 
country big enough to attempt 
to carry all colors in all pat- 
terns with all heels. It’s un- 
thinkable! The sales that 
even the big store makes with- 
out a considerable amount of 
switching and persuading are 
few and far between. 





N a season when color is all im- 

portant, it is impossible to buy 
across the board without multiplying 
the stock out of all proportion and 
ending the season with a ruinously 
large number of unsold sizes. 
next article in this buying series, 
therefore, will deal with the method to 
be pursued in building up your stock 
and balancing color and sizes, thus in- 
suring your ability to fit all your trade 
and, at the same time, to satisfy their 
wants in the way of color and material. 


10.00 775 30 
7.50 1187 47 


Total 2562 47 
Having listed his shoes on 
order, as shown in the chart, 
he will see that he can buy the 
following number of pairs 
before he is bought up: 
Price Pairs to buy 
$12.50 230 
10.00 95 
7.50 347 


Total 672 


The 
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New Spirit and Stride 


TEP into the New Year with a new spirit and 

stride. Merchants will find a rate of speed 
that didn’t exist in 1928: manufacturers a new 
pace of production, and industry itself a new line- 
up. Fashion is responsible, because it insists upon 
timely variety. 

At the foot of Thirty-ninth Street, New York, 
an immense building fifteen stories high, and not 
ten years old, is being razed. It is no longer profit- 
able on such a valuable site to have distances be- 
tween floors of 18 ft. The new building going up 
will have only 10 ft. between fioors. Down comes 
a $2,000,000 building and up goes one costing 
many millions—for space is sold by the square 
foot; not cubical. 

That’s the picture of change that lies ahead. 
If automatically on the first of January every shoe 
store in this country would cut down its wall stock 
carrying space to within the reach of the standing 
clerk, it would speed up selling and turnover. 
Stock that isn’t handled and moved within the 
week isn’t worthy of being carried. 

What merchandise needs is action. Women and 
men select shoes having a definite fashion need in 
mind, and they expect the shoes from the merchant 
precisely at the moment of desire. 

Ask an army tactician to lay out your campaign 
of business for ’29. It is axiomatic in war that 
with progress inevitably comes casualties. Any 
commanding officer avoids places of safety when 
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the orders are “Forward.” The risks may be 
greater in the open field, but the men do move at 
the voice of command. If in battle they encounter 
sheltered positions, they have no desire to advance. 
In business, too, action makes men acute, inquisi- 
tive, dextrous, prompt to attack, ready in defense 
and full of resource. 

The profit objective is lost when the merchant’s 
mind is comforted by temporary safety. The se- 
curity of any “settled” store of forty years’ ex- 
istence is being threatened by the new speed of 
business. 

The customer wants color first, height of heels sec- 
ond, and variety of pattern third, and all three have 
got to click just like the tumblers of a safe before 
the door opens and the money is spent. 

Make no mistake about it, ’29 is to the swift. 
The speed of the mind accelerates the speed of 
the hand in production and the speed of stock in 
distribution. 

When a woman wants a navy blue shoe, she 
wants what she wants, and will take no other. 
She may be switched slightly in heels, and cer- 
tainly in patterns, but the colors must be right— 
no foolin’. 


To Market 


HE time-honored impulse, going to market, is 

in the blood of the trade. A re-quickening of 
the imagination of the merchant comes at this 
time of the year. He will soon be on his way to 
the National Convention in Chicago, and to all 
the other shoe markets. 

Every retail merchant has buying expense, 
whether or not he recognizes it. The value of the 
time which he spends in buying trips, in giving 
orders to traveling salesmen, in making out mail 
orders and inspecting samples, is legitimately a 
buying expense. If an unnecessarily large propor- 
tion of his time is spent in buying, his buying ex- 
pense is too high. 

But these are days when it is absolutely neces- 
sary for a merchant to contact other merchants, 
and to get the benefit of many opinions, plus fash- 
ion facts, to help him in buying correctly. It is so ° 
easy to take a loss and a licking from shoes bought 
by hunch alone. 

It is worth while for the merchant to make a sepa- 
rate charge for buying expense, as a check upon the 
use that he makes of his own time. Shoes properly 
bought, and then thoroughly explained to the people 
in the store, who have the obligation of selling them 
in turn to the public, is well justified. 

There never was a period at retail ahead need- 
ing more definite fashion facts. Come out of the 


.store and come into contact with fellow mer- 


chants. 
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Store Health 


HE wave of influenza continues. It started 

on the West Coast, as did the 1926 epidemic, 
and has swept eastward in apparently two sec- 
tions. From the West Coast through the Middle 
States, and on through the East, the southern wave 
coming up the Coast, after hitting Florida. 

Influenza is a comparatively little known dis- 
ease. The use of vaccines from the advice of the 
best physicians available does some good, because 
those vacinnated suffer less serious consequences 
than those unvaccinated, but, however, it isn’t a 
positive preventive. 

The loss of buying time in the epidemic of 1926 
was estimated at half a billion dollars. The out- 
break time was in January. The holiday pur- 
chasing season was well over at the time. The pe- 
riod of lowered buying was beginning. 

Crowded stores and tired people present con- 
ditions favorable to its spread. All possible pre- 
caution should be taken with regard to protecting 
the staffs of stores. The preliminary and funda- 
mental precaution of immediately sending home an 
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What a delicious bit of humor was hand-written 
in the last paragraph of Alfred J. Ruby’s letter to 
us saying, “We have just opened our semi-precious 
stone costume jewelry department. It is going 
good. We have but one more step to go. We ex- 
pect soon to open a cash-and-carry department 
meat market. The butcher can be cutting the lady 
a nice tenderloin steak while she is buying her 
shoes.” 

It might have been said in fun, Al, but there is 
more truth than fiction in it. Who would have 
ever thought of a combination fish and fruit store? 
The two things clash—the one smells while the 
other absorbs it. But believe it or not, there are 
a number of them. The customer who said, “I 
came in to buy a yard of frankforts” and when he 
couldn’t get it said, “Well, then, measure me for a 
suit of clothes,” and not being able to get that said, 
“Well, what kind of a drug store is this, any way ?” 

The above situation simply pictures the new 
corner store that sells everything from prescrip- 
tions to bath slippers. 

What can we expect to have as the main line of 
a shoe store? What are we training men and 


employee showing a 
temperature, should 
be followed. Every 
effort should be made 
to keep the patients in 
bed until the period of 
the disease has passed. 

There are no indi- 
cations at present that 
the influenza will 
reach the heights of 
1918, 1919 and 1920 
epidemic, but there 
are indications that it 
has close relations to 
the epidemic of 1926. 
The gréat factor 
which will lessen this 
wave would be a pe- 
riod of especially fine 
weather. 


Shoes First 


S there a swing 

back to the old 
variety store type of 
merchandising? Is the 
very speed of the race 
bringing back into 
use methods of the 
past? The old-time 
variety store sold 
everything. 








The Reason Why 


SINGER’S 
Atlantic City, N. J. 

There is no doubt that the Boot anp SHOE Re- 
CORDER has become and will always be a national 
institution in the field of footwear. Its brisk edi- 
torials, ever furnishing thoughtful material for 
the progress of the trade are of the utmost benefit 
to its readers, regardless of their capacity in the 
shoe world. 

We extend our best wishes to the Boor ANnp 
SHoE ReEcorper for a bright and prosperous New 


Year. 
Yours very truly, 


SINGER’S 
¥ x x 


I like particularly what Singer’s have to say 
about the Boot ANp SHOE REcorpER pages being 
“of the utmost benefit to its readers, regardless 
of their capacity in the shoe world”—because it 
has always been our aim, and always will be to 
see that in every issue there is something of real 
value for every merchant, be he big or little, in 
the metropolis or the smaller cities of our coun- 


try. 


Sut UT. 


President. 
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women to sell? Shoes 
—for use and adorn- 
ment. 

There are accessory 
lines closely associated 
with footwear that 
can be classed as arti- 
cles of adornment. 
The hand bag will 
eventually be sold 
principally in shoe 
stores, because the 
shoe man knows his 
leather. 

No shoe store justi- 
fies its important lo- 
cation and high rental 
by selling only one 
pair to a customer, 
and that to a mighty 
few number of cus- 
tomer contacts daily. 
The more people who 
can be brought into a 
store, spendingly in- 
clined, the better, but 
never overlook the 
fact that you major 
shoes and minor with 
accessories. The big 
selling task is foot- 
wear, shoes and ho- 
siery. Handle acces- 
sories but don’t subor- 
dinate your footwear. 
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ashton Stages “Unriety Show 


UNUSUAL FEATURES OF COMING SEASON FORECAST 
BY BEST BUYING BRAINS OF THE INDUSTRY 


LOOK -ahead by a group of prominent shoe 
A buyers serves as a timely measuring stick on 

which buying can be. gaged. Practical and 
prominent shoe men from a!l divisions of the country 
join in this summary of style opinion. The speed of 
style was never greater—the mood of style never more 
variable. 

“As an example of the vagaries of human nature,” 
says Lee Reineberg of York, Pa., “let me cite an experi- 
ence of this Fall season. 

“For some unaccountable reason an unprece- 
dented demand, certainly unexpected at this time of 
the year, was experienced by us. The call came 
from high school and junior high school girls for 
smoked elk oxfords with crepe or composition rub- 
ber soles. The girls wanted that. shoe and none 
other. This demand was marked for a period of 
about four to fwe weeks, after which the shoes 
became dormant. 

“This was a most unusual development for this time 
of the year, and entirely without precedent, so, I say you 
never can tell. Past experience is not very valuable 
when present conditions vary from week to week, and 
demands change with the consumer’s mood. Young and 
old are just as style fickle. There is a need for a con- 
tinuous change of ideas and opinions. The merchant 
must be mentally alert.” 

The major high spots of style for Spring are very 
definite. Fully 80 per cent of a merchant’s stock can 
be selected now for Spring and Summer selling, with 
assurance of its resale to the consumer. Note the accord 
of opinion in the following: 

Julius A. Goldberg of 
O’Connor & Goldberg, Chi- 
cago, Ill., writes: “As to 
Spring style, there is a 
tendency that kidskins in all 
colors will be very big, with 
patent leather still good 
for practical wear. In the 
reptiles for street wear, 
water snakes look favor- 
able, particularly in the 
beige color. Some manu- 


facturers here are talking 
colored suedes which, in my 


N. S. R. A., and of the firm of Thayer McNeil Com- 
pany, Boston, says: “I shall buy for Spring for style 
wear pumps and straps with dainty trims in light blend- 
ing colors, avoiding sharp contrasts. The more color- 
ful the dresses, the more neutral the shoes. In some 
cases two and three blends in a shoe will be appropriate. 
For instance, a shoe of beige kid with beige lizard and 
some other blending material as a trim.” 

H. B. Teets of The Denver Dry Goods Company, 
Denver, Colo., wires: “I believe Cuban and Junior Louis 
types of heels will be strong for Spring. The trend is 
to narrower toes and better grades. Look for black 
leathers, bright and dull, to be strong for January and 
February, with a fair proportion in light shades of tan, 
sun-burn and darker browns. Our demand will be for 
straps, step-ins and ties in the order named.” 

L. W. Nuckols of F. W. Dabney & Co., Inc., Rich- 
mond, Va., writes: “There is a drift to lighter shoes 
for Spring, sun-burn beige, light strap effects and plain 
step-ins.” 


C. VOLLRATH of the John Taylor Dry Goods 

e Co., Kansas City, Mo., wires: “Lighter shades in 

kid leathers best for Spring. Shoe merchants should 
encourage lighter shades in order to increase pairage.” 

L. H. Pollock of Asheville, N. C., wires: “Already 
showing Spring styles, with gray and gray combinations 
predominating. Early Spring sales are going to gray 
combinations of colored kids. To me they look staple 
for the entire season.” 

The Broadhurst Young Shoe Co., of Denver, Colo., 
wires: “The Spring style 
trend appears to be step- 
ins, pumps, center buckle 
straps and instep ties, with 
Louis and Cuban heels 
about even—at least ‘in the 
medium and lower grades. 
Sport styles strong. Medium 
beige shades strong, with 
considerable blue, and later 
expect some ivory and 
white.” 

Ben A. Phelps of 
Shreveport, La., wires: 
“Step-ins, straps, pumps 


lh), 
ie 


{ 








opinion are not so very 
hot.” 

Gordon McNeil, chair- 
man of the shoe styles con- 
ference committee of the 











and oxford patterns in the 
order mentioned. About 
fifty-fifty in heels. In ma- 
terials extra light cham- 
pagne kid and a few slightly 


[TURN TO PAGE 132, PLEASE] 
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UR craft should be so conducted that we can look 

proudly forward to the certainty that our sons and 
descendants will continue with what we have built up; 
but the truth is that few merchants in the retail shoe 
business, or manufacturing business, care to train their 
descendants in their own craft. Let us get together in 
convention and make our business one of encouragement. 
Let us put prosperity and cooperation into our wonder- 
ful industry. In the long run, the leadership of trade 
owes it to the public to conduct its business on a profit- 
able basis, for an unprofitable business is never a suc- 
cess, either to the consumer or those engaged in it. 


President of the N.S. R. A. 
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This Is the Year When the Small Merchant Comes Into His Own— 
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cAt the Big N.S. R. A. Gathering 


ARNEST, determined retail shoe merchants com- 

ing to the N. S. R. A. convention in Chicago the 

week of January 7th, seriously in quest of ad- 
vanced thought from men who know, will have oppor- 
tunity to listen to a number of real authorities recog- 
nized as such, in the most important branches of the 
shoe industry. The man capable of absorbing proven 
methods of successful merchandising will have ample 
opportunity to do some of the most profitable “absorb- 
ing” in his entire business career. 

There will be addresses, speeches, discussions and a 
lot of just plain talks during the coming shoe show, but 
from a close study of the program as it stands the wise 
retail shoe merchant is go- 
ing to put his “certain” and 


side over the opening discussion on Tuesday and devote 
his remarks to correctly constructed shoes. 

A number of prominent retail merchants operating 
preventive and corrective departments in their own es- 
tablishments have promised to be present at this dis- 
cussion to describe their attitude toward the vari- 
constructed shoes offered the public in need and search 
of more foot comfort. 

Sales promotion will engage the attention of those 
attending the second meeting scheduled for Tuesday 
forenoon. Plans call for the elucidation of modern, 
successful methods in every phase of sales building in a 
retail shoe store. While there are notable cases of 
efficient window trimming 
in the country’s retail shoe 





“must” marks alongside the 


trade there is probably no 














forenoon meetings, to be 
conducted starting on Tues- 
day and Thursday morn- 
ings at 10.30 o’clock. There 
are six of these meetings in 
all. 

These meetings are 
scheduled for one of the 
smaller ballrooms on the 
third floor of Hotel Stevens, 
ample in size to hold hun- 
dreds of merchants, yet not 
so large as to depress an 
average size gathering. 
Dr. Joseph C. Lelyveld. 
prominent in the councils 
of the national association 
of chiropodists, will pre- 








A Free Copy of 
Who’s Who and Where 
At Booth No. 137 


A list of all exhibitors at all hotels in Chi- 
cago during the N. S. R. A. convention will be 
a valuable thing to have. Such a book, entitled 
“Who’s Who and Where,” is being repared 

the Boot AND SHOE RDER and will be 

buted, free of charge, during the con- 

vention at the booth in the Hotel 
Stevens. The booth number is 137. 


Every exhibitor, no matter at what hotel, 
will be found listed alphabetically. This book 
will give you the name of the exhibitor, the 
name of the hotel at which he is exhibiting, 
his room number and, wherever possible, the 
name or names of the salesmen and company 
officials who will be found there. 


Don’t forget to pay a visit to Booth No. 137 


and get your copy as soon as you have regis- 
tered. 








weaker spot in the armor of 
the retail shoe merchant by 
and large, than his show 
window, as was recently 
pointed out in an editorial 
in these pages. It has been 
scientifically determined 
that the window is the most 
important salesman in the 
merchant’s employ. And it 
has just eleven seconds in 
which to “make the sale.”’ 
A discussion of window 
treatments will vie with 
general advertising and di- 
rect mail appeal by men 
who are well qualified 


through actual experience. 


_ _ 


F. M. SNYDER 
His address “The 
About Tomor- 


will be one 
[the features of 


meeting 
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Oo. J. BENTON 
He can say more 
in ten minutes than 
any other man. 
Hear him Jan. 10 at 
the forum meeting 


DR. J. C. 
LELYVELD 
An authority on 
feet and orthopedic 
shoes. To be fea- 
tured at two meet- 
ings in Chicago 


The climax session Tuesday morning has possibilities 
a-plenty.. The significant subject for discussion is “Big 
Store—Little Store” and obviously covers a lot of ter- 
ritory. Ernest A. Burrill, educational advisor for the 
“National,” is down to preside and Ernest Burrill, as the 
live ones in our trade are learning, has a way with him 
that prompts most everyone who listens to him to project 
their views into the discussion. Just the announcement 
that Stephen Jay, with R. H. Fyfe & Co.’s big store at 
Detroit, has agreed to take the floor at this meeting 
will insure a real attendance. With his modest demeanor 
and fine ability “Steve” Jay is the friend of every man 
in the shoe trade and knows his shoe business and his 
public in a way that will enable him to tell a real story 
based on facts. The exponent of the “Small Store” is 
Russell Brown of Gloucester, Mass. Just why Mr. 
Brown was selected to present this end of the presenta- 
tion will be readily realized by all in attendance. 

Th® angle of “how to sell” is to be handled at the 
opening meeting on Thursday, Jan. 10, by Dr. Lelyveld. 
Just as in the Tuesday session, Dr. Lelyveld will con- 
centrate on delineating the right sort of special con- 
struction shoe, so on Thursday he will devote his meet- 
ing to the market, which complements in a perfectly 
natural way the character of merchandise. 

A western manufacturer recently referred to children’s 
shoes as intended for “the most important feet in the 
world.” Too many shoe merchants still regard the in- 


a 


vestment and shelving and selling of children’s shoes 
as little else than a necessary evil. In this connection 
we are glad to report that Carl J. Burgstahler, manager 
of F. E. Foster Co., Chicago, has set aside his personal 
dislike for the “spotlight” and yielded to his strong 
conviction that his success with children’s shoes can be 
repeated in the successes of other merchants in agreeing 
to conduct the meeting on Thursday devoted to foot- 
wear for the juveniles. The need for correct fitting of 
the little feet and the fact that the patrons for the adult 
merchandise all rise through the children’s department 
are two of the angles from which this discussion on 
shoes will be addressed. 

Readers of this publication who were fortunate in 
being present last March in Minneapolis at the annual 
meeting of the Northwestern Shoe Retailers Association 
marvelled at the splendid program of practical mer- 
chandising ideas served hot and steaming at the meet- 
ings directed by O. J. Benton, president of that organi- 
zation and himself an outstanding example of the inde- 
pendent shoe merchant operating with modern ideas in 
the average small city, which in his case happens to be 
Austin, Minn. 

And at this climax meeting on Thursday forenoon 
Mr. Benton is to wield the gavel. Plans under way 
promise that this will be a merchandising meeting in its 
truest sense, employing the “case” system with various 

[TURN TO PAGE 305, PLEASE] 


GEORGE E. H. H. MAYNARD 
MacILWAIN 


“Chain 


His will be the 
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Neat Siz Months,” ject of his address 
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HEN you understand people you are apt to like them, and when you 
like them you don’t feel disposed to injure them. That's the big thing 
about our National Convention at which tanners, manufacturers, jobbers, 
salesmen and merchants all mix and blend ideas and methods to bring prog- 
ress and profit to the trade. 


The accuracy of the following lists of exhibitors at the various Chicago 
hotels during the N. S. R. A. convention is not guaranteed. They were 


furnished by the hotels and are as complete as it was possible to make them 
before going to press—TuHeE Eptror. 


Co-Operators at the Hotel Stevens 


Abbott, Armstrong, Abbott, Inc., Au- 
burn, Me. 

J. Albert & Son, Brooklyn, N. Y. 

American Seating Co., Chicago, IIl. 

American Shoe Co., Brooklyn, N. Y. 

A. J. Anderson, Inc., Amesbury, Mass. 

D. Armstrong Co., Rochester, N. Y. 

Arnold Bros. & Co., North Abington, 
Mass. 

M. N. Arnold Shoe Co., North Abing- 
ton, Mass. 

Aftistic Shoe Co., Inc., Brooklyn, N. Y. 

Atlantic Shoe Co., South Boston, Mass. 

Ault-Williamson Shoe Co., Auburn, Me. 

Avon Sole Co., Avon, Mass. 


Bancroft-Walker Co., Boston, Mass. 
Barlin Bros., Brooklyn, N. Y. 

A. J. Bates Co., Webster, Mass. 
Beckwith Mfg. Co., Beston, Mass. 
Beker-Friedman, Inc., Brooklyn, N. Y. 
Bliss & Perry Co., Newburyport, Mass. 
Bond Shoe Co., New York City. 

Boot and Shoe Recorder, Boston, Mass. 
Boyd, Welsh Shoe Co., St. Louis, Mo. 
Brauer Bros. Shoe Co., St. Louis, Mo. 
Bresnahan Shoe Co., Boston, Mass. 
Brown Shoe Co., St. Louis, Mo. 


Capitol Shoemakers, Inc., St. Louis, Mo. 

Central Shoe Co., St. Louis, Mo. 

Chouteau Shoe Mfg. Co., St. Louis, Mo. 

Edwin Clapp & Son, Inc., East Wey- 
mouth, Mass. 

Clarendon Shoe Co., Brooklyn, N. Y. 

Commonwealth Shoe & ther Co., 
Whitman, Mass. 

Compo Shoe Machinery Corp, New 
Brunswick, N, J. 

Conrad Shoe Co., Brockton, Mass. 

W. B. Coon Co., Rochester, N. Y. 

Cornell Shoe Co., New York City. 

Thomas Cort, Inc., Newark, N. J. 


Deauville Import Co., New York City. 

Diamond Shoe Co., New York City. 

Irving Drew Co., Portsmouth, Ohio. 

Dunn & McCarthy, Inc., Auburn, N. Y. 
f 


M. M. Duval Mfg. Co., Chicago, Ill. 
J. Edwards & Co., i Philadelphia, Pa. 





J. Einstein, Inc., New York City. 


Elbee Shoe Mfg. Co., Brooklyn, N. Y. 
Elco Shoe Mfgs., Inc., Brooklyn, N. Y. 
Endicott-Johnson Corp., Chicago, IIl. 

Everett & Barron Co., Providence, R. I. 
Excelsior Shoe Co., Portsmouth, Ohio. 


Field & Flint Co., Brockton, Mass. 

Florsheim Shoe Co., Chicago, Ill. 

Footwear Guild, Inc., Boston, Mass. 

C. P. Ford & Co., Inc., Rochester, N. Y. 

ee Shoe Co., St. Louis, 
0. 


en & Sons, Long Island City, 


i 3 
Andrew Geller Shoe Mfg. Co., Inc., 
Brooklyn, N. Y. 
—see Shoe Co., Mount Joy, 
a. 


Gerson & Stiles, Inc., New York City. 
William Goldstein Shoes, Inc., New York 


City. 
Golo Slipper Co., New York City. 
Gregory & Read Co., Lynn, Mass. 
Ground Gripper Shoe Co., Boston, Mass. 


Hamilton-Brown Shoe Co., Independent 
Shoe Co., St. Louis, Mo. 

Ernest D. Haseltine Co., Newburyport, 
Mass. 

F. Hecht & Co., New York City. 

Hoague-Sprague Corp., Lynn, Mass. 

F. M. Hoyt Shoe Co., Manchester, N. H. 

Huiskamp Bros. Co., Keokuk, Iowa. 

Harry M. Husk Co., Newburyport, Mass. 


—— Import Co., Inc. New York 


ity. 
Johansen Bros. Shoe Co., St. Louis, Mo. 
Johnson-Stephens & Shinkle Shoe Co.. 
St. Louis, Mo. 
Johnston & Murphy, Newark, N. J. 
Julian & Kokenge Co., Cincinnati, Ohio. 


George E. Keith Co., Campello, Brock- 
ton, Mass. 

Kurz & Lapidus, Inc., Brooklyn, N. Y. 

Lampe Shoe Co., St. Louis, Mo. 





i= 





Lape & Adler Co., Columbus, Ohio. 
LaValle & LoPresti, New York City. 
Lax & Abowitz, Brooklyn, N. Y. 
Lorimer Shoe Corp., Brooklyn, N. Y. 


McElroy Sloan Shoe Co., St. Louis, Mo. 
Thomas D. Mackey Co., Inc., Brooklyn, 


N. Y. 
Martin-Weinstein Shoe Co., Brooklyn, 


N. Y. 
F. Mayer Shoe Co., Milwaukee, Wis. 
John Meier Shoe Co., St. Louis, Mo. 
Menihan Co., Inc., Rochester, N. Y. 
Frank. C. Meyer Co., Inc., Brooklyn, 


m3 
Meyers Publications, Inc, New York 


ity. 
Mildred Shoe Co., Brooklyn, N. Y. 
Milford Shoe Co., Milford, Mass. 
I. gad & Sons, Inc., Long Island City, 
N 


Monarch Leather Co., Chicago, If. 
Moore Shoe Co., St. Louis, Mo. 
Munroe Shoe Co., Boston, Mass. 
Silas Musliner, Inc., New York City. 


Nature-Tread Co., Chicago, Il. 

A. E. Nettleton Co., Syracuse, N. Y. 

Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, Wis. 


O’Donnell Shoe Corp., St. Paul, Minn. 
Over-Sole Rubber Co., Chicago, IIl. 


M. A. Packard Co., Brockton, Mass. 
Dan Palter, Inc., New York City. 

Peck Shoe Co., Worcester, Mass. 
Pedigo-Weber Shoe Co., St. Louis, Mo. 
Peters Shoe Co., St. Louis, Mo. 
Philipson-Lockwood, Inc., Long Island 

City, N. Y. 

Pincus & Tobias, Inc., Brooklyn, N. Y-. 
Thomas G. Plant Corp., Bostcn, Mass. 
Premier Shoe Co., Inc., Brooklyn, N. Y. 
Prospect Shoe Co., Boston, Mass. 


Racine Shoe Co., Racine, Wis. 

E. P. Reed & Co., Rochester, N. Y. 
Reynolds Co., Providence, R. I. 
Rice-O’Neill Shoe Co., St. Louis, Mo. 
Rich Shoe Co., Milwaukee, Wis. 
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se 9 iy ua & Rand Shoe Co., St. 


Louis, Mo. 
Robinson-Bynon Shoe Co., Auburn, N. Y. 


Samuels Shoe Co., St. Louis, Mo. 
Scholl Mfg. Co., Chicago, IIl. 

Seiberling Rubber Co., Akron, Ohio. 
Selby Shoe Co., Portsmouth, Ohio. 
Selz, Schwab & Co., Chicago, IIl. 
Samuel Shapiro, New York City. 
Sherwood Shoe Co., Rochester, N. Y. 
Shoe Form Co., Auburn, N. Y. 

Shoe and Leather Reporter, Boston, 


Mass. 
Shoe Retailer, Boston, Mass. 





Wm. Skinner & Sons, New York City. 

J. P. Smith Shoe Co., Chicago, Iil. 

Stetson Shoe Co., Inc., South Weymouth, 
Mass. 

L. D. Stickles Shoe Co., Red Wing, 
Minn. 

Stone-Tarlow Co., Inc., Brockton, Mass. 

Strassburger-Stiles, Inc., Brooklyn, N. Y. 

George Strong Co., East Weymouth, 
Mass. 

Seymour Troy & Co., Brooklyn, N. Y. 

Tull & Gordon, Inc., Brooklyn, N. Y. 

— Footwear Corp., Jefferson City, 

oO. 





United Shoe Machinery Corp., Boston, 
Mass. 

United States Shoe Co., Cincinnati, Ohio. 

Unity Shoe Mfg. Co., Lynn, Mass. 

Unity Shoe Mfg. Co., Brooklyn, N. Y. 


Wall-Streeter Shoe Co., North Adams, 


ass. 
Leon Weil, Inc., New York City. 
Wilder & Co., Chicago, Ill. 
Wise & Cooper Shoe Co., Auburn, Me 
Sam B. Wolf Sons: Co., Cincinnati, Ohio. 
E. T. Wright & Co., Inc., Rockland, 
Mass. 


H. Zuckerman Shoe Mfg. Co., N. Y. C 


Exhibitors at the Palmer House 


D. Armstrong & Co., Rochester, N. Y. 

C. H. Alden & Co., Abbington, Mass. 

Arnof Levy Co., New York City. 

Alden Walker Wild Co., East Wey- 
mouth, Mass. 

Ault Williamson Shoe Co., Auburn, Me. 

Abbott Shoe Co., North Reading, Mass. 

Barney Capen & Denham, 
Mass. 

Brown Shoe Co., St. Louis, Mo. 

Boyd Welsh Shoe Co., St. Louis, Mo. 

Bru Matic Shoe Co., 

Belcher Last Co., St. Louis, Mo. 

Braurer Brothers, St. Louis, Mo. 

Blue Ribbon Shoe Co., St. Louis, Mo. 


Cincinnati Shoe Co., Bethel, Ohio. 
Churchill Alden Co., Brockton, Mass. 
Curtis & Jones, Reading, Pa. 
Central Shoe Co., St. Louis, Mo. 
Cardone & Baker, Brooklyn, N. Y. 
Craig Reed Emerson Co., Brockton, 
Mass. 
Crispin Shoe Co., Haverhill, Mass. 
Capitol Shoemakers, St. Louis, Mo. 
Chouteau Shoe Co., St. Louis, Mo. 
Conrad Shoe Co., Brockton, Mass. 


Dunbar Pattern Co., St. Louis, Mo. 
Dobbs Shoe Co., Chicago, Il. 
Doyle Shoe Co., Brockton, Mass. 


Eby Shoe Co., Birdsboro, Pa. 

John Ennis Co., Brooklyn, N. Y. 
John. Ebberts Co., Buffalo, N. Y. 

J. Edwards & Co, Philadelphia, Pa. 
Chas. A. Eaton Co., Brockton, Mass. 


Friedman Shelby Co., St. Louis, Mo. 
—s | Brothers Co., Parkersburg, 


Griffin White Shoe Co., Brooklyn, N. Y. 


Brockton, 





Great Northern Shoe Co., St. Louis, Mo. 
Goding Shoe Co., Paris, Il. 
H. C. Godman Co., Columbus, Ohio. 


Haseltine Freelender Co., Boston, Mass. 
Holmes Terhune Co., Lewiston, Me. 
Holland Shoe Co., Holland, Mich. 
Helmholz Shoe Co., Milwaukee, Wis. 
Hamilton Brown Shoe Co.,- St. Louis, 


Mo. 
Hurley Shoe Co., Rockland, Mass. 
Howard & Foster, Inc., Brockton, Mass. 


International Footwear Co., New York 


City. 
Juvenile Shoe Corp., Aurora, Mo. 
Jellerson Rafter Co., Norway, Me. : 
Johansen Brothers Shoe Co., St. Louis, 
Mo. 


Kershaw Durgin Co., Haverhill, Mass. 
Geo. E. Keith Co., Brockton, Mass. 
Knipe Brothers, Inc., Ward Hill, Mass. 
Krippendorf Dittman Co., Cincinnati, 


Ohio. 
Kimball Shoe Co., Manchester, N. H. 
St. Louis, Mo. 


Lampe Shoe Co., 
Lape Adler Co., Columbus, Ohio. 


John Meier Co., St. Louis, Mo. 

Mound City Shoe Co., St. Louis, Mo. 
Mawhinney Last Co., St. Louis, Mo. 

A. Manheimer & Co., St. Louis, Mo. 
Moore Shoe Co., St. Louis, Mo. 
Moulton Bradley Co., St. Louis, Mo. 
McElroy Sloan Co., St. Louis, Mo. 
Midvale Shoe Co.,. St. Louis, Mo. 
Marshall, Meadows & Stewart, Auburn, 


N. Y. 
J. I. Melanson & Sons, North Adams, 


ass. 
Marion Shoe Co., Marion, Ind. 





“Wise, Cooper & Co., 


Melanson Shoe Co., Lynn, Mass. 
P. J. Monaghan Co., Baltimore, Md. 
Mazer Bros., Philadelphia, Pa. 


Novelty Slipper Co., New York City. 


M. A. Packard Co., Brockton, Mass. 
Pedigo Weber Shoe Co., St. Louis, Mo. 
Pioneer Shoe Co., Kansas City, Mo. 
Panco Rubber Co., Chelsea, Mass. 
Pennant Shoe Co., St. Louis, Mo. 
Peters Shoe Co., St. Louis, Mo. 


Richards Randolph, 


& Brennan Co., 
Mass. 

Radcliffe Shoe Co., Inc., Brooklyn, N. Y. 

Rickard Shoe Co., Haverhill, Mass. 

Roberts, Johnson & Rand, St. Louis, Mo. 

Rice O'Neil Shoe Co., St. Louis, Mo. 

E. P. Reed Co., Rochester, Me Bs 


C. B. Slater Co., South Braintree, Mass 
Sinsheimer Shoe Co., Chicago, III. 
Shirley Shoe Co., New York City. 
Smaltz Goodwin Co., Philadelphia, Pa. 
Stanley Duttendorfer Co., Cincinnati, 
Ohio. 

Stern Auer Co., Cincinnati, Ohio. 
Signal Shoe Co., Boston, Mass. 

Samuels Shoe Co., St. Louis, Mo. 
Shaft-Pierce Co., Faribault, Minn. 


Teeple Shoe Co., Waupun, Wis. 
A. A. Tilden Co., St. Louis, Mo. 
— Footwear Co., Jefferson City, 
oO. 
Thompson - Bros. Shoe Co., 
Mass. 


Brockton, 


United Shoe Manufacturers, St. Louis, 


Mo. 


Washington Shoe Co., St. Louis, Mo. 
Auburn, Me. 
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HICAGO, in January, becomes the shoe mart of the country. Here 
are gathered the producers of various grades and kinds of footwear, the 
makers of raw materials and accessories, to show the retailers of the country 
the vast resources of merchandise which, during the next few months, will 
move from the retail stores to the feet of consumers. 

While every attempt has been made to insure the accuracy of these lists of 
exhibitors at various Chicago hotels during the convention, accuracy cannot be 
guaranteed. The lists were furnished by the hotels and were the last available 
before going to press —THE Epiror. 


















































































Axman-Weiss Shoe Co., Chicago, IIl. 

Ansin Shoe Co., Boston, Mass. 

E. R. Apt Shoe Co., Manchester, N. H. 

Ashuelot Shoe Co., Keene, N. H. 

Avon Shoe Co., Chelsea, Mass. 

Atkinson Shoe Corp., Boston, Mass. 

Aronson Brothers, Boston, Mass. 

Adams Bros. Co., Pittsfield, N. H. 

Adda Display Fixture Co. St. Paul, 
Minn. 

Allen-Edmonds Shoe Co., Belgium, Wis. 

Auburn Rubber Co., Auburn, Ind. 












Mare Baumoel, St. Louis, Mo—Shoe 
Mfgr. Agt. 
I. Brockman & Co., Boston, Mass. 
‘ H. Bachman Shoe Co., Middletown, 
‘a. 


Bond Shoe Co., Lynn, Mass. 

Samuel Brilliant & Co., Boston, Mass. 

Walter Booth Shoe Co., Milwaukee, Wis. 

Ray F. Brady, Boston, Mass. 

Barack Shoe Co., St. Louis, Mo. 

F. Brown Shoe Co., Allentown, Pa. 

Bleecker Shoe Co., Inc., New York City. 

Best-Ever Slipper Co., Brooklyn, N. Y. 

Burtman-Rondeau, Boston, Mass. 

Bloom-Langer-Lippman Co., Boston, 
Mass. 














Borlin Brothers, Brooklyn, N. Y. 
E. Bottomley Shoe Co., Boston, Mass. 
Martin Blutman, New York City. 
Blum Shoe Co., Bansville, N. Y. 









ville, Ill. 
B. & B. Shoe Co., Milwaukee, Wis. 


Barr & Bloomfield Shoe Mfg. Co., 
Haverhill, Mass. 

















Bellville Shoe Manufacturing Co. Bell- | 
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Exhibitors at the Morrison Hotel 





Frank Coombs Shoe Co., Lynn, Mass. 
Clayman Shoe Mfg. Co., Boston, Mass. 
Comfort Slipper Co., New York City. 
Comfort Sandal Mfg. Co., Long Island 
City, N. Y. 
Conaway-Winters Co., St. Louis, Mo. 
as. ~ gal oemeagiaes Inc., Milwaukee, 
is. 


Colby Shoe Co., Boston, Mass. 
Cahill Carlton Co., Harrisburg, Pa. 
Clinton Shoe Co., Haverhill, Mass. 


Cedar Grove Shoe Mfg.: Co. Cedar 
Grove, Wis. 


Capital Shoe Co., Lynn, Mass. 

Cohen & Weinstein, Boston, Mass. 

Cambridge Rubber Sales Corp., Cam- 
bridge, Mass. 

Edward L. Clark, Minneapolis, Minn. 

Clinton Shoe Mfg. Co., Clinton, Iowa. 

G. A. Chenoweth, Boston, Mass. 

R. A, Chenoweth, Boston, Mass. 

Cantilever Corp., Brooklyn, N. Y. 

Century Shoe Co., Inc., Brooklyn, N. Y. 

Central Shoe Co., ‘Boston, Mass. 

Certified Shoe Corp., Rockford, Iil. 

Bax Slipper Co., West New York, 


Frank Cohen Shoe Co. 

Samuel Cohen Shoe Co., Boston, Mass. 
Corrective Shoe Co., St. Louis, Mo. | 
G. P. Crafts Co., Manchester, N. H. 
Curtis Shoe Co., Marlboro, Mass. 

J. W. Carter Co., Nashville, Tenn. 
ca Taylor Co., Inc., Portsmouth, 


Chaves Shoe Co. Lynn, Mass. 
Clinton Shoe Co., Haverhill, Mass. 


ss ga ca Shoe Co.; Columbus, 
10. 


ew 
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R. H. Calden, Longwood, Fla. 


Doerman Mfg. Co., South Milwaukee, 
Wis. 

Dryden Rubber Co., Chicago, Ill. 

Deauville Import Corp., New York City. 

Dayton Last Works, Dayton, Ohio. 

Dryzer & Rosenberg, Inc., New York 
City. 

Duane Shoe Co., New York City. 


Davies Shoe Manufacturing Co., Racine, 
Wis 


Daniels Taylor Co., Derry, N. H. 


Stanley Duttenhofer Shoe Co., Cincin- 
nati, Ohio. 


Irwin David, New York City. 


F. S. Elam Shoe Co., Rochester, N. Y. 
Educator Shoe Corp., New York City. 
E & B Shoe Co., Rochester, N. Y. 

a ae ae shen & Sons Co., Hampstead, 


W. A. Emerson, Hampstead, N. H. 
(Personal). 

Emerson Shoe Mfg. Co., Rockland, Mass. 

Elbee Shoe Mfg. Co., Brooklyn, N. Y. 

Endicott Johnson Corp., Endicott, N. Y. 

Ebner Shoe Co., Milwaukee, Wis. 

Ellis-Eddy Co., Lewiston, Me. 

Empire Specialty Footwear Co., Endi- 
cott, N. Y. 

Empire Shoe Co., Everett, Mass. 

Eno & Blood Co., Manchester, N. H. 

L. B. Evans Sons Co., Lynn, Mass. 

Epstein Shoe Co., Boston, Mass. 


Freeman Shoe Mfg. Co., Beloit, Wis. 
F C  eeipamecon Shoe Mfg. Co., Beloit, 
is. 
Finkovitch-Levine Shoe Co., Boston, 
Mass. 
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A. J. Fontaine, Boston, Mass. 

Farber Shoe Co., Inc., Haverhill, Mass. 

Fair Sex Shoe Co., Lynn, Mass. 

Fashion Shoe Co., Inc., St. Louis, Mo. 

nis pgiaimateagenl Shoe Co., Racine, 

is. 

S. Finkelstein, Lynn Ideal Shoe Co., 
Boston, Mass. 

Fashion Bilt Shoe Co., Chicago, Ill. 

Fern Shoe Co., Newburyport, Mass. 

Felsteiner Shoe Co., Marlboro, Mass. 

Freeman McKay Co. Framingham, 
Mass. 

Freeman-Thompson Shoe Co., Minne- 
apolis, Minn. 


General Footwear Corp., New York 
City. 

Groves Shoe Co., Chicago, III. 

Goldsmith, Gordon, Baltimore, Md. 

Gorman and Howe, Boston, Mass. 

C. A. Grosvenor Shoe Co., Worcester, 

ass. 
Green Shoe Mfg. Co. ,Boston, Mass. 
Gilbert Shoe Co., Thiensville, Wis. 


Garafalo Bros., Shoe Co., Brooklyn, 
N. Y. 


Goldberg Brothers, Haverhill, Mass. 


Abe Gilblom, (Fred Elam Shoe Co.) 
Rochester, N. Y. 
—. Manning Shoe Co., Manchester, 


Goding Shoe Co., Paris, Iil. 

Goldstein & Sons, Boston, Mass. 

C. J. Giles, Chicago, Ill. 

H. C. Godman Co., Columbus, Ohio. 

si 7 Shoe Mfg. Co., Binghamton, 


4” eengees Shoe Co., Manchester, 


Gale Shoe Co., Boston, Mass. 
Gilbert Shoe Co., Haverhill, Mass. 
H. K. Givins, Los Angeles, Cal. 


Harney Shoes, Inc., Lynn, Mass. 

Huiskamp Bros. Co., Keokuk, Iowa. 

Hamel Leather Co., Haverhill, Mass. 

Hagerstown Shoe & Legging Co., 
Hagerstown,. Md. | 

F. M. Hoyt Shoe Co., Manchester, N. H. 

Head Shoe Co., Enid, Okla. 


5 “ya Baker Shoe Co., Philadelphia, 


Hagerty Shoe Co., Washington Court 
House, Ohio. 





Haverhill Shoe Novelty Co., Haverhill, 
Mass. 

Hecht Fixture Co., 
John J. Hines, Inc., 
New York City. 
Heilbrunn J. and Sons, Rochester, N. Y. 
Huth & James Shoe Mfg. Co., Milwau- 

kee, Wis. 
Helmholz Shoe Co., Milwaukee, Wis. 


Hirshberg-Stein Shoe Co., Inc., Haver- 
hill, Mass. 


Hartman Shoe 
Haverhill, Mass. 

Hebert Shoe Co., Stoneham, Mass. 

oe Shoe Co., Grand Rapids, 

ich. 

A. R. Hyde & Sons Co., 
Mass. 

Hope Shoe Co., Boston 

Haven Shoe Co., Schuylkill, Haven, Pa. 

Herbst Shoe Manufacturing Co., Mil- 
waukee, Wis. 

G. W. Herrick Shoe Co., Salem, Mass. 

a & Kirschten Shoe Co., Chicago, 


Chicago, Ill. 
39 W. 39th St. 


Manufacturing Co., 


Cambridge, 


Interstate Shoe Co., Manchester, N. H. 

International Chicago Branch Shoe Co., 
Chicago, IIl 

Ideal Shoe Mfg. Co., Milwaukee, Wis. 


James Shoe Mfg. Co., Milwaukee, Wis. 

Jackson Shoe Mfg. Corp., New York 
City 

Jarett, H. J., Boston, Mass. 

Jarman Shoe Co., Nashville, Tenn. 

Jarnes-Hamberger Co., Halowell, Maine 


Edward E. Kahn Co., New York City. 

Kimball Shoe Co., Manchester, N. H. 

S. Klayman Shoe Co., Haverhill, Mass. 

K & L Shoe Co., Samuel Kleven, Lynn, 
Mass. 

Kenmore Shoe Co., Chelsea, Mass. 

A. S. Kreider Shoe Mfg. Co., Elizabeth- 
town, Pa. 

Nathan Katz Shoe Co., Boston, Mass. 

A. S. Kreider Shoe Co., Annville, Pa. 

Edgar S. Kiefer Tanning Co., Chicago 

Kimel Shoe Co., Haverhill, Mass. 

Kleven Shoe Co., Spencer, Mass. 

Kozy Komfort Shoe Mfg. Co., Milwau- 
kee, Wis. 

A. S. Kreider Co., Lebanon, Pa. 





Larson Shoe Mfg. Co., Keokuk, lowa 
Lynn Ideal Shoe Co., Inc., Boston, Mass. 
Leader Shoe Co., Rosbury, Mass. 
Leatherbury, G. P., Portsmouth, N. H. 
Lull & Gordon, New York City 
Lorimer Shoe Co., Brooklyn, N. Y. 
Lexington Shoe Co., Inc., New York 
City 
Legg, A. M. Shoe Co., Pontiac, III. 
Lancaster Shoe Co., Elizabeth, Pa. 
Lane Shoe Co., Boston 
Liberty Shoe Co., Lynn, Mass. 
Lucille Felt Slipper Co., Inc., New York 
City 
Lynn Modern Shoe Co., Lynn, Mass. 
Lind Shoe & Slipper Co., Boston, Mass. 
Liberty Shoe Co., Boston, Mass. 
J. B, Logan Shoe Co., Lynn, Mass. 
Lima Cord Sole & Heel Co., Lima, Ohio. 


Morton Last Co., Inc., Cincinnati, Ohio 

Model Shoe Co., Lowell, Mass. 

Marathon Shoe Co., Wausau, Wis. 

Marion Shoe Co., Marion, Ind. 

A. J. Munch, Chicago, II. 

Ted Mackey, E & B Shoe Co., Roch- 
ester, N. Y. 

Mildred Shoe Co., Brooklyn, N. Y. 

Pp. a, Minor and Sons, Inc., Batavia, 


m.. » ae Shoe Co., Inc., St. Louis, 
Mo. 


Harry Modlin Shoe Co., St. Louis, Mo. 

Charles Meis Shoe Co., Cincinnati, Ohio 

Murphy & Saval Co., Chicago, III. 

Morris Bros. Shoe Co., Quincy, III. 

Modern Shoe Co., St. Louis, Mo. 

I, oe & Sons Shoe Co., St. Louis, 

oO. 

Milius Shoe Co., St. Louis, Mo. 

Marbleshead Shoe, Inc., Marblehead, 
Mass. 

McNichol & Taylor, Inc., Lynn, Mass. 

J. I. Melanson & Sons Corp., North 
Adams, Mass. 

Melanson Shoe Co., Lynn, Mass. 

Merchants Shoe Co., Boston 

Mitchell Mfg. Co., Portsmouth, Ohio 

Monarch Shoe Co., Chicago 

Moss-Seamans’ Shoe Co., Haverhill, 
Mass. 

Muskin Shoe Co., Baltimore, Md. 

Marathon Shoe Co., Wausau, Wis. 

[CONTINUED ON PAGE 131] 
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Monday, January 7 
Opening Session 12.30 P. M. 
Welcome—Rufus C. Dawes, Chicago. Chair- 
man, Second World’s Fair Centennial Cele- 
bration, 1933. 
President’s Address—A. H. Geuting, Presi- 
dent, N. S. R. A. 


“These Next Six Months’—Geo. E. Mac- 
Ilwain, Boston. 


Announcements. 
4P.M. 
Meeting of the Advisory Advertising Commit- 
tee of the National Advertising Campaign. 
8.15 P. M. 
FoorwEAR STYLE REVUE. 
* _ 





Tuesday, January 8 
Turee Forum Meetincs: 10.30 A. M. 
A. “Correctly Constructioned Shoes.” - 
Dr. Joseph C. Lelyveld of Boston, presid- 
ing. 
B. “Sales Promotion.” 
Paul E. Kuehn, South Bend, Ind., presiding. 
C. “Big Store—Little Store.” 
Ernest A. Burrill, presiding. 
“Big Store”—Stephan J. Jay, Detroit, Mich. 
“Little Store’—Russell Brown, Gloucester, 
Mass. 
12.30 P. M. 
Convention Luncheon 
Vice-President, Jesse M. Adler of New 
York City, presiding. 
“The Lie About Tomorrow”—Frederick M. 
Snyder, Kingston, N. Y. 
“Merchandising Advertising’—Ernest A. 
Burrill, National Advertising Campaign. 
“Clothing Welcomes Shoes”—Joseph Pinto, 
President, National Assn. Retail Clothiers 
‘and Furnishers. — 


2.30 P. M. 
- Epucatronat Movine Picrure—“Your Share 
| oe Pairs.” 
8.15 P. M. 
| Foorwear STYLE REVUE 








- 





* 





N.S. R.A... 
Convention Program 


Wednesday, January 9 
Two Bie Susyects—10.30 A. M. 


James H. Stone, Manager N. S. R. A, 
presiding. 


“Chain Stores and Other Trends in Retailing,” 
H. H. Maynard of Ohio State University. 


“Developing Country Volume.” 
Roy A. Peterson of University of Wisconsin. 


12.30 P. M. 

Convention Luncheon. 

Lee E. Langston, Fort Worth, Texas, pre- 
siding. 


“The Goods—Knowing Them and Showing 
Them,” 
Dr. Stanley L. Krebs, New York City. 


“A Salesman’s View on Retailing,” 
Homer H. Beals, President National 
Traveler’s Assn. 


2.30 P. M. 


EpucaTIONAL Movinc Pictrure—“ Your Share 
of Pairs.” 


7.00 P. M. 
ANNUAL CONVENTION BANQUET 


President A. H. Geuting, presiding. 


Surprise Program—“When Good Fellows Get 
Together.” 


Thursday, January 10 


Turee Forum Meetincs—10.30 A. M. 


A.'“Orthopedic Sales Opportunities,” 
Dr. Joseph Lelyyeld of Boston, presiding. 


B. “Children’s Footwear,” 
Carl Burgstahler of Chicago, presiding. 


C. “Two Successful Shoe Stores,” 
O. J. Benton, Austin, Minnesota, presiding. 











| 















































BOOT AND SHOE RECORDER December 29, 1928 








& 
Q 
Q 
& 
° 
© 
& 
& 
~ 
) 
ss) 
n 
Qa 
z 
< 
& 
o 
so) 
i) 


December 29, 1928 





BOOT AND SHOE RECORDER December 29, 1928 


IL 


u 
jl 
FIRORW JPMIRAIPSP 


. HOWN in every smart line of shoes today, the 
front strap has a character of line that keeps it in 

the higher grades. It takes good shoemaking, accurate 

strap placement and a fine selection of colors and har- 

monies to make this shoe fit perfectly. into the picture 

of afternoon and dress wear. The more luxurious and 

elegant the period, the greater the popularity of this 

type. The open shank types shown in outline are dis- 
tinctively new, having characteristics that permit of a 

wide diversity of materials, colors and combinations. 
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HE fundamental reason for the popularity of the step-in is the fact 
that it has the high pump appearance, the corresponding ease at the 
throat and a steadiness of control. This has been brought about by invisible 
gore control, or a built-up throat line, or a buckle bar across the throat. New 
sports wear types of step-ins are expected. The pinked edge is a bit newer 
in women’s footwear than piping. In buying shoes for the coming season 
keep these general characteristics in mind. After inspecting the longest 
lines of samples ever carried by creative houses we find no colors or trims 
alike, and some shoes having as much as eight or ten accents. There are so 
many over-tones, cameo tints, sunburn shades and direct pastels embodied in 
a line of shoes that it is confusing to the shoe wise to discriminate in color 
as well as in pattern. 

Many of the best designs of the season are former favorites, with color 
blends, reverse combinations, high colored and extra motifs added, so that 
the entire appearance of the shoe is changed. Sunburn, peanut shades and 
walnut shell shades are dominating the daytime shoe. After a season of 
full, rich reddish browns, the change to lighter colors makes necessary com- 
plete new stocks. These lighter shades running into Lido sand usually 
trimmed with deep browns and colors, rely on good workmanship and com- 
binations of lizards and simple decorative leathers to give them sparkle. 
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Srupy types of customers. No woman ever had enough 

pairs of shoes to satisfy her desire for footwear adornment. 

There is no limit to the possibilities of footwear sale to the 

woman who is interested in the right shoe, for the right cos- 
tume, at the right time. 








By MapaMe HAMILTON JEFFRIES 





The Tailored Type ~ 

The American girl is always smartest in tailored costumes. She 
studies her silhouette, and knowing her type and social activities, she 
plans her clothes as to how and when she may wear them. She rarely 
wears fanciful jewelry, but chooses costume necklaces and bracelets 
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which complement three or four ensem- 
bles. Her hats are smart, angle types, 
which lift evenly over the forehead, or 
contrast in smart dips and sharp lines. 

Her top coats are always snug on the 
shoulder lines, and have a certain smart 
sweep which gives the note of distinctive 
clothing. This tailored type of woman 
would choose her Spring clothing with 
great care. The sense of fitness is as 
important to her as high style. 

Her choice for daytime would, per- 
haps, be a beige ensemble for early, all- 
day wear. She is the type who wears 
beige and brown with almost no accent of 
bright coloring, and may, perhaps, de- 
fine her costume with an orange bouton- 
niere or a scarlet scarf. 

The tailored woman’s shoes for this 
costume would be two-toned beige in 
pump styling, or a combination of neu- 
tral lizard and kid with tailored buckle. 
She might also choose a three-eyelet ox- 
ford, or a buck pump in two tones which 
feature the wing tip and quarter. 

Her dressier ensemble would be a dark 
blue suit with short coat, silk blouse, and 
necktie. Here she wears a lighter type 
shoe of dark blue kid, daintily trimmed 
on the quarter line with two shades of 
lighter kid and lizard with silver pipings. 
In all probability she would also have a 
smart black patent pump, or one-strap, 
to wear alternately. 

She would choose a colorful print for 
mid-season wear, but it would be pic- 
tured on dark backgrounds. The patent 
leather shoe would again be worn with 
this costume. The jersey or etamine 
cool-day frock would perhaps be in deep 
brown, or green, so she finds the dark 
brown kid shoe very pleasing with a 
high riding ankle tie or strapping. 

In Summer she would affect a natural 
Shantung suit in three piece detail, with 
shoes to match. Her white costume would 
be combined with all white, a natural 
linen or etamine one-strap. 
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The Feminine Type 

The slender, youthful type of clinging 
woman selects an entirely different ward- 
robe than that of her tailored sister. She 
rarely dresses to type, but rather to fancy, 
and relies on lace pleatings and flowing 
streamers to punctuate her costume. She 
wears endless neck decorations and color- 
ful jewelry, and favors Watteau and 
bouffant frocks. 

For her street costume she wears 
larger hats, or hats with drooping ear 
lines, and as she has nothing to express 
but youth and daintiness, she minces 
about in a fitful, uncertain way. 

When she selects her footwear she has 
one or two definite shoe lines in mind, 
but she can be sold anything new or color- 
ful. She favors buckles, overlays, strap- 
pings and open shank lines. The higher 
heel is also favored by this feminine 
woman. 

This same woman would favor for her 
daytime costume, combinations of beige 
and green. A pleated skirt and coat com- 
bination, with indistinct line values is also 
favored. She would wear a pump of 
neutral beige with perhaps a gaudy 
buckle. She would also appreciate a one- 
piece, light-weight woolen frock in brown 
and white combination, a tweed, or pos- 
sibly a jersey. Here she would favor a 
step-in or a fanciful oxford. The oxford 
would perhaps have a higher heel than 
usual and maybe a gold or biege piping 
would be employed. 

The practical shoe would be a two-toned 
combination with wing tip and quarter. 
This shoe would have the serrated edge 
on the wing tip and quarter, also cluster 
work in punched hole trims. If, however, 
she had chosen a gray mixture, she would 
select either the black patent one-strap, 
or one of taupe fox coloring. 

This feminine girl’s summer clothes 
would lean toward colorful prints, with 
green or red predominating. She would 
favor pussy willow fabrics and show a 
preference for print patterns. Floral de- 


HE capacity for shoe selection increases in the spring and 

summer because of the natural increase in colors and dresses 

worn. There are more activities necessitating change of garb 

than at any other season of the year. Diversity of activities 
necessitates diversity in wardrobe. 


signs often intrigue this type, and her imaginative nature often over- 
estimates her power to express color. Her shoes would be tricky straps, 
bandings, slender heels with brilliant accents. 

With her printed frocks she would choose to wear the lighter beige 
tones in footwear. 
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HE lighter brown suits, based on the selec- 
tions of Spring garments, with fifty per 
eent in the wood shades, indicate a greater 
opportunity for browns and tan shades in foot- 
wear. Men’s shoes should lighten as the sea- 
son progresses. Blacks we have with us as a 
constant factor. Color first in the minds of the 
customer, lasts second, and weight of material 
third. 
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OLLOWING a Winter of perforations, 
look forward to a Springtime of stitching. 
To make shoes look different, when the pat- 
terns are much the same, is one of the prob- 
lems of shoe designing. There continues to be 
a place for full weight shoes, up to the time 
when straw hats are worn. This season 
promises one of buying venture and selling 
adventure. 
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NEY materials are finding their place in 
men’s footwear. Here is a spectator sport 
shoe in a rough finished suede with fancy 
leather or lizard trimmings. It may look queer, 
but the past has shown that men will buy un- 
usual shoes if tempted by an enthusiastic sales- 
man. Another extra pair sale idea. 
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LLIGATOR shoes, thought impossible in 
men’s wear, found a tolerant customer 
acceptance this Fall. In different patterns, 
alligator and light tan, and smoked elk leathers 
combined, will be tried this Spring and Sum- 
mer. The return of composition and crepe 
soles is both economical and acceptable to the 
man who goes in for active sports. 
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TF hat Will He Li ear’ 


NEW TYPE SPORT SHOES OFFER OPPORTUNITY TO SELL 
MANY EXTRA PAIRS IN 1929 


the week and pair for every occasion—and that 

one pair on his feet—will be in the market early 
next spring for an additional pair, unless all the 
present dope goes wrong. 

Seriously, though, a check-up shows that the so- 
called average man earning from $40 to $75 a week, 
does not have more than one or two pairs of wear- 
able shoes to his name at any one time. Pressure 
will be brought to bear on him to enlarge his “shoe 
wardrobe,” so the shoe merchant will have a won- 
derful opportunity of selling Mr. Average Man an 
additional pair of shoes this spring. 

Part of this pressure will come from the clothing 
people who are taking an active interest in the com- 
ing N. S. R. A. convention. These authorities say the 
wood shades will be 50 per cent, with the balance in 
the gray and blue tones. This means more shoes of the 
deeper tan tones will be worn—tans, of course, for the 
wood shades in clothes, and tans of the proper shades 
go well even with the grays and blues. Clothing will 
be comfortable and loose. The big change is the 
four-piece suit with the long-waisted, tight-fitting 
trousers which will be worn without belt or suspen- 
ders. 

The man whose shoe wardrobe is fairly complete 
will have a couple of pairs of business shoes, two 
pairs of dress sport shoes, two pairs of golf shoes and 
a pair of patent dress shoes, seven pairs in all. He 
is the fellow we like to quote. He is also the one we 
would like to write 
this story around, 
but unfortunately he 
is in the vast minor- 
ity. If 75 per cent 
of the 40,000,000 
men in this country 
buy an extra pair of 
spurt shoes this 
spring, the men’s 
business will be ex- 
ceptionally good. 

To get this busi- 
ness, a merchant 
must have a fairly 
representative stock. 
He cannot hope to 
make any impression 


[i'm man with a pair of shoes for every day in 


with one or two 
styles, shown in a 
half-hearted man- 
ner. Also, he must 
know what the shoot- 
ing is all about— 
just why certain 


kinds of sport shoes 
are good for certain 
things. 


If a mer- 








Palm Beach and other resorts in the South and Far West 
will be the testing ground this Winter for the newer type 
sport shoes designed for later wear in the North 


chant does not feel that he can successfully sell at 
least four lines of sport footwear, he should turn 
that part of his business over to his more aggressive 
and progressive friends. 


N the grades retailing from $5 to $10, there seem 

to be four tyres of shoes that are necessary to carry. 
With these four as a basis, a merchant may go as far 
as he feels is safe. 

No. 1 would be a white bal trimmed with black 
calf, full wing tip, pinked and perforated, with 
leather sole and heel. 

No. 2 is somewhat the same shoe in a blucher with 
a full toe, also a leather sole. Both these shoes will 
sell the country over and it is believed they will be 
largest individual sellers of any of the sport family. 

Next comes the rubber-soled, two-toned shoe to be 
used in the actual playing of the game. Smoked elk 
is a prime favorite for the vamps. Copper shades of 
tan calf and alligator are used in the combinations. 

The fourth is the shoe having a wing tip running 
back to the counter quarter, two-toned, a rubber 
sport heel, with either a leather or rubber sole. 

It is a mighty small town that does not have its 
quota of playboys of various ages who must bask in 
the warm summer sun during the winter months. It 
is these fellows who are spreading the gospel of 
more than one pair of shoes to the fellows back home. 
And this is a second bit of pressure which will make 
the average man buy a pair of sport shoes. 

Moccasin types of 
sport shoes, on ac- 
count of their com- 
fort features, will be 
much better than the 
average merchant 
realizes. Some of 
them will be sloppy, 
having no counters 
or box toes; some 
will be full lined 
with boxes and coun- 
ters; some will have 
holes punched 
through the vamps 
and quarters. They 
will be all white and 
the various combina- 
tions of white with 
something else; or 
they may be all tan 
or brown. 

Quite a bit of ac- 
tion is seen in white 
shoes trimmed with 
black and tan alli- 
gator. The black 
will be a two to one 


[TURN TO PAGE 306, PLEASE) 
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A modernistic, mechanical ballet from Earl Carroll’s Vanities 


inheriting all standardized tasks. Civilization is 

developing mechanical servants at such a rate 
that the great problem of the future is the displacement 
of human labor by cheaper machinery. What will hap- 
pen when thousands who are capable only of hand work 
are thrown out of employment, because automatic ma- 
chinery can do the task better and cheaper? 

The shoe trade is, in part, fortunate in the fact that 
footwear cannot readily be sold through slot machines. 
The human foot is the most complicated piece of mechan- 
ism in existence. It varies 
between people, and even 
between lefts and rights. 
Tt is different in the Winter 
than it is in Spring. It 
varies in size and comfort 
when tired and rested. It 
is not improving as civili- 
zation goes along. 

And, what is more, feet 
are the only mechanism of 
locomotion for which there 
are no spare parts. Try 
the robot theory on the 
scientific fitting and service 
of footwear and you are up 
against an additional factor 
of human selection. People 
do not want standardized 
footwear, as such, except 
for utility purpose. 

The shoe as an item of 


PR sies (automatic craftsmen) are gradually 


The city of the future will have stores one on 

top of the other to give the customers on op- 

portunity to inspect more merchandise through 
tiers of window fronts 


adornment has so increased that today it is perhaps the 
most difficult of all items to merchandise. The scientist 
who expects to develop a method of merchandising in 
ten thousand stores, and the automatic exchange of 
goods for money, without the need of brains between, 
is up against a problem which he will never solve. 
Any chain of shoe stores that gets away from the per- 
sonal magnetism of its leader, and the ability of the 
executives to transmit energy to sales people, who in 
turn use it in their work before the customer is on the 
way down and out. It is the inevitable consequence of 
the complicated machinery 
of foot mechanics, and the 
involved selection of shoes 
to serve a fashion whim. 


HERE has been a ten- 

dency, however, to be 
more or less mechanical in 
types of stores, character of 
interiors and the external 
methods of business, win- 
dow displays, etc. The 
leaning has been toward 
mathematics and mechan- 
ism. All of these woodeny, 
metal and glass externals of 
business have been in the 
nature of eye appeal. 

Less thought has been 
given to the spirit in man- 
agement and in store or- 
ganizations. Immense 








mergers have been made or 
planned, -predicated on buying 
the bulk of merchandise and 
automatically distributing it 
through units of help who 
work for a minimum of wage, 
a maximum of effort and an 
increase of hours at labor. 

These white collared robots 
become storekeepers, record 
keepers and cash _ handlers. 
The minute they show human 
errors, out they go, and in 
goes another peg. The human 
factor is the last thing con- 
sidered. The merger is of 
material and money, methods 
and mechanism, and it is 
hoped that they will serve the 
purpose of money making 
without the necessity of hu- 
man brains, human hands and 
human intelligence. 


HE introduction of fash- 


ion, and the more acute 
art of selection is the natural 


competitor to this standardized 
method of distribution, and 
society by its increased desire 
for beautiful things, is begin- 
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Raymond Nicolas has created a complete modernistic interior for the Enzel Shoe Shop 
in aluminum, marble and glass 









































The robotian store of the future, mathe- 
matical front and mechanical interior, where 
televox men serve the customer 
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ning to master and overwhelm 
that tendency toward robot, 
automatic craftsmanship and 
store service. 


HIS is not so much a 

prophecy as a thought, of 
which an earnest wish is the 
parent. If one hopes strongly 
enough for a thing, they say, 
it may come to pass. Almost 
every shoe man will join in 
the wish that five years from 
today the industry will be in 
a better position. Surely we 
may hope for less of doubt, 
uncertainty, apprehension bor- 
dering upon fear. 

Five years will see many 
drastic changes in the shoe 
business. The law of sur- 
vival will work more swiftly 
than ever before because busi- 
ness must make or break 
swiftly in these high speed 
times. 

Many small concerns will 
be gone because they did not 
deserve to continue. Also 
many large ones will have 
passed out of the picture for 
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the same reason. New ones, now 
almost unknown, will have sprung 
into leadership. They will lead be- 
cause they deserve to be leaders. 


OUNG men who entered the 

shoe business five years ago 
will be seasoned veterans five years 
hence. The new thought they 
brought to the trade will have had 
the test of trial. Again, the rule of 
survival shall apply. It is not al- 
ways age that makes a sage. Many 
a youth has given his elder some- 
thing of value. But there is no 
gainsaying experience. It is a dear 
school and we all owe something to 
the tutoring of time. 
glance over the shoulder, so much 
spection and review of things gone 
been profitable. 


The best happening of the coming five years will be 


the ‘return to sta- 
bility, to safer and 
saner methods. We 
need a_ leavening 
of conservatism 
along with our 
progressive- 
ness. That this 
will happen we 
may all safely pre- 
dict. Right now 
we see a tendency 
toward  conserva- 
tism and a break 
with radicalism. 

The _ twelve-sea- 
son folly will pass. 
It is safe to say 
that five years 
hence we will have 
returned more 
nearly to the old 
order. Four sea- 
sons, Spring, Sum- 
mer, Fall and Win- 
ter will be the limit 
of the spread. 

If we are to 
make money in the 
shoe business we 
must make haste 
more slowly. The 
manufacturer must 
be given more time 
in which to make 
shoes. He must 
get back to volume 


If we can profit by an occasional 


conceals illumination. 
with novelty glass ceiling 
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The mechanical control room 

where every operation in the me- 

chanical store is automatically 

controlled—a horror of the future 
of merchandising 


the better. Retro- 
before always have 


mous increase of population. 
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production and more economical 
methods if all the trade is to pros- 
The wholesaler must have 
time which to assemble 
and distribute. Most important, 
the retail channels must not be 
clogged up with the debris of, un- 
That means a 
retailing—more 


per. 


more in 


sold accumulations. 
slower motion in 
time given to selection, buying and 
thought local 


selling—more to 


needs. 


LL this will take place in five 


years because the shoe business 


learning. However slowly the 
learning may be, the signs are ap- 


1S 


parent, the writing is on the wall. 
Greater volume will be possible because of the enor- 


The increase of manu- 


facturing and retailing will not keep pace with the 


Between departments in the modernistic store white opaque glass 
Aluminum base board, green velvet seat, 
Photo by Bonney, 


growth of population because the get-rich-quick element 


will be eliminated. 
They will learn that 
volume obtained at 
the cost of good 
business practice is 
not profitable, 
Chain stores will 
be fewer and more 
efficient. The “easy 
money” speculator 
will be numbered 
with the past. The 
shoe business will 
be operated by 
shoe men and not 
by gamblers. Five 
years will wipe out 
all the frenzy of 
chain store specula- 
tion and _ crazy 
financing. 
Automobiles, in- 
stead of decreasing 
the wear of shoes 
will increase it. 
Traffic congestion 
in towns and cities 
will compel more 
walking. The “town 
car” will be a thing 
for delivery of 
freight and pas- 
sengers because it 
will be impossible 
to park a car in 
the congested dis- 


Paris tricts. 















Balance the Stock—Bank 
the Balance 


66 OW to Maintain a Minimum 
Inventory and at the Same 
Time Satisfy the Incessant 
Demand for Different Styles” was 
discussed in illuminating fashion by 
a large number of retail shoe sales- 
men in connection with our Novem- 
ber merchandising prize problem. 
The main thought in all of the an- 
swers submitted was a constant study 
of stock and the demand; also the 
close cooperation of merchant and 
salesman from the moment the goods 
arrive at the store until they are 
perfectly fitted to the feet of the 
customer. The first prize is awarded 
to Harry Freisleben, retail shoe 
salesman at J. S. Hagedorn & Co., 
Opelika, Ala. The second prize is 
awarded to Mary Katherine Mer- 
chant, retail shoe saleswoman at 
Hermans, Pueblo, Colo. 
We are also publishing excerpts 





“Don’t 
style—it ~~ & 


too heavily on 
be hard to get rid of” 


Dedicated 
to the HDUCATION of the MEN 
and WOMEN on the FLOOR., 
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from a few of the many other solu- 
tions submitted on this perplexing 
problem. 


* * * 
Watch Colors and Heels 


OPELIKA, ALA.—Harry Freisleben, 
shoe salesman at J. S. Hagedorn & 
Co., says: Have a definite plan as to 














grades and the retail selling price. 
Draw off a schedule of materials, 
colors, heights of heels and toe types, 
bearing in mind growing girls’, flap- 
pers’, and elderly women’s conserva- 
tive footwear wants. I would then 
make a few rules as to buying—for 
instance, 65 per went or more of the 
total in black; 65 per cent or more in 
15/8 heels, or slightly lower, bearing 
in mind that most of the losses are 
taken on novelty colors and high 
spike heels. Check off on this chart 
styles bought, so as to avoid dupli- 
cations. Keep sizes up on staples; 
reduce prices on odd lots weekly, or 
as quickly as sizes become badly 


(pITED by Helen M. Haney 
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broken. Better take a small loss 
early than a big loss later. With a 
well-balanced stock, I would always 
be in a position to keep novelties 
coming in as necessary. Avoid wild 


buying. 


* # #*# 


Know Your Shoe Values 


PUEBLO, CoLo.—Mary Katherine 
Merchant, retail shoe saleswoman at 
Hermans, says: The first requisite 
in maintaining a minimum inven- 
tory and in satisfying the incessant 
demand for styles is a careful study 
of the trend cf styles and materials 
by reading the Boot AND SHOE RE- 
CORDER. The shoe merchant must 
analyze his business, study his cus- 
tomers’ demands in style and color, 
confine his buying to as few houses 
as possible (thus securing greater 
cooperation in selection from these 
houses). _He must confine his prices 
to not more than four grades. He 
must keep a perpetual stock inven- 
tory, which he should examine week- 
ly or daily. 






Most losses taken on novelties 
and spike heels 
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Spiff Slow Sellers 


To encourage a slow selling num- 
ber, put a “spiff” on it for the sales- 
man; if necessary, cut the price. 
Don’t keep them. Put those shelf- 
warmers in a prominent and easily 
accessible section of your store. 
Don’t kid yourself into thinking they 
will be better a little later, because 
they won’t. When taking inventory, 
mark those shoes at the price you 
would pay for them today if you 
were buying them. This will give 
you the exact value of them at that 
time. 

Many shoes will not move because 
the salesforce is not sold on certain 
styles and colors. Teach your sales- 
people to like your shoes. The buyer 
and salesforce must cooperate. Hold 
meetings and discuss your shoe 
troubles. Is it price or style? Try 
these ideas and profit. 

*& * * 


Six Selling Rules 


MIDDLESBORO, Ky.—Pau! O. Camp- 
bell, with T. H. Campbell & Bros., 
says: Every shoeman should know 
his customers’ new styles tastes. Do 
not duplicate patterns from different 
houses. Do not buy the same -or 
similar patterns in all grades of 
shoes, but concentrate your patterns 
on price range. Buy your shoes so 
that they will arrive in the stock 
when you need them—not two 
months too soon, nor a month too 
late. Would suggest a pattern every 
month or two weeks, according to 
your outlet. Concentrate buying. 
Buy shoes from houses that supply 
your demands in price ranges you 
desire to feature, and stay with 
them. Close out slow selling shoes 
at cut prices, or put a special sales 
effort on them to move them from 
the stock. Advertise. 


* * * 
Fewer Styles—More Pairs 
Waco, Tex.—E. I. Skinner, of 
Goldstein-Migel’s, says: Fewer 
styles and more pairs is the answer. 


Consult visible stock records 
daily 
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This question is suggested by 
one of the leading shoe buyers 
of the country as an advance 
study for salesmen into merchan- 
dizing problems. It was inspired 
by the prize problem in the No- 
vember issue of the Recorder: 
“How Would You Maintain a 
Minimum Inventory and at the 
Same Time Satisfy the Inces- 
sant Demand for Different 
Styles?”—also asked our retail 
shoe salesmen readers by a retail 
merchant member of the Record- 
er’s great “household” of sub- 
scribers. 

Supposing that you were a shoe 
buyer and had experimented a 
bit with a trial order of a few 
pairs of novelties in a certain pat- 
tern—and then had grown bolder 
and had installed a fairly com- 


The December Prize Problem Will 
Bring $15 to Retail Shoe Salespeople 


How Many Times and When Would You Size-up on 
Novelty Patterns? 


plete run of sizes in this high 
style, and had had these sizes all 
“shot to pieces by a big customer 
response, How Many Times and 
When Would You Size Up on 
This Particular Novelty Pattern?” 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 

Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns January 26. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JANUARY 15. 











Budget from Past 


Experience 


DANVILLE, Pa.—Victor J. Marks, 
with Marks Shoe Store, says: Budget 
the business from past experiences 
as to the amount of shoes to buy; 
namely, arch support and corrective 
shoes, sport shoes, fancy flapper 
shoes, and staples. By keeping accu- 
rate records of the amount of differ- 
ent kinds of. shoes sold as to sizes 
and widths in each particular di- 
vision, I would know what sizes and 
styles to buy in each of those di- 
visions. I believe high style shoes 
will make a man just as much money 
as staples, if he knows how to buy 
them. However, don’t neglect the 
staples. The whole success of any 
business depends on the ability of 
the man at the head to obtain the 
right kind of salesmen and other 
help to conduct his business. 

* * * 


Registered “Pedicians” 
for Kiddies 


ROSLINDALE, Mass.—Thomas J. 
Connors writes: I am a constant 
reader of the RECORDER’S enlighten- 
ing pages, and of course interested 
in your Retail Salesman’s Depart- 
ment. I wish to register the im- 
pression that the answers in the 
Nov. 24 issue left with me, on the 
prize problem, “Should Every Re- 
tail Shoe Salesman of Orthopedic 
Shoes Be Licensed as Is the Doc- 


tor?” I feel that there has been a 
grave neglect on the part of each of 
those who sent in answers to the 
question if the shoe salesman should 
be licensed. Not one of the answers 
referred in any way to the proper 
fitting of children’s footwear. I am 
heartily in favor of retail shoe sales- 
men being registered, whether they 
sell orthopedic type footwear or not, 
and for evidence of proof I would not 
go further than the proper fitting of 
children’s feet. How many, many 
times has every one of us retail shoe 
salesmen heard the remark of despair 
from both men and women custom- 
ers who suffer some sort of foot de- 
formity. “My folks never took much 
care in fitting me to shoes when I 
was growing up. If they had, I prob- 
ably would not have this trouble to- 
day.” Are the children of this gener- 
ation going to have reason to make 








None but registered “Pedicians” 
should fit the feet of the kiddies 
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the same complaint when they have 
grown to manhood or womanhood? 
A properly qualified retail shoe sales- 
man is just as much an asset to the 
business world of today as is the 
highest priced efficiency expert. He 
should know how to examine, super- 
ficially, the human foot and to ascer- 
tain whether or not there is present 
a minor trouble which can be easily 
remedied, or whether the trouble is 
serious and should have the attention 
of a foot specialist. It is just as im- 
portant to examine school children’s 
feet as to defects or deformities and 
as to whether or not their footwear 
_is correct, as it is for a doctor to 
examine any other part of their an- 
atomy, and who should be eligible to 
qualify as a foot examiner but a 
registered foot fitter? 


* &* 


Don’t Neglect P. M.’s 


Houston, TEx.—G. W. Haney, 
with Levy Bros. Dry Goods Co.’s 
shoe department, says: Do not wait 
until after the season has started. 
Buy popular styles only in seasonable 
materials and in not too many ways. 
Have each style individual, or not too 
much alike. Don’t buy too heavily, 
but buy often in order that you will 
have new patterns every few weeks. 
If a certain number does not move 
as fast as it should, put a liberal 
P.M. on it. When a number dwin- 
dies down to a dozen pairs and you 
are not going to reorder, put it in 
your P.M. section, no matter how 
popular it might have been. Adver- 
tise and display the novelty and col- 
ored numbers, as they are the ones 
that cause losses. Do not use too 
much display space with staples. 
Month-end sales of short lines will 
also help, but do not discontinue 
P.M.’s during sales. 


+* + 


Know Stock Thoroughly 


LARNED, KAN.—J. R. Oliver, shoe 
salesman at The Lischesky Dry 
Goods Co., says: Eternal vigilance is 
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Consumer Contact 
Important 


Philadelphia, Pa.—A. H. Geut- 
ing, president N. S. R. A., says: 
“Do the manufacturers of this 
country realize—have they ever 
given sufficient thought to the 
tact—that the contact with the 
consumer is the greatest art in 
business? A short time ago, I 
made the statement in Boston 
that if I could personally contact 
all my patrons in Philadelphia I 
would undoubtedly double my 
sales.” 











the price that must be paid for a 
minimum inventory and minimum 
mark-downs these days; more than 
ever before, is it essential that we 
chaps selling shoes know our stocks 
thoroughly. 

When waiting on a customer, a 
salesman cannot always refer to a 
stock sheet or card index in a search 
for his or her requirements; he must 
know his stock. Let us take advan- 
tage of every spare moment we have 
and know that stock “from.A to Izz- 
ard.” That is my way of keeping a 
stock down to a minimum under con- 
ditions as they now exist, and this 
stock is considerably lower than it 
was this time last year with about 
the same volume of sales. 

* * * 


Concentrate on Chosen 
Market 


SPRINGFIELD, OHIO—Sherman L. 
Heath, retail shoe salesman at The 
Boston Dry Goods Co., says: Close 
cooperation of owners, managers and 
retail salesmen will do much toward 
maintaining a minimum inventory 
and satisfying the incessant style 
demand. With this cooperation, it is 
not always necessary to give P.M.’s. 
If inducements for extra selling 
effort are used, pay to the salesman 
selling the most slow sellers (P.M’s.) 
during one month a special commis- 
sion on net sales. Don’t talk price to 
customers—talk service and human 
interest. Label all P.M.’d boxes with 
large red seals, playing on psychology 
factor to customer of “selling out a 
few numbers at a much reduced 
price.” Have bi-weekly “pep” meet- 
ings. Feature a one-day sale three 
or four times a year on broken lots, 
reducing your best known and most 
popular fitting shoes $2 from original 
selling prices. Watch this “hand-to- 
mouth” buying; buy from stock, but 
cut down on style range, so you can 
have a sufficient run of sizes of each 
style. The merchant must determine 
the market to which he wishes to 
devote himself. 
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For Small Stocks 


St. JosEPH, Mo.—L. L. Roberts, 
salesman at the Werner Shoe Co., 
says: Fewer lines of shoes and a 
closér watch of sizes will help. Some 
chain stores with a stock one-third 
as large will do as much business 
within the year as the independently 
conducted stores with the larger 
stock. The chain stores watch their 
stock and work systematically; the 
chain stores buy styles oftener and 
in smaller quantities. This system 
requires hard work, a careful record 
of sizes, a’ check-up on everything, 
including style trend as to colors, 
patterns, heel heights and wants of 
the public. The individual store can 
operate very much like chain store 
units. In-stock departments of re- 
liable manufacturers give a wonder- 
ful delivery service. Avoid buying 
too heavily at beginning of season; 
give the salesforce liberal P.M.’s on 
short lines. Keep full range of sizes 
on “regulars.” 


os 7 


“Leftys” Have Foot 
Trouble 


DAVENPORT, IowA—H. C. Have- 
mann, manager of the Tradehome 
Shoe Stores, Inc., replying to a 
query in last month’s “Retail Shoe 
Salesman” of a Detroit buyer who 
wants to know if there is any psy- 
chology as to “Which Foot Should 
Be Fitted First, and Why?” says: 
The customer who wants the left 
foot fitted first is not always a 
crank. Whenever I get a customer 
who wants the left foot fitted first, I 
figure that she has had a lot of foot 
trouble. I then try to gain the cus- 
tomer’s confidence by examining her 
foot and starting in to ask questions 
as to this foot trouble, which she 
usually answers freely, I find that 
I thus sell eight out of ten and, more- 
over, make “repeat” customers. 








“Contact with the customer is 
the greatest art in business” 
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WHO'S WHO AND WHERE TO BUY 
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Marlboro Shoe Co., Marlboro, Mass. 
Morton Last Co., Cincinnati, Ohio. 
Menig & Bastable, Brooklyn, N. Y. 


Novelty Shoe Co., Chicago, III. 
National Shoe Co., Boston 
Neenah Shoe Co., Neenah, Wis. 


Max Oberdorfer, Chicago, IIl. 
Ohio Shoe Co., Columbus, Ohio 


Ozark Shoe Manufacturers, Webb City, 


Mo. 


Pilot Shoe Co., Baltimore, Md. 

Pride Shoe Co., St. Louis, Mo. 

Pontiac Shoe Mfg. Co., Pontiac, III. 

E. B. Piekenbrock & Sons Co., Dubuque, 
Iowa 

John Pilling Shoe Co., Lowell, Mass. 

Pilgrim Shoe Co., Boston, Mass. 

— Slipper Co., Inc., Union City, 


Paris Shoe Co., Haverhill, Mass. 

‘ Paristyle Footwear Manufacturing Co., 
Inc., New York City. 

Portage Shoe Manufacturing Co., 
age, Wis. 

Publix. Shoe Corp., Stoneham, Mass. 


Port- 


Riley Shoe Manufacturing Co., Cclum- 
bus, Ohio 

Roberts Shoe Co., Boston, Mass. 

Reliance Shoe Co., Beverly, Mass. 

Reynolds Co., Providence, R. I. 


Exhibitors at the La Salle 
Hotel 


Bell Brothers Co., Boston, Mass. 
Shoe Mfg. Co., Salem, Mass. 
Chippewa Shoe Mfg. Co., Chippewa 
Falls, Wis. 
Cushman-Hollis Co., 
Daly Bros. Shoe Co., 
Dingley-Foss Shoe Co., 
W. A. Emerson’s — Sons, 
N. H. 
Endicott-Johnson Corp., Endicott, N. Y. 
Graham Bros. Shoe Co., Parkersburg, 
W. Va. 
Gotham Shoe Mfg. Co., 
N. Y 


Kimel Shoe Co., Haverhill, Mass. 
Rowan & Moore Shoe Co., Skowhegan. 
Me. 


Boston, Mass. 
Keene, N. H. 
Auburn, Maine 
Hampstead, 


Binghamton, 








[CONTINUED FROM PAGE 107] 


Rosenthal, Henry B., Lynn, Mass. 

Ricker, E. F., Boston, Mass. 

Rogers Brcs. Shoe Co., Boston, Mass. 

Reisman, Glass and Fitzgerald, Boston, 
Mass. 

S. Rosenberg and Sons, Inc., 
Mass. 

Rubin Bros. 
City 

Rosenwasser Shoe Corp., Long Island 
Cay, &. ¥. 

R. R. Ratcliffe, E & B Shoe Co., Roch- 
ester, N. Y. 

Rebot Shoe Co., Roxbury, Mass. 

Robertscn Shoe Co., Minneapolis, Minn. 

Roth Shoe Manufacturing Co., Cincin- 
nati, Ohio. 

E. C. Rust, Boston, Mass. 

Rowen & Moore Shoe Co., 
Me. 


Boston, 


Foot-Wear, Long Island 


Skowhegan, 


Slipper City Shoe Co., Inc., Haverhill, 
ass. 

Shu-Stiles, Inc., St. Louis, Mo. 

Special Shoe Co., St. Louis, Mo. 

Stern-Auer Co., Cincinnati, Ohio 

R. Stern Co., New York City 

Sargent, Donn D Co., Salem, Mass. 

Sachs-Bruson-Vigcrith, Corp., Cincin- 
nati, Ohio 

Shapiro-Wagman Shoe Co., 
Mass. 

Harry Saifer, 
Mass. 

Sahsco Shoe Manufacturing Co., Inc., 
Brooklyn, N. Y. 

Saks Shce Co., Brooklyn, N. Y. 


Boston, 


Roxbury and Marlboro, 





M. T. Shaw, Inc., Ccldwater, Mich. 
Stephens-Embry Co., Allentown, Pa. 
Vaughan Bros., Salem, Mass. 


Exhibitors at Congress Hotel 


B. F. Gocdrich Rubber Co., Akron, 
Ohio 

Goodyear Tire & Rubber Co., 
Ohio 

Leo’s Shoes, Brooklyn, N. Y. 

Shirley Shoe Co., New York City 

Sigman & Cohen, Inc., Brooklyn, N. Y. 


Akron, 


Exhibitors at Hotel Blackstone 


M. N. Arnold Shoe Co., North Abing- 
ton, Mass. 


Artistic Shoe Co., Brooklyn, N. Y. 








Shoe Buyer, Boston, Mass. 

M. Sawyer, Van Pelt Last Co. 

Shu-Stiles, Inc., St. Louis, Mo. 

F. M. Smith Shoe Co., Milwaukee, Wis. 

=, Dae Shoe Manufacturers, St. Louis, 

a Red Wing, 
Minn. 

P. Sullivan Shoe Co., 


Tober-Saifer Shoe Co., St. Louis, Mo. 
United-Novelty Shoe Co., Lowell, Mass. 
United Slipper Co., Brooklyn, N. Y. 
United Last Co., Boston, Mass. 


Stickles Shoe Co., 


Cincinnati, Ohio. 


Valley Shoe Corp., St. Louis, Mo. 


W _ “eneman Sweet Co., Worcester, 


Wolpe Adler Shoe Co., Boston, Mass. 
L. Ware, Oak Park, III. 

Ww rashington Shoe Co., Lynn, Mass. 

Washington Shoe Co., St. Louis, Mo. 

Walden and Perry Manufacturers, 
Lynn, Mass. 

Wohl Shoe Co., St. Louis, Mo. 

Wiechman Pattern Co., Cincinnati, Ohio 

Wobst Shoe Co., Milwaukee, Wis. 

Waban Shoe Co., Roxbury, Mass. 

Withers, W. A., Shoe Co., Elizabeth- 
town, Pa. 

Wright-Corevitz-McNamara Co., Haver- 
hill, Mass. 

Sam Wex, Chicago, III. 

Wevenberg Shoe Manufacturing Co., 
Milwaukee, Wis. 

Wolff-Tober Shoe Manufacturing Co, 
St. Louis, Mo. 


Paul C. Wolfer Co., Everett, Mass. 


Elco — Manufacturers, Inc., Brook- 


lyn, N. 
Thayer- mu Co., Boston, Mass. 
Tolman Printed Advertising and Labels, 
Boston, Mass. 
U. S. Shoe Co., Cincinnati, Ohio 
Weissman Shoe Co., Brooklyn, N. Y. 
Wetherbold-Metzger, Allentown, Pa. 


Exhibitors at Hotel Sherman 
American Last Association, Chicago, III. 
Kurz & Lapidus, Brooklyn, N. Y. 

Exhibiting at Great Northern 

Hotel 


Laird, Schcber & Co., Philadelphia, Pa. 
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Gordon McNeil, chairman of the Shoe 
Styles Conference, calls for light blend- 
ing colors and the avoidance of sharp 
contrasts, while Sam Bailey of Sewell 
Bros., Miami, Fla., says “beiges, blue, 
red, and green, will be good this season” 





darker shades. - Some black kid will be in our purchases 
for Spring.” 

Frank Werner of San Francisco, Cal., wires: “The 
trend is for more pattern shoes. In materials, reptiles, 
kidskins and fabrics in shades of beige, blue, grey and 
corn. In my opinion, buyers must select materials in 
accordance with the grades of shoes which they are 
selling.” 

Ned G. Hess of the Hess Shoe Co., Baltimore, Md., 
wires: “For early Spring darker tones and many rep- 
tiles will undoubtedly be good. The season is coming 
when uhique combinations and ‘ideas will bring good 
results.” 

Sam Bailey of Sewell Bros., Miami, Fla., wires: “In 
this part of the country we desire something different. 
We were the first to sell silk prints, and sold 3000 pairs 
before they were nationally demanded. Beiges, blue, 
red and green will be good this season. Whites are 
always good. Simplified and dignified patterns have 
the demand and we originate some of our best selling 
patterns.” 

G. P. Golden of Jacksonville, Fla., wires: “Light 
shades of colored kid, also colored fabrics seem best 
for early selling.” 

E. B. Stern of Stern & Levy, Tulsa, Okla., wires: “I 
am buying colored kid, genuine reptiles, black leathers 
and a few patents, followed by silk materials and braided, 
fancy leathers. This section of the country will sell 
light shades early.” 


OBINSON SHOE CO., Kansas City, Mo., wires: 
“The Spring trend seems to be a repetition of last 
Spring.” 

W. J. Gibbs, shoe division chief of Marshall Field & 
Company, Chicago, IIl., writes: “It is my opinion that 
colors will be strong. The darker colors for early 
Spring and lighter colors for later.” 

A. J. Ruby of Alfred J. Ruby, Inc., of. Chicago and 
Detroit, writes: “In my opinion, the trend of style for 
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That just goes to show that there is no 
one style voice for America. In this 
broad expanse of territory there are to 
be found several fashion nations. Other 
opinions show equally wide variance 








Spring is first, color, which I think -will run along 
neutral lines, leaning strongly toward the sunburn colors. 
I doubt very much whether black or patent leather will 
have any standing. I think 80 per cent of our business 
will be done on colored kids—at least let us hope I am 
right.” 

R. D. Hofheimer of Hofheimer’s, Inc., Norfolk, Va., 
wires: “The Springtime usually encourages optimism 
toward lighter shoes. This should be watched, although 
a fair percentage will be sold. Novelty fabrics look 
good.” 

Buckley Shoe Co., Inc., Houston, Tex., wires: “The 
Spring and Summer season will be one of light colors. 
Colorful shoes and sport effects will be good in women’s 
men’s and children’s footwear throughout the South 
and Southwest, and no doubt throughout the United 
States. The South leads the way to a more styleful 
and profitable year.” 

J. C. Fedler of the Boston Shoe Co., Louisville, Ky., 
wires: “The trend of Spring style is strongly toward 
newer and lighter colored kids and light colored lizards.” 

G. W. Snyder of Crowley, Milner & Co., Detroit, 
Mich., wires: “The Spring style trend is first, colored 
kids ; second, patents; third, black kid; fourth, reptiles ; 
fifth, black satin.” 

R. B. Nay of the Nay Shoe Co., Wheeling, W. Va., 
wires: “In women’s styles for Spring no decided change 
in lasts or heights and styles of heels. The beige family 
of leathers is very strong. Some high colors expected 
with reptilian leather trims.” 


AROLD VOLK of Volk Bros., Dallas, Tex., wires: 

“It looks as though light colors in kid would be out- 
standing here in the South, with some play on fabrics, 
and a rather large quantity of woven leather shoes, such 
as imported sandals. Reptiles are good now, and prob- 
ably will continue for a while. I think patents and satins 
have an important place, though comparatively less than 
last year. Look for some limited play on pastel colors.” 
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Harold Volk of Volk Bros., Dallas, Tez., 
looks for some play on fabrics and a 
rather large quantity of woven leather 
shoes. Take a seven-league jump to 
Spokane, Wash., and S. A. Schulein will 
tell you that colored kids will dominate 

for spring 





Marcus Rice of Famous & Barr, St. Louis, wires ; “The 

Spring style trend in black shoes runs principally to 
mat kid, and a return to popularity of patent leather. 
Sunburn kid shades will be in moderate demand. I 
also expect a touch of high colors, Java lizard, water 
snake, baby python. It is rather early to prophesy accu- 
rately southern resort business, but the trend is more 
styleful.” 

Moses Smith of the Globe Shoe Co., Savannah, Ga., 
wires: “The coming season is one of pretty straps and 
step-ins. Selling 40 per cent sunburn shades, 60 per 
cent water lily or very light shades for January, Feb- 
ryary and March.” 

Charles E. DeHart of the Royer & DeHart Shoe Co., 
Laramie, Wyo., wires: “The smaller retailer will find 
three light shades ample for Spring, the selection de- 
pending upon locality. Black kid and patent now ap- 
pear good in pumps and lighter strap patterns, with 
buckle fastenings. Lighter curved heels will displace 
in a large measure the box heel. High heels for dress 
wear wiil continue. Sandals will again be good.” 

Charles Scruggs of Wright, Scruggs Shoe Co., 
Spartanburg, S. C., wires: “For Spring expect no 
radical changes. The indication is of a good demand 
for light colors for women. No marked change in 
men’s styles.” 

W. E. Shine of the Guarantee Shoe Co., Birmingham, 
Ala., wires: “Light colored kids will show up strong in 
the early selling season, followed by variegated colored 
fabrics. Whites only good in staples. Imitation sandal 
effects will have a fair run, with imported sandals in 
cheaper lines, showing increased sale over last season. 
Patents and satins still hold their own. Corrective shoes 
stronger than ever. Round toe lasts still popular in 
South. Pumps, straps and ties in order named. Box 
heels in majority, with declining demand for higher 
heels. Nifty sport effects will be the cause of many 
extra pairs.” — 

Harold Underhill of Scruggs, Vandervoort, Barney 
Dry Goods Co., St. Louis, Mo., wires: “Spring style 
trend looks like medium shade of beige colors, reptiles 
and some mat kids for February. Junior Hilo heels 
very good in this locality.” 

C. E. Petot of the Petot Shoe Co., Cleveland, Ohio, 
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Once gray was an inevitable springtime 
favorite, and the only note of its major 
use is from E. H. Pollock of Asheville, 
N. C., who indicates that gray and gray 
combinations look good for spring, and 
staple for the entire season 





wires: “Colored kids look good for Spring, with black 
kid gaining in popularity. Also look for large sport 
shoe season.” 

E. H. Krom, president of the G. R. Kinney Co., Inc., 
New York City, wires: “Expect new Spring styles to be 
stronger on colored kids in the darker shades, also tan 
kids, medium dark shades. Patent leather will continue 
good. This opinion covers February and March selling.” 


AUL O. KUEHN of South Bend, Ind., wires: “Kid 

leathers are popular both in black and the correct tan 
family. Style is leaning toward ornamented buckle 
straps and pump styles. Expect mostly 14/8 Cuban heels. 
Seasonable weather promises big colored season.” 

S. A. Schulein of Spokane, Wash., wires: ‘Colored 
kids will dominate for Spring. After March sandals 
will go big. Patent and mat kids are good.” 

Ed. L. Williams of the Boston Store, Phoenix, Ariz., 
wires : “Spring styles indicate colors and combination of 
colors, also woven sandals. Cuban heels predominating. 
Sports footwear will be our best in this part of the 
country.” 

Two observations on men’s shoes are significant : 

Henry Halle & Brother of Memphis, Tenn., wires: 
“In men’s shoes the question of lasts is very important 
The medium and custom lasts will sell $10 and up. The 
broad and medium lasts at $8 and down.” 

Ralph Levy of Pokorny’s, New Orleans, La., wires: 
“This Spring black oxfords will lead, with tans not a 
good second, especially in popular priced footwear. 
Wide toes slowing down considerably. Most of the 
selling being done is on medium square to narrow 
French.” 

A. J. Pauley of Stix, Baer & Fuller Co., St. Louis, 
Mo., wires: “Early indications for our February and 
March selling will be sunburn beige first, Almora second, 
commander blue third. These are the new Spring 
colors which, we believe, will represent approximately 
60 per cent of the sales in the early season. 

“There is a strong tendency for patent leather which, 
we believe, will be about 40 per cent. We believe that 
in the reptile line a slight edge of preference to water 
snake. In patterns we believe that straps will predomi- 
nate, step-ins second, and ties third.” 
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Seventh Annual Boston Shoe Show— J an 2-4 


THIRTY-ONE THOUSAND BUYERS INVITED; FASHION’S FOOTWEAR 
FANCIES A FEATURE 


HIRTY-ONE thousand buyers, by actual count, 

have received a personal invitation by General 

Manager, J. G. Brown, to attend the Seventh 
Annual Boston Shoe Style Show, to be staged in the 
Hotel Statler, Jan. 2-4. Shoe buyer room reservations 
have been coming in fast to shoe show headquarters at 
210 Lincoln Street, for many weeks past. The big 
buyers Of large department stores, retail and chain or- 
ganizations have signified their intentions of coming in 
increased numbers—all of the old attendants—and many 
new ones created by the numerous mergers, reorgani- 
zations, and new chain distributing outfits formed in 
the past year. 

To accommodate the increased number of men’s and 
boys’ shoe exhibitors and buyers, the entire fourth floor 
has been set aside for the segregated showing of these 
lines. This is a feature which is being tried for the 
first tirne this year and much favorable comment is 
being heard on all sides as a result. 

The committee expects a big registration on the open- 
ing day, on account of the fact that many buyers wish 
to get part of their orders started through their plants 
as near to the opening of the year as possible. In order 


that exhibitors may be prepared for the reception of 
such buyers, however, the show will not officially start 
until 2 p. m., Jan. 2, remaining open until 10 p. m. 
The tentative program for the other days calls for 
the opening of the doors at 10 a. m. 


NE hundred attractive models will star in “‘Fashion’s 
Footwear Fancies for 1929,” the runway feature of 
the show, under the direction of Phil Melhado, who has 
had much experience in putting on events of this kind. 
The runway feature has been so constructed and lighted 
as to give buyers the most favorable opportunity to view 
costumes and footwear on living models. Morey Pearl’s 
Orchestra will furnish the music. 
Billy Doyle of the Doyle Shoe Co., Brockton, Mass., 
will head the Hospitality Committee. 


Partial List of Exhibitors 


A S095; S. L. TANNING CO., 145 South St., Boston, Mass.; 
American Shoemaking, Boston, Mass.; American Leather 
Finish, Boston, Mass.; Ashuelot Shoe Co., Keene, N. H.; Ansin 
Shoe Co., Athol, Mass.; Artisan Shoe Corp., Rochester, N. Y.; 
Alden Walker & Wilde, Inc., East Weymouth, Mass.; Adams, 
F. E., Shoe Co., Newburyport, Mass.; Avon Shoe Co., Chelsea, 
Mass.; Apt, E. R., Shoe Co., Boston, Mass.; Auburn Rubber 
Corp., Auburn, Ind.; Ault-Shackford Shoe Co., Auburn, Me. 
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EARFOOT SOLE & SEIBERLING RUBBER CO., Bos- 

ton, Mass.; Bleecker Shoe Co., New York, N. Y. . Brezner, 
N., & Co., Boston, Mass.; Balloon Rubber Heel Corp., Brockton, 
Mass. ; ~ Bridgewater Workers’ Co-o. Assoc., Bridegwater, Mass. ; 
Brockton Shoe Mfg. Co., Holbrook, Mass. ; Brophy Bros. Shoe 
Co., Lynn, Mass. ; Barr & Bloomfield Shoe Co., Haverhill, Mass. ; 
Bottomley, E,, Co., Boston, Mass.; Berry, A. H., Shoe Co., Port- 
land, Me.; Becker Bros. Shoe Co., Raymond, N. i, Brockton 
Last Co., Brockton, Mass.; Best "Ever Slipper Co., ’ Brooklyn, 
ms ee Briscoe Corp., Farmington, N. H.; Blum Shoe Még. 
Co., Dansville, N. Y.; Beckwith Mfg. Co., Boston, Mass.; Bloom 
Bros. Co., Minneapolis, Minn. ; Brueder Gruenhut, " Holice, 
Czechoslovakia. 


CAMBRIDGE RUBBER CO., Cambridge, Mass.; Corbin- 
Holmes Shoe Co., Hudson, Mass. ; ; Curtis Shoe Co., Marl- 
boro, Mass.; Corbin, 'B. ; & Son Co., Boston, Mass. : Com- 
fort Sandal Mfg. Co., Long Island City, Bm. %.3 
Co., Keene, N. H.; Century Shoe Co., Lynn, Mass.; Chapman- 
Cox, Inc., No. Easton, Mass.; Conrad Shoe Co., Brockton, 
Mass.; Crossett, Lewis A., Co., No. Abington, Mass.; Crafts, 
G. P., Co., Manchester, N. H.; Connell, J. M., Shoe Co., So. 
Braintree, Mass.; Corcoran, Jos., Shoe Co., Brockton, Mass. ; 
Chaves Shoe Co., Lynn, Mass.; Central Shoe Co., Roxbury, 
Mass.; Clinton Shoe Co., Haverhill, Mass.; Clayman Shoe Co., 
Boston, Mass. ; Corcoran-Gleason Shoe Co., Brockton, Mass., 
Crispin Shoe Co., Haverhill, Mass. ; Conaway-Winter-Ochs, Inc., 
Boston, Mass.; Cleyborn Shoe Co., Millersburg, Pa.; Cahill 
Carton Co., Harrisburg, Pa. 


EAUVILLE IMPORT CO., New York, N. Y.; Dunn & 

McCarthy, Auburn, N. Y.; Dalrymple Dudley, Haverhill, 
Mass.; Diamond Kid Co., Boston, Mass.; Doyle Shoe Co., Brock- 
ton, Mass.; Dunbar Pattern, Brockton, Mass.; Daniels & Taylor, 
Boston, Mass. ; Douglas, W. L., Shoe Co., Brockton, Mass. ; 
Devine & Yungel Shoe Mfg. Co., Harrisburg, Pa. ; Dryzer & 
Rosenberg, New York, N. Y.; Dorothy South-Leg Gluv Corp., 
New York, N. Y. 


SSEX RUBBER CO., Trenton, N. J.; Eaton, Chas, A., Co., 
Brockton, Mass.; Emerson Shoe Co., Rockland, Mass.; 
Elam, F. S., Shoe Co., Rochester, N. Y.; Emerson, The, Co., 
Derry, N. H.; Empire Shoe Co., Everett, Mass.; Essex Tanning 
Co., Peabody, Mass.; El Reporter Latino-Americano, Boston, 


Mass. 


FriELD BROS. SHOE CO., E. Bridgewater, Mass.; Farm- 
ington Shoe Co., Boston, Mass.; Felstiner Shoe Co., Marl- 
boro, Mass.; Fair Sex Shoe Co., Lynn, Mass.; Fisher Shoe Co., 
Chelsea, Mass. ; ; Feine Trimming Co., Boston, Mass.; Freeman 
McKay Shoe Co., Framingham, Mass. ; Footwear, The, Guild, 


Boston, Mass. 


RATON & KNIGHT, Worcester, Mass.; Golo Slipper Co., 

New York, N. Y.; Goodger, W. C., Inc., Rochester, N. Y.; 
Gilbert Shoe Co., Thiensville, Wis.; Gregory & Reed Co., Lynn, 
Mass.; Gorman & Howe, Boston, Mass.; Gilbert Shoe Co., 
Haverhill, Mass.; Genstil Manning Co., Manchester, N. H.; 
Gerberich-Payne Shoe Co., Mt. Joy, Pa.; Goodrich, B. F., 
Rubber Co., Akron, Ohio. 


AMEL, L. H., LEATHER CO., Haverhill, Mass.; Haver- 

. hill Shoe Novelty Co., Haverhill, Mass.; Hyde, A. R., 
& Sons Co., Boston, Mass.; Herrick, Geo. W., Shoe Co., Salem, 
Mass.; Hebert Shoe Co., Stoneham, Mass.; Hoyt, F. M. Shoe 
Co., Manchester, N. H.; Husk, Harry M., Co., Newburyport, 
Mass.; Hope Shoe Co., Boston, Mass.; Harvard Shoe Co., Bos- 
ton, Mass.; Holmes Terhune Co., Boston, Mass.; Hartman Shoe 
Co., Haverhill, Mass.; Hirschberg Stein Shoe Co., Haverhill, 


Mass. 
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Crescent Shoe , 


135 


International 


NTERSTATE SHOE ., pete, N. HL; 
Footwear Co., New York, N. Y. 


H., & 


ONAS, J. A.. SHOE CO., Haverhill, Mass.; Jacob, 
Hallo- 


Sons, Brooklyn, N. Y.; Jarnes-Hamburger Shoe Co., 
well, Me.; Jackson Shoe Mig. Co., New York, N. Y. 


EYSTONE SOLE & SHANK, Lynn, Mass.; Kenmore 
Shoe Co., Chelsea, Mass.; Knipe Bros., Haverhill, Mass. ; 
Kleven Shoe Co., Spencer, Mass.; Kreider, The, A. S., Co., 
Annville, Pa.; K. & S. Shoe Co., Lynn, Mass.; Kashishian, 
Harry, Shoe Co., Lynn, Mass.; Kaufherr, Morris B., New 
York, N. Y. 
YONS & HERSHENSON, Chelsea, Mass.; Liberty Shoe 
Co., Lynn, Mass.; Lennox Shoe Co., Lynn, Mass.; La Salle 
Shoe Corp., Malden, Mass.; Lynn Ideal Shoe Co., So. Boston, 
Mass.; Lexington Shoe Co., Haverhill, Mass.; Lynn Modern 
Shoe Co., Lynn, Mass.; Lateiner Footwear Co., New York, 
N. Y.; Leviseur Haroth & Co., Boston, Mass. 


EYER, FRANK C., & CO., Brooklyn, N. Y.; Minor, 

P. W., & Son, Batavia, N. Y.; Marilyn Shoe Co., Lynn, 
Mass.; Menihan, The, Co., Rochester, N. Y.; Monarch Shoe Co., 
Chicago, Ill.; Miller, Hess Co., Akron, Pa.; Mitchell, Welch 
Shoe Co., Lynn, Mass.; Model & Modern Shoe Co., Lowell, 
Mass.; Marshall, Meadows & Stewart, Auburn, N. Y.; Melvin 
Shoe Co., Haverhill, Mass.; Milchen Shoe Co., Haverhill, Mass. ; 
Marks Chandler Co., West Epping, N. H.; Marmon & Clark, 
Lynn, Mass.; Mayflowers Shoe Co., Lynn, Mass.; Musliner 
Silas Co., New York, N. Y.; Mascott Shoe Co,. Lynn, Mass. ; 
Muskin Shoe Co., Baltimore, Md.; Mills, The Shoe Mfg. Co., 
Baltimore, Md. 


ORWAY SHOE CO., Norway, Me.; 
York, N. Y. 


LD COLONY SHOE CO., Brockton, 
Myer T., Shoe Co., Haverhill, Mass. 


ANCO RUBBER CO. Chelsea, Mass. ; 
Stoneham, Mass.; Pacific Shoe Co., Lynn, Mass.; 
Shoe Co., Pawtucket, R. I. 


Nassau, Paul, New 


Mass. ; 


Ornsteen, 


Publix Shoe Corp., 
Prime 


(juan & McARDLE PATTERN CO., Boston, Mass. 


RGAE BRENNAN, Randolph, Mass.; Reynolds, The, 
Providence, R. L.; Reliance Shoe Co., Beverly, Mass. ; 


Roberts Shoe Co., Boston, Mass. ; Boston, Mass. 


NYDER, H. S., & M. W., Boston, Mass.; Standard Kid Co., 

Boston, * he Sullivan, The P., Shoe Co., Cincinnati, Ohio; 
Stern-Auer Co., Cincinnati, Ohio; Sweet, Alfred J., Auburn, 
Me.; Scholnick Shoe Co., Boston, Mass.; Slipper City Shoe 
Co., ’ Boston, Mass.; Shoe "Form Co., Auburn, N. Y.; Sargent, 
Donn Dd, Shoe Co., Salem, Mass.; "Souvenir Shoe Co., Lynn, 
Mass. ; Seneca Shoe Co., Rochester, N. Y.; Shoe & Leather Re- 
porter Co., Boston, Mass. ; Shoe Show Daily, Roston, Mass. ; 
Shoe Style Digest, Boston, Mass. 


OLMAN PRINT, INC., Brockton, Mass.; 
Boston, Mass. 


NITED NOVELTY SHOE CO., Lowell, Mass.; Unity 
Shoe Mfg. Co., Lynn, Mass.; United Shoe Pattern Co., 


Lynn, Mass. 


RIGHT, E. T., CO., Rockland, Mass.; Watson, C. V., 

Co., Lowell, Mass.; Waban Shoe Co., Roxbury, Mass.; 
Wright, Gorevitz & McNamara, Haverhill, Mass.; Wolf, Sam 
B., & Sons, Cincinnati, Ohio. 


Rosengard, Jos., 


Taylor, E. E., Co., 
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In-Stock—-B to D 


$3.40 


Style 638 — 


Choice Black Kip. 
Stroller last. Single 
Sole. Sox-Saver Heel 
Lining. 


During the National Show, Jan. 7 to 10, our new 
Spring Line will be exhibited at the Morrison 
Hotel, Rooms 1131 and 1132. 


MORRI IS BROS.SHOE CO, 





CHICAGO—189 W. Madison St., Room 1107 SAN FRANCISCO—Pacific Bldg., Room 623 
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Keen Values ote 


Young Mens Trade 











Stop in and talk over 
our plan of building 
your men’s dress welts 
to your specifications, 
with Mr. Adams or Mr. 
Dodge when you are in 
Serle 521— Back Chicago attending the 


Calf Blucher Oxford. 


Chicago Office: 716 Republic Bidg. convention. 


HUNTINGTON SHOE AND LEATHER CO. 


HUNTINGTON, INDIANA 
___... MANUFACTURERS 
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WHO SAID SHOES? 


PE PPY -S. TYLES 


YOUNG MEN 
On Display 


JAN. 7-8-9-10 


N.S. R. A.—Chicago, IIL. 


MORRISON HOTEL 
Rooms 1631-1632 
H. V. Adams — In Attendance — C. F. Dodge 


HUNTINGTON SHOE AND LEATHER CO. 
HUNTINGTON, INDIANA 
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Chock full 
of Style and Priced 
to Appeal! 


Style 
Style 
952 910-911 


i Men’s Medium Tan Bal Oxford. Full- 
Se, Senet, Reaches Ser Grain Willow Calf. Color 026. Blind 
- Chi f eg Fi om? ont Be i eyelets. Downtown (French) Last. 
ou HI or pen Heel First quality Bend outsole. Widths 
ourease. — ener ease. C & D in stock. Sizes 6 to 11. 
Widths C & D in stock. Sizes 


6 to 11. The pair $ 
STYLE 911—Same in black, 
Full-Grain Willow Calf. 
Extra Bright Finish. Blind 
eyelets. C & D widths in 
stock. Sizes 6 to 11. 








Men’s Black Blucher Ox- 
ford. Full-Grain Willow 
Calf. Dundee Last. First 
Quality Bend Outsole. Flanged 
Leather Heel. Widths C & D in 
stock. Sizes 6 to 11. 


The Torson Shoe will be on display during the National Shoe Retailers 
Association Convention, Chicago, Room 2024, Hotel Morrison 


A. L. SENDALL 


PITTSBURGH REPRESENTATIVE PACIFIC COAST REPRESENTATIVE 
327 GROSSE BLDG., LOS ANGELES. 


HEROLD-BERTSCH SHOE CO. 
GRAND RAPIDS, MICHIGAN 


Le 
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DISPLAY 








FOR YOUR 


APPROVAL 














ARCH RELIEF 


AND 


STYLE SHOES 








MORRISON HOTEL 
ROOMS 933-934-933 


DURING 
Re iP ih. A. 


RILEY SHOE MFE. CO. 
COLUMBUS OHIO 





LINE THAT BRINGS HER, BACKo 





oo 


> 
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sss RELIANCE SHOE COMPANY Ke 


BEVERLY, MASS. 


TING-A-LING 


Reliance is now operating a new factory making LITTLEWAY 
PROCESS SHOES, also maintaining full McKay production. 


Milady desires a lighter, more flexible, and tackless shoe. 


We have anticipated this desire—offering you the Reliance Little- 
ways, a new super-smart $6 to $7.50 line. 





See them at the Style Show in Boston at the 
Hotel Statler, Rooms 606-608, and in Chicago 
at the Hotel Morrison, Rooms Nos. 2020 and 
2021. 

In attendance 
J. H. Maybury Arnold Reynolds 
Tom Eagen Moe Barron 
J. J. Lippite 





LITTLEWAY W SHOES ~~ 2 
ef ca » 
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dhe FREEMAN SHOE 


,- — 











THE FREEMAN SHOE 
en display at the “Morrison” Room 1805, 
during N.S.R.A. Convention. 


oTrLE ¢ i A BLACK 
Velo Crow, yoy First Selec- 
tion Outsoles. 
Leather Heels with Special Metal 
Plate. 


IN STOCK—Widths A, B, ©, D. 























FREEMAN SHOE M 


= Beloit, Wis, = 
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(1 Go 


In the Interest of store efficiency 


see the display of 


CAHILL CARTONS 
N.S. R. A. Convention Week 


January 7, 8, 9, 10 
HOTEL MORRISON, CHICAGO 
Rooms 1533 and 1534 


“The Carton that Opens in the Front” saves clerical time in removing and 
replacing shoes, does not litter the store with broken lids and crumpled 
tissue paper, deserves your serious consideration as a retail merchant. 
By meeting present day standards of merchandising efficiency, Cahill 


Cartons belong in every modern store. 


We are prepared to demonstrate the many exclusive features which these 
cartons have, and show you that they add distinction and neatness to the 
shelves while making it possible for your staff to record more sales per hour 
from fewer waste motions. 


.C. N. Cahill 
R. J. Cupler 
Walter B. Yost 
E. C. Kline 


will be there to give you the benefit of their contact with the problem of 
cartoning. 


Salesman or samples on request 


CAHILL CARTON COMPANY 


HARRISBURG, PA. 


(a a 
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SELLERS 


LITTLE 
WAY 


Normand P. Liberty, Pres. ww ; 
_ Your responsibility for correct selection 

Charlie Harding, Vice-Pres. of style increases directly with your busi- 
will be at the 

Boston Office 

183 Essex St. 

Room 304 Concentration on a leading line of Little- 

during the Boston Style Show 


ness. 


way Process Shoes—such as Butterfly 


AT CHICAGO IN Footwear—will enable you to devote 


THE BUNGALOW more time to selling than to buying, with 


HOTEL MORRISON - ROOF a corresponding increase of profit. 


LIBERTY SHOE COMPANY 


GEO. B. LEAVITT Co. 


NORMAND P. LIBERTY, Pres. FREDERICK P. LIBERTY, Treas. 


FARMINGTON, N. H. 
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THE INSURANCE 
DEPARTMENT 


of the 


National Shoe 
Retailers Association 
will have insurance experts present 
at the National Convention in Chi- 
cago to audit your insurance policies 
and advise on any of your insur- 
ance problems. Bring your policies 
with you and take this opportunity 
to check your insurance coverages 
without any obligation on your 

part. 

Shoemen, who placed their in- 
surance through the association’s 
Insurance Department, realized 
savings of 33-1/3% on fire insur- 
ance last year and an average of 
25% on other coverages. 


Along with these large savings ; 


they received specialized advisory 
service and prompt loss adjustments 
from a sound insurance company 
which is owned exclusively by those 
it serves. 


NATIONAL RETAILERS MUTUAL 
INSURANCE COMPANY 


James S. Kemper, Manager 
Mutual. Insurance Building Chicago, U. S. A. 
Cash Assets $707,576.08 
Net Cash Surplus $251,512.74 
Paid for losses and in dividends to policyholders 


Come to Room 
1019 -— Mor- 
rison Hotel — 
and learn all 
about this line 
of newer, finer 
shoe polishes 
and creams. 
Ask our repre- 
sentative for a 


sample bottle. 


LA FRANCE SHOE POLISH CO. 
Highland, Iilinois 














You’re invited to 
inspect the famous 


Cixi) 


The 100% Goodyear Welt 
Children’s Shoes 
with metatarsal features 
AT BOSTON 
Jan. 2, 3, 4 


HOTEL STATLER 
Booth 159, Room 531 


AT CHICAGO 


January 7-8-9-10 


MORRISON HOTEL 


Rooms 1622 and 1623 








December 29, 1928 
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The New Morrison, ee eee ee Be wats treet ont 
tallest hotel, 46 stories high, with 3400 rooms. 





A Cordial Welcome 


from the 


MORRISON HOTEL 


Madison and Clark Streets, Chicago 
to All Attending the 1929 N. S. R. A. Convention and Footwear Exposition 


E have always felt it a privilege 

to entertain members of the shoe 

trade, with whom our relations 
have always been of the pleasantest 
nature. We have had the pleasure of 
welcoming many hundreds of them here 
during the past year. 


1944 Outside Rooms 
Each with Bath, $2.50 Up. 


We have heard many favorable comments 
from them on the completeness of our 
equipment and service. Every room is 
outside, with private bath, circulating ice- 
water, bed-head reading lamp and Servi- 
dor. Every floor has its own housekeeper, 
and all guests have garage privileges. 


Chicago’s Most 
Central Hotel 


At this location the subleases pay all the 
ground-rent, and the saving is passed on 
to the guests, so that rooms are rented 
here at little more than half the figure 
they would cost in any other leading 
hotel in the city. 


* The Terrace Garden 
Cameo Room 
and Boston Oyster House 


The fame of this historic location is 

largely due to the individual character 

of the Boston Oyster House, a Chicago 

landmark for over half a century. The 

Terrace Garden, also has won national 

celebrity with its delicious menus, viva- 
cious dance music, and brilliant enter- 
tainments. The Cameo Room, seating 
2000, offers ideal conditions for trade 
meetings and conventions. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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Stickles 


KO- "REC “TOE 


eat 


kampus~k icks 
“the om ee ied 


te 


Ontioor G 


0 REG. TRADE utdoor Girl 
ane 


POMEL Lt 


We specialize in the making of correct shoes for chil- 
dren and grown up girls. 


The value of the sales franchise of 


_STICKLES SHOES 


for your town will be explained to you by our 
salesmen while at the CHICAGO SHOW. 


Jan. 7-10 


1627-28-29-30 Morrison Hotel 
By W. B. Johnson and Staff 


. THE L. D. STICKLES SHOE CO. 


RED WING, MINNESOTA 





December 29, 1928 BOOT AND SHOE RECORDER 





The “See Saw” < The “Sheba” 
No. 4794— Ivory ERE are just two of the yy, 289 — rwory 


Kip with Tan Ser- . Kip with Tan Ser- 
pent. Trimming, 8/8 many outstanding patterns pent Calf Trimming, 
Rubber Tap Heel. which will be on display at the 12/8 Cuban Cov- 
A4/8, B3/8, C-D- : ered Heel. A4/8, 
2%4/8. $3.25. MORRISON HOTEL in ROOMS _ 23/8, c-D-2%/8. 
$3.25. 
1719-20-21 during the National 


Shoe Retailers’ Convention. 


You will be warmly welcomed 


in our hotel sample rooms and in 


the general offices and sample 
rooms at 233 W. Monroe Street. 


_—_~_ 


(: INTERNATIONAL: CHICAGO SHOE oF 


Ph O8 ee Od ee, ed, ee ee), Pe ee 8, Oe a © 








» 4 
eo 


231-233 West Monroe Street (Cor. Franklin) Cuicaco, [LLtInotis 














‘Z 
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That make the selling of children’s 
footwear profitable. 


That give the alert merchant a ready In-Stock Service, 


for insuring faster turnover in pairs. 


That place an idea—a sound, practical method of shoe- 
making back of every shoe you sell, with the trade-mark 


there to convince your customer. 


That maintain an interest in the shoes on your shelves 


to the desired end that customer demand shall be con- 
Clara Baron stantly created to move them on to active, sturdy feet. 


A Business Building trio of 
Trade-Mark names—the fran- 
chise for which in your town will 
mean added profit and prestige. 





FULL DETAILS 


Full details of the new mer- 
chandising ideas will be 
- given you either by mail or 
at our display rooms, Chi- 
cago, January 6th to 10th. 


Representatives 
in charge: 959-960 PALMER HOUSE 
B. E. TREANOR 


4 . SOEs January 6th to 10th 











Specialists in Children’s Shoes Shaft-Pierce Shoe Co. 


for 36 years Faribault — Minnesota 
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Our line will be on display in 
Chicago, January 7 to 10, at 
the Morrison Hotel, Rooms 
1919-20-21. Also at the Great 
Northern Hotel. 



























































Joy 7 L.— a shoe that is unusually sal- 

The Foy Tie is here illustrated in Sunburn Kid able because of its unexcelled fitting 
vamp, quarter, and heel cover Marron Kid plug ‘ 

d inlay. 15/8 wood Cuban heel. Available i ss 

wine qualities, smart lines, and the exceptional 

skill employed in its making. Substan- 

tial merchants recognize the well-estab- 

lished reputation for fine shoemaking 


back of Stanley Duttenhofer shoes. 


The 


STANLEY DUTTENHOFER 
SHOE COMPANY 


Cincinnati Ohio 


“SAIABLE TO THE LAST PAIR 


ot” dd de Added hdd MMMM Me Md de Md Madd Me Md dad Md dh da dd Mhdh dh dhdladhdh th Md de ddl de dh he dle 
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The quality in Lion Brand Shoes 
is carefully guarded by the Harsh 
& Chapline Shoe Company, from 
the hide to the finished shoe. 
Lion Brand Shoes are made of 
Hardy-Hide, the very finest re- 
tanned leather known. Hardy- 
Hide is made only from selected 
hides and is tanned under the 
most careful supervision. There 
is only one Hardy-Hide. We 


make it. 









IMMEDIATE IN STOCK SERVICE FROM 


Harsh & Chapline Shoe Company, Mil kee, Wis. Craddock-Terry Company . . Portland, Oregon 

Craddock-Terry Company . . Lynchburg, Virginia McIntosh Company . . Springfield, Massachusetts 

Craddock-Terry Company . . Baltimore, Maryland Zion’s Co-op. Merc. Inst. . . Salt Lake City, Utah 
Carried under private trade names by: 

McElroy Sloam Shoe Company . St. Louis, Missouri Joseph P. Dunn Shoe & Leather Co. . 

George D. Witt Shoe Company . Lynchburg, Virginia Ainsworth Shoe Co. . . «+ «+ = 








Denver, Col. 
Toledo, Ohio 
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| LION BRAND —the 


worlds best work shoes 








The Home of Lion Brand Work Shoes 
and Hardy Hide Leather 


GREATER VALUES ASSURED 


—Because of the Economies we combine in tanning Hardy-Hide 
and making Lion Brand Shoes in our immense plant under one 


roof. 


Through carefully guarding the quality of our product we have 
gained the confidence of thousands of Lion Brand retailers, who in 
turn share with us the satisfaction of having millions of wearers 
boosting Lion Brand Shoes—The World’s Best. 





Harsh & Chapline Shoe Company, Mil kee, Wis. 
Craddock-Terry Company . . Lynchburg, Virginia 
Craddock-Terry Company . . Baltimore, Maryland 








McElroy Sloan Shoe Company . St. Louis, Missouri 
George D. Witt Shoe Company . Lynchburg, Virginia 


IMMEDIATE IN STOCK SERVICE FROM 


- Portland, Oregon 
Springfield, Massachusetts 
. - Salt Lake City, Utah 


Craddock-Terry Company . 
Mcintosh Company . . 
Zion’s Co-op. Merc. Inst. 


Carried under private trade names by: 


Joseph P. Dunn Shoe & Leather Co. 


Ainsworth Shoe Co 


- Denver, Col. 


Toledo, Ohio 
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She Buys Them at 


American Shoe Rebuilders 
38 South Clark St. 
Chicago 


And Says This About Them: 


“Because they are the neatest rubber heels 
obtainable, I always wear I.T.S.. Super- 


Quality.” 


J UST a real American girl, Louise. Doesn’t 
aspire to marry a title or to be “glorified” 
by Mr. Ziegfeld in his Follies. She never 
selected her rubber heels with a blindfold on 
her eyes like some cigarettes are chosen. Fact 
is, Louise wears I.T.S. from pure preference— 

and that’s important. There are so few celeb- 
rities to smoke cigarettes blindfolded, and 
_ so many millions of regular American girls 
and men to select I.T.S. Heels with their 
eyes wide open. 





















A thought for every shop and shoemaker. 
A call to your jobber will put you in posi- 
tion to profit through the preference of 
these millions. 








The LT.S. Co., Elyria, Ohio 


Peay 
RUBBER HEELS 








Guarantee: Satisfactory Wear or a New Pair 
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The Viola 


4 clever wish-bone center 
strap in mat kid with patent 
leather trim. Also made in 
other popular combinations. 
Made to order only. Five 
weeks delivery. 




















An ultra smart center 
buckle model in French 
beige kid with Casa- 
nova No. 5 trim. Avail- 
able in all popular 
combinations. Made to 
order only. Five weeks 
delivery. 













i — the N. S. R. A. Convention, 
you will see the most outstanding line in 
Rice-O'Neill history. Exquisite patterns, > 

the finest of materials, smart color combi- \ | 
nations—in all a supreme interpretation of "i 
what's right for spring. | 





THE OUTSTANDING LINE TO RETAIL FROM $7.50 TO $10.00 


R 
tel = N | TW Our line will be on display at 
the Palmer House, Rooms 676, 


677, 681-82-83-84-85-86-87 dur- 


ef h oe Co ing the N. S. R. A. Show. 


S&T LOUIe? M Ie/e/OURI 
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ITH the freshness of spring comes 

new, colorful footwear, revealing 

new tones of leather which when 
modeled into shoes offers to the shoe 
world the latest trend in fashionable 
shoedom. 

No market has within its portals the 
scope and breadth of “St. Louis—The 
World’s Shoe Market,” offering as it 
does foctwear which adequately meets 
every customer requirement. 

Its stylists are recognized as men of 
keen intellect developing footwear that 
the masses, plus an appreciable number 
of the classes, demand, wear and buy. 

A merchant in this market is limited 
only by his trade demand. His choice of 
footwear is from a gigantic shoe ware- 
house from which was shipped in 1928 
over $200,000,000 of. merchandise. The 
outpouring of this tremendous volume 
trickled into every hamlet, crossroads, 
Main Streets, Broadways and marts of 
fashion where the doorman is dressed in 
gold braid and a customer becomes Ma- 
dame. 

The growth and expansion of the mar- 
ket has been unusually broad in produc- 
tion, but greater strides have been ac- 


The Spirit of Style 


from ST. 


LOUIS 


complished in the creation of smart styles 
created and launched by the style im- 
presarios of the St. Louis market. 

Manufacturers mention with emphasis 
stores that take pride in the presentation 
of St. Louis footwear as being on the 
windy “Boul Miche” of Chicago, Fifth 
Avenue of New York and the chic shops 
of the fashionable Gold Coast. In the 
same breath the merchant of What Cheer, 
Iowa, Gallup, N. M., and Duxbury, 
Mass., becomes just as important a cus- 
tomer of a great industry as is his more 
fashionable fellow craftsman in_ the 
trade. 


HE needs of each are an individual 

merchandising problem, and milady 
who demands the smartest offerings in 
newborn materials and designs of dainti- 
est motifs finds her style conceptions per- 
fectly satisfied as does the brawny hard- 
as-nails lumberjack starting his trek 
into the North Woods for a period of 
hack-breaking tree felling. 

Merchants will ask, what are the con- 
clusions of the style brains as they in- 
terpret spring’s initial footwear demand. 
With many diversified ideas and inde- 

[CONTINUED ON PAGE 166] 
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TURN 


IN CONJUNCTION 


We Invite You 
N.S.R.A. Con 


PALMER 


Rooms 794-79 











O UR QUALITY McKAYS are accepted by 


those merchants who desire correct fitting shoes 


of high standard quality with style refinement to retail 
at the popular selling range from $6.00 to $8.50. 


QUALITY McKAYS 


Midvale Shoe 


Makers of Women’s Fine Shoes 


3417 Locust Street 
Ce aa 














. 
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ouncing _ 
Line By MIDVALE 
FOOTWEAR 


WITH OUR QUALITY McKAYS 


To See Our Display In Chicago 
vention—January 7-8-9-10 


HOUSE 


5-796-797-798 



















ne and built after a year of 
planning, with quality, style and. fit the 
foremost consideration, priced to fill the needs 
of popular retail demand. A line of QUAL- si Barbara 
ITY TURNS which can be retailed from a a oe 


$8.50 to $10.50. 


cl 








QUALITY TURNS 


Company 


Branch of International Shoe Co. ; is Milan © = 





Ms. Turn Last. 18/8 Heel. 
Lido Sand Kid. Reptile Trim 


Saint Louis wi sod Piping. $6.10 
LANA 
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Spring’s Sunshine Calls for Sandals! . 


A Tweedie responds to fashion’s demand with 

this entrancing side — pattern —a design 
intriguing, appropriate with sports frocks, yet 
dressy enough for any informal occasion. The 
cut-outs yield bewitching glimpses of Milady’s silk- 
shod foot—the dainty sll on sparkles like a jewel 
beneath her slender ankle. Your women customers, 
from flappers to forties, will like this pattern, to 
the delight of your cash register! Stock it now 
for swift spring sales! In three numbers: 


865-1—Honeywood Calf foxing and ball strap; No. 
298 Front Calf tip, instep and side 
strap sandal. Our No. 135 Square toe last, 
13/6 cuban heel. 


865-2—Panama Kid foxi instep and ball strap; 
No. 50 Trout tip and side strap sandal. Our 
No. 126 last with 18/8 Spike heel. 


865-5—Patent leather foxing, instep and ball strap; 
No. 2918 Paris Calf tip and side strap sandal. 
Our No. 143 Round toe last, 21/8 Spike heel. 


TWEEDIE FOOTWEAR CORPORATION 
General Offices and Factory .. . Jefferson City, Missouri 


See the Tweedie Exhibit at the 
Chicago Show—January 5-6-7 
Palmer House 


Rooms 644 — 645 — 646 — 655 
656 — 657 — 658 
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909—Ladies’ BILLIKEN LIT- 


Patent 

. Special Arch 
. §0/8 celluloid cov- 
1, A, 342-7; B, 3-7; 


909—Misses’, Same style with 
% leather Duco heel, rubber 
tap, B, C and D, 12-2. 


ihken 
Shoes 


The New Billikens 


—they’re different 


Smart styling, gentility, good taste and 
clever lines combined in Billikens with 
unquestioned quality enable the retailer 
to obtain a quicker turn-over and a more 
handsome profit on his juvenile footwear. 


The new Billikens are self starters and 
automatic repeaters. 


See the Complete Line in Rooms 636 
and 638, Palmer House, Chicago N. S. 
R. A. Convention, January 7th, 8th, 9th 
and 10th. 


{-Elroy-Sloa 


Shoe Company 
Saint Louts 
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You help pay salaries and 
expenses to the army of sales- 
men you entertain every week 


By J. O. MOORE, Manager 
Brown Plan of Shoe Retailing 


F YOURS is an average shoe store 
you entertained twenty salesmen 
last week. You consumed the 
better part of an entire day doing 

it. At least two-thirds of that col- 


J. 0. MOORE 
you bought more shoes than you 
needed, or the wrong shoes to properly balance your 
stock. Each salesman naturally tried to sell you 
everything he could make you buy. If he didn’t the 
next man would, and he would lose business to his 
competitor. You cannot hold this against the sales- 
man. It is an established practice. You recognize 
and accept it—are, in fact, responsible for it, so long 
as you buy from many salesmen, and force each to 
put his own interests and those of his house above 
yours. You give him no chance to place your inter- 
ests on an equal plane with his own. As soon as he 
lets up in his efforts to sell you the last possible pair 
he is simply making more room for the next man. 
Isn’t it perfectly natural that with this competitive 
scramble for your business your best interests re- 
ceive little more consideration than is accorded the 
baby’s rag doll in the collective grip of four or five 
boisterous bull pups? There is no animosity in it. 
You are simply not being considered. The salesman 
ue wish the situation were otherwise, but it is not 
n his power to change it. You alone can change it. 
The inevitable result of the system is that you find 
eal with too much stock or an unbalanced stock, or 
; as is generally the case. 
t such an uneconomic and wasteful 
so long. It has to its discredit the 
f retail failures. It has cost con- 
sumer, retailer manufacturer untold millions of 
dollars. Fortunately the system is breaking down, be- 
ing gradually forced into the discard by better methods. 


Adv. 


’ It is amazing 
f stile has surviv 
great percentage 


lective time was absolutely wasted. - 
Unless you are almost superhuman,, 


Among those better methods is one that has proved 
itself in practice over a period of years. It calls simply 
for an alliance between retailer and manufacturer or 
wholesaler on a basis of mutual interest. 

Only two fundamentals need be applied. The first 
relates to the retailer and requires that he concentrate 
wholly upon one manufacturer’s or wholesaler’s line. 
The second relates to the manufacturer and requires 
that he have a line that contains everything the retailer 
can sell at a profit, plus an organization trained to render 
the retailer highly specialized service and assistance in 
every department of retailing. Under such conditions 
the independent retailer. enjoys every advantage of 
chain operation. Waste and duplication of effort are 
eliminated. The retailer spends most of his time sell- 
ing, as that is his principal function. He has fewer 
and less drastic markdowns, he has clean, up-to-date, 
well-balanced and adequate stocks, and he enjoys a rapid 
rate of turnover. The manufacturer saves selling ex- 
pense, lowers his production cost and has practically no 
credit loss. And the consumer gets greater values. 

The Brown Plan of Shoe Retailing 

The Brown Plan of Shoe Retailing, under which sev- 
eral hundred independent retailers are operating at 
present, is an outstanding example of the successful 
operation of such a system. Under the plan these stores 
collectively made the following showing the past year: 
Net profit on retail sales 
Net profit on investment 
Net profit on net investment (Total investment 

minus indebtedness) 8% 

Brown Shoe Company enters into the plan o with 
retailers who are adequately financed and have the per- 
sonal ability to handle their end of it. To such retailers 
the Brown Plan offers an exceptional opportunity. 


Sewewins Srd)e Gounganay 


anufacturers St. Louis 
SHOES FOR EVERYBODY FOR EVERY OCCASION 




















Brown t Shoes 


for Men-for Women 
anc. 


BUSTER BROWN 
sous HEALTH SHOES airs 


will be on display at the 


FALMER KOUSE 


RDMS G39-AO-6G4H- 449-648 


CO-OPERATING WITH THE NG RA, 


Wesws Saoe Gowsgas, 


MANUFACTURERS, ST LOUIS 


MEMBER OF 


The hest Rrown 
Shoe Pade Mark 
pine been LCA 
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broadens its 
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color for spring. Yes, bieges covering 





[CONTINUED FROM PAGE 159] 
pendent thoughts how can a concentrated 
style trend be forthcoming that merchants 


can be assured will be acceptable to their | 


customer needs. The problem is not dif- 
ficult, and when the experience of each 
manufacturer is accurately analyzed and 
a careful investigation is made of the 
style trends, few mistakes are made in 
the interpretation. A survey in the mar- 
ket of women’s style footwear for early 
spring selling may assist merchants in 
molding a more definite opinion regard- 
ing their purchases. Interviews with the 
leading manufacturers have given the 
following opinion. 


NDICATIONS point to a buying sea- 

son without distressing obstacles such 
as a complication of colors, mass of pat- 
terns and too many trimmings. The 
trend as outlined, which is definite in 
scope, offers merchants unusual possibili- 
ties for piling up greater and better 
profits for the spring season. There 
seems to be little possibility of wrong 
buys, and this particularly applies to 
colors. 

Every manufacturer concurs in the 
naming of bieges as the prime selling 


many shades, to which we agree, so we 
asked this color field to be classified, and 
the first choice lies between two colors, 
possibly three, depending on the grade. 


HAMPAGNE and Sunburn are the 
two shades named as outstanding in 
the grades selling at retail from $8.50 
to $12.50. Champagne kid gained a 
slight advantage in the opinions ex- 
pressed. In lower grade footwear Lido 
Sand was mentioned as a popular shade. 
These biege shoes will have pipings and 
lacings of dark shades of Brown. Deli- 
cate effects are apparently the motif de- 
sired in footwear, as large splashes and 
heavy contrasts of color are conspicuous 
by their absence. 

All manufacturers agree that patent 
leather as a basic style will score heavily, 
a few mentioning figures approximating 
40 to 50 per cent of the volume. 

In patterns, nothing of an unusual 
trend has been developed. D’Orsay, step- 
in effects are prominent, straps will oc- 
cupy an important place in the style de- 
mand, with little encouragement offered 
for tie types. The tendency for lower 
heels is stronger. 

We give only a brief high light of the 
spring style trend, which does not apply 
to every store regardless of size, type and 
price. Style selection has and always will 
remain an individual merchant problem, 
and only he and he alone can determine 
the color, type and pattern that will prop- 
erly fulfill the requirements of his trade. 

Shoes That Sell has been the battlecry 
of the St. Louis market. To make shoes 
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service to merchants 


which merchants can turn quickly and 
make a legitimate profit on has always 
been the aim and ambition of every 
manufacturer. In this, particularly, have 
they been successful, as nowhere in the 
world is there a group of manufacturers 
of such tremendous proportions as those 
located in this market. Customer after 
customer has been added to the ever- 
growing list of these great shoe houses, 
until today they number tens of thou- 
sands. This attests to the success of St. 
Louis shoes as practical, saleable footwear 
for no merchant returns to the firm whose 
merchandise does not move nor upon 
which he makes no profit. 

The specialty manufacturers have es- 
pecially thrived and grown during the 
past year. Keener styles, smarter patterns 
and faster deliveries all have been a mag- 
net in attracting merchants to this mar- 
ket. From small individual operators to 
large volume buyers there has been a 
steady influx into this market, attracted 
here by style and price. Perhaps more 
value is offered, and with competition 
geared to a furious pace every advantage 
both in price and value must be taken. 


NEW development of the market 

has been the jobber of fast-moving 
styles which for the past two years has 
shown sales increases which are astound- 
ing. This epoch in the shoe industry is 
serving a new era in merchandising. The 
small $5 to $6 shoe merchant can select 
from in-stock departments high style 
shoes with a money and selling appeal 
that has netted sweet profits from stores 
operated upon this plan. Jobbers play the 
styles, quickly selecting a pattern, moving 


it, choosing another in an endless furious 
turnover. 

The general line houses with their huge 
in-stock departments perhaps offer the 
greatest service to shoe merchants of any 
market in the world. Certainly, nowhere 
can the tremendous stocks as represented 
in these houses be found from which a 
merchant can constantly keep his stock 
properly sized. St. Louis shoe manufac- 
turers have recognized the new trend of 
merchandising which on the whole is on 
a much sounder basis, with less money 
invested and more money made. 


T has been estimated that between $25,- 

000,000 and $30,000,000 are carried 
in stock on the floors of the St. Louis 
shoe houses. This massive salesroom 
means just one thing to merchants of 
America. It means that they can send 
their orders to St. Louis firms with the 
definite assurance in advance that in prac- 
tically every case those orders will go out, 
filled either on the same day or the follow- 
ing one. Barring occasional exceptions. 
it can certainly be said that in no other 
city or market for shoes are orders filled 
as promptly or shipped as quickly as in 
St. Louis. 
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Hamilton: -Brown 


Presents) \ 







The Well Known Line 
of 
American Lady Shoes 








Made in the Famous 





Sunlight Factory 
on Display 







Jan. 7-8-9-10. N.S.R.A. Convention 
Palmer House, Chicago. Room 632 






In Attendance 
* JOHN W. MAY A. G. SPIES 


ae ROWN/SHOE CO, 
St. ous SHOE ( 


N“ 

















(oy, 


She walks in beauty,” 


Merchandising Shoes in 1929? 
In step with the demand for 


smart footwear at popular prices, 
we have produced in our new 
line, a real solution to the prob- 
lem, for a fast turnover in profits. 


A Cordial Welcome Awaits You in 
Rooms 894, 895, 896, 897, 898, 899 
AT PALMER HOUSE 


BRAUER BROS. SHOE.@. 


ST. LOUIS, U.S.A. 
FASHIONERS OF WOMEN’S NOVELTY SHOES 


Wf 
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You will never regret seeing the new line of 


Naturalizers 


“‘A Perfect Fit for Every Foot’ 


at the 


N. S. R. A. CONVENTION 


CHICAGO JANUARY 7th TO 10th 
Palmer House, Rooms 879, 880, 881 











ATURALIZERS, a high grade 

line of women’s arch fitting, 

welt shoes are offered in two attractively 
priced groups, $4.65 and $4.85. Con- 
trary to the usual arch fitting shoes, 
Naturalizers are built on stylish lasts in 
light airy patterns. Sizes run from 214 
to 11 and widths from AAA to EEE in 


most patterns. 











The Naturalizers line offers to one mer- 
chant in each city an opportunity to 
increase his profit and accelerate turn- 
over—on a smaller investment. Our 
Representatives at the Convention will 
explain our proposition to you fully. 

















oe oa (a teilon Micandion di Sete 


ST. LOUIS. 

































When You Come To Chicago 
to the 
National Shoe Retailers’ Céieentiin 


January 7-8-9-10 


you will see the complete new “Diamond Brand” line on 
display at the 


Palmer House—Rooms 736-738 







Color — more color and prettier contrasts than in any 





previous season—is the style trend for Spring—and you 





will find the new “Diamond Brands” very colorful in 






many pretty distinctive styles. 






And be sure you see the new Arch-Type line to profitably 
retail at Five Dollars. 







On a style and quality basis we offer every shoe in our 
line, and we carry each style — the “New Things” and the 






staple values for quick shipment from liberal floor stocks. 






Won’t You Make Our Rooms Your Headquarters? 


Pel: 11.5.2 hous 
Branch of I. S. Co 
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BEVERLY JONES 
President 
St. Louis Shoe Mfrs.” and Wholesalers’ Ass'n 


Under the leadership of this gentleman the Association has continued the fine spirit 

of cooperation and team work, which is looked upon as one of the distinguishing char- 

acteristics of the St. Louis Market. Mr. Jones wants it known that the Association 

is cooperating fully with the N. S. R. A. at the January Convention. He explains the 

reason why most of the Association members are spreading their lines at the Palmer 
House is due to the lack of space at the Stevens. 


Pom thee WORLD®W RPMHOE MARKET 


. 
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SSTYLY 


Your 1929 PROFITS? 





Legitimate profit is the goal of every worthy | 
enterprise. It needs no apology. All success- | 
ful merchants want to be more successful. 





The Pedigo-Weber organiza- 4 
tion has always advocated and duly | 
facilitated ample profits through | 
liberal mark-ups. That policy is | 


reiterated now, and not without a | 


tenable position to stress it with 


more emphatic, substantial encour- |} 


agement than ever before. 


Any retailer may verify the | 
above statement in no more than | 


thirty minutes—the time required 
to honestly view the line. 


Every shoe merchant is heartily 
| welcome at our quarters—whether 
he now is a customer, becomes one, 
| or is just making comparisons. 





| Co-operating with N. S. R. A. 
in CHICAGO 
January 7, 8, 9, 10, 1929 


| 8TH FLOOR 
| PALMER HOUSE 


(All Salesmen in Attendance) 





Pe digo -Weber Shoe (o. 


SAINT LOUIS 


| 
| 








; 
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THE PEACOCK SHOE FRANCHISE 
MEANS « « « THE “STYLE” BUSINESS 
The “hapten IN YOUR TOWN 


trated inthis advertisement has 
been one of our popular sellers 
this pastseasonandisstill going 
over big. This pattern has been 
purchased by our customers in 
all leading materials and they 
are keeping their sizes complete. 
It is just one of the many out- 
standing patterns in the 
Boyd-Welsh line. 


11th 


floor 
Stevens 
Hotel 
N.S. R.A. 


CONVENTION 


ART IN FOOTWEAR kia > f | 
, ! 


te EXCLUSIVE AGENCY for this nationally advertised line would certainly prove 


a valuable asset to you. These famous Hi-Arch Narvow Heel combination shoes are made in one 


grade only. ..The best... See them at the N. 8. R.A. Our headquarters will be in the Stevens Hotel. 


PEACOCK SHOLS 
BOYD WELSH SHOE COMPANY 
St. Louis USA. DESIGNERS AND MAKERS 
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| CONCENTRATE AND GROW WITH CENTRAL 













d 


SOU 
ash Peegistér. 


W HEN you fail to make the profit you expect to make, set a 
trap for EXCESSIVE MARKDOWNS, the thief that robs 


a 
of 
your cash register. 


Kye? First you must discharge his accomplice, TOO MANY LINES. 





He is the fellow who makes the pilfering possible. 


There is one certain way to stop the losses due to Excessive 

H pe A Markdowns—CONCENTRATE. 
ores an Amwer Ask the Central Sales Representative or write to us direct for 
to Your Problem! details of Central’s plan of cooperation with independent retailers. 





Retailers all over the country are adopting the plan, thereby 
eliminating Excessive Markdowns, speeding their turnover, increasing 


CENTRAL has developed and is success- 
their volume, and earning a greater net profit. 


fully operating a Concentration Plan. 
It is a system of close cooperation be- 
tween the independent retailer and the 


manufacturer to their mutual benefit and - 
advantage. Under this plan, the retailer If you want to get rid of 

is able to meet chain store competition 

without actually joining a chain or alli- EXCESSIVE MARKDOWNS 


ance. He remains independent, but enjoys 


buying advantages and supervision similar re 
to the retail units of the chains. You must first get rid of 


The retailer agrees to buy all his shoes TOO MANY LINES : 
from Central Shoe Company, getting in re- 

turn es peo agg yee A 

vice, style information and merchandising During the N. S. R. A. Convention, Central’s line will 

plans, a special auditing service, use of “ ec So cag tagged ’ 

the names Robin Hood and Central, and be on display at the Palmer House, Rooms 852 and 854 


most important of all, an expert stock con- 
trol system that assures quick turn-over, 
ae pong and , bigxer net profit. 
ese are but a few of the advantages ot € , 
Concentration with Central. Write for full CENTRAL: Snr ‘0 ) HY Co, 
information, without obligation. a LBD) 
st. Lous, MANUFACTURERS U.S.A. 


Hundreds of retailers are carrying on 
with greater success through our plan 











ll 
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MADE IN AMERICA 


PATENT APPLIED FOR 


he SANDAL TREND 
f° 7O DAY : POS) 


For the forthcoming. Spring we 
have developed Seven Beautiful and 
Distinctive Patterns which have 4: 
already been pronounced extraordi- is 
7 nary in accuracy of interpretation of * 
the trend. They are: — 


Comanche Zuni f , / 
Kawaga A pache / 
Moyava Arapaho 
Kickapoo j 
Complete Lines Shown at } 
N. S. R. A. CONVENTION 
Chicago Jan. 7-8-9-10 - 
PALMER HOUSE sata Si. j 


Rooms 601-602-603-604 4 
605-659-660-66 2-663 


=— 
== 
Se — 





Gritneele Shoe Comgiany 


MANUFAC TURGERSS 
Saint Louis 














wae = —~~+ _ a 
=> atl ll a a all al al 














“WA 
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What the camera saw when it peeped in the door of one 
of the sales rooms at Solid Leather Shoe Headquarters 


A SHOE FOR EVERY PURPOSE AT A 
PRICE FOR EVERY PURSE 


There’s no need of a shoe merchant, regardless of size, going any further than 
the “Star Brand” line to supply his entire needs—for here’s a line of well styled 
shoes to fill every need at a wide range of prices to fit every pocketbook. 


“Star Brand” shoes will be 
on display in Rooms 652- 
654 at the Palmer House 
during the N. S. R. A. Con- 
vention in Chicago. Won’t 


you make us a visit? 


This great line, from Patriots to soft soles, including 
the distinctive features of our Arch Type footwear of 
proven merit, is styled to appeal, and the prices are on 
speaking terms with volume production and econom- 
ical operation. 


ROBERTS, .JOHNSONS RAND 


Branch of international Shoe Co: 


ST. LOUIS, Mo. 
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CAPITOL SHOE MAKERS iN 





ST. LOUIS, MISSOURI 


cordially invites you to view their display of beautiful new Spring Styles at the Palmer 
House—rooms 746, 747, 748, 749, 750, 751, 755, 756, 757 and 758—during the Con- 
vention of the National Shoe Retailers Association in Chicago. 
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By Lampe in St. Louis 


Designers and 
Manufacturers of 


Women’s Novelty 
Shoes for the 
Smart Trade 


T HE spirit of today’s 

shoe mode is simplic- 
ity. We have again taken 
the initiative in the crea- 
tion of original patterns 
that modish women 
everywhere will acclaim 
as authentic—Styles and 
colors that express every 
trend of spring are ex- 
emplified in our line of 


“In Step a Fashion” , | Meet Us in Chicago 
oes : Sie 
MADE TO ORDER ar, N. S. R. A. Convention 
Four to Five Weeks January 7-8-9-10, 1929 
oetvery iy At the 
re Palmer House 
Rooms 787-88-89-90-91-92-93 














PE SHIOE CO. scoff 


ST.LOUIS Manufacturers U. S.A. 
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CHARACTER! 


“The Bronx” 


Red Kid with Silver Piping and but- 
tons. 19/8 Louis heel. AA to C. 


“The Chiquita” 
Kid vamp with fancy Chinchilla 


Champagne and brown calf quarter. 
19/8 Full Louis heel. AA to C. 


We cordially invite you to inspect— 


—"‘a line wonderfully styled and with character appeal.”’ 


Our display: 
Rooms 752 and 754 Palmer House 


FRIEDMAN-SHELBY 


Branch 


INTERNATIONAL SHOE CO. ST. LOUIS 
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°S Greatest & 


Members of 
St. Louis Shoe Manufacturers 
and Wholesalers Association 


Ault-Williamson Shoe Company W. H. Lampe Shoe Company 
Boyd-Welsh Shoe Company Midvale Shoe Co. 

Brauer Bros. Shoe Company McElroy-Sloan Shoe Company 
Brown Shoe Company John Meier Shoe Company 

Capitol Shoemakers, Inc. The Moore Shoe Company 

Central Shoe Company Pedigo-Weber Shoe Company 
Chouteau Shoe Mfg. Company Peters Shee Company 

Serer eeee Sane. Rice-O’Neill Shoe Company. 
Friedman-Shelby Shoe Company Roberts, J & Rand Shoe Co 
Hamilton-Brown Shoe Company shnson : 
Independent Shoe Company Samuels Shoe Company 
Johansen Bros. Shoe Company Tweedie Footwear Corp. 
Johnson, Stephens & Shinkle Co. United Shoe Mfg. Company. 


ST.LOUIS , 


The St. Louis Shoe Manufacturers 

& Wholesalers Association is whole 

heartedly co-operating with the N. S. 

R. A. in making the 1929 convention a 

means of furthering the interests of all 
branches of the industry. 


The Association is maintaining a directory 
and information bureau in Exhibition Hall at 
the Stevens Hotel, the official N. S. R. A. 
headquarters. However, owing to space limi- 
tations at the Stevens, mutually agreeable 
arrangements have been made to accommo- 
date the great majority of St. Louis Shoe 
Manufacturers and Wholesalers Association 
members at the Palmer House. 


As always, you can expect leadership in style, 
price and quality in the lines of this, the 
World’s greatest shoe market. 


PALMER 
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| Whanufacturers 


Wholesalers 
Association. 


a NORA. 








will display their 
sample lines at the 


—P 
HOUSE 
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Sample lines displayed |. 


MORRISON HOTEL 
Rooms 627-28-29-30 





Individuality in Patterns 











Our Growth 

Individualizing our patterns to meet the desires of vol- REE CREP ae 
ume handlers of women’s novelty shoes is one of the 
outstanding reasons for our continuous growth. Close ath pra 
working arrangements with our customers year after is sie 
year at prices that are really attractive have resulted in 
our being able to maintain a regular factory production. — aw 

1926 457,663 
Our designers are constantly gathering style informa- i 522,186 
tion from the world’s fashion centers. Our new spring 
line is the link between the retailer and Milady. Never eat 609,3 10 
before have we so thoroughly covered the entire range 





of style demand. We cordially invite you to pay us a 
visit while in Chicago. 





2511 TO 2521 SULLIVAN AVENUE ST, LOUIS, MO. 


The birthplace of “Beauty Maid” novelty shoes—always snappy and the best for the price. 
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On display 
MORRISON HOTEL 


Rooms: 637-638-639-640 


——. 
D. B. Goldman — R. A. Palan 
Jack Doucette — Bob Duffy 


to greet you. 


Daintiness 








and Smartness “are the outstanding features in the new spring 
line by Valley. Fit of patterns and lasts “Sy 


quality of materials and shoemaking, are as 


fine as can be had in our grades. 


sgh: ee (Erp oration, 


30/5-/7 Selene Street 
intfouls 
MA KEReS OF WOMENS STYLE FOOTWEAR 
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Special Directory of 
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| St Lous Sample Lines at Chicago 


i Aulty Williamson Shoe Co., 
| 701, 759 Palmer House. 
f Barack Shoe Co., 
§ 1323-24 Morrison Hotel. 
} Blue Ribbon Shoe Co., 
879-80-81 Palmer House. 
Boyd Welsh Shoe Co., 
i 11th Floor, Stevens Hotel. 
f 648 Palmer House. 
Brauer Bros. Shoe Mfg. Co., 
i 894 to 899 Palmer House. 
Brown Shoe Co., 

639 to 643 Palmer House. 
Capitol Shoemakers, Inc., 

746 to 758 Palmer House. 
Central Shoe Co., 

852-854 Palmer House. 
Chouteau Shoe Mfg. Co., 

740 to 745 Palmer House. 
Corrective Shoe Co., 

1023 Morrison Hotel. 
Doerr, F. L., Shoe Co., 

1339 and 1726 Morrison Hotel. 
Endicott-Johnson Shoe Co., 

432 Morrison Hotel. 
Fashion Shoe Co., 

931-932 Morrison Hotel. 
Friedman Shelby Shoe Co., 

752-754 Palmer House. 
Hamilton Brown Shoe Co., 

632 Palmer House. 
Independent Shoe Mfg. Co., 

633 to 635 Palmer House. 
Johnson, Stephens & Shinkle Shoe Co., 

9th Floor, Stevens Hotel. 
Johansen Bros. Shoe Co., 

761 to 786 Palmer House. 
Lampe Shoe Co., 

787 to 793 Palmer House. 
McElroy Sloan Shoe Co., 

636-638 Palmer House. 
Mathes, I., & Sons, 

533-34-35-36 Morrison Hotel. 
Marks, Wm., Shoe Co., 

Parlor “B” (entire floor), Morrison Hotel. 
John Meier Shoe Co., 

888 to 893 Palmer House. 
Midvale Shoe Co., 

794 to 7-100%4 Palmer House. 
Moore Shoe Co., 

801-859-887 Palmer House. 
Milius Shoe Co., 

635-636 Morrison Hotel. 
Modern Shoe Co., 

733 Morrison Hotel 


* 47 
~s*3 
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Moulton-Bartley, Inc., 
625 Palmer House. 
Mound City Shoe Co., 
650, 651 Palmer House. 
National Specialty Shoe Co., 
632 Morrison Hotel. 
Pedigo Weber Shoe Co., 
845 to 858 Palmer House. 
Peters Shoe Co., 
736-738 Palmer House. 
Pennant Shoe Co., 
722-724 Palmer House. 
Pennant Shoe Co., McKay Line, 
622-624 Palmer House. 


Bride Shoe Co., 


601-602 Morrison Hotel. 


Rice-O’ Neill Shoe Co., 
676, 677, 681 to 687 Palmer House. 
Roberts Johnson & Rand Shoe Co., 
652-654 Palmer House. 
St. Louis Shoe Mfrs. & Wholesalers Assn., 
1050 Palmer House, 
Booths 34, 35, 36, 37, Stevens Hotel. 
Samuels Shoe Co., 
602 to 605, 659 to 663 Palmer House. 
Shu-Stiles, Inc., 
1021-1022 Morrison Hotel. 
Special Shoe Co., 
1024-1025 Morrison Hotel. 
Tober Saifer Shoe Co., . 
631 Morrison Hotel. 
Tweedie Footwear Corp., 
644 to 646, 655 to 658 Palmer House. 
United Shoe Mfg. Co., 
735-739 Palmer House. 
Valley Shoe Corp., 
637-38-39-40: Morrison Hotel. 
Washington Shoe Co. of St. Louis. 
818-19 Palmer House. 
Wolff-Tober Shoe Mfg. Co., 
627-628-629-630 Morrison Hotel. 
Wohl Shoe Co., 
701-702 Morrison Hotel. 


ALLIED TRADES 


Belcher Last Co., A. A. Tilden, 
8-100, 8-1001%%4 Palmer House. 
Conway Winters Co., 
627-28 Palmer House. 
539-540 Morrison Hotel. 
Dunbar Pattern Co., | 
7-100%% Palmer House. | 
Manheimer, Abe, A., & Co., | 
905W Palmer House. 


Jrom the NORLD @,.PHOE MARKET 
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i i Divs 
Min mitt ny 


Up | iN " 


EADY for you now! And the trade y, 
will welcome this news, too.... ’ Zi U 
Shu -Stiles, whose lively numbers have Ip AN 
always sold out in the past long before 
everyone was taken care of, has doubled 


factory output .... ready for the most Se m \f 
sensational year of growth in our me- u 
teoric career. o 62 62 eo et ete ee ovo 


Meet Us in Chicago 
at the 


MORRISON 


Suite 1021-1026 


ADELE. . . $3.85 
1331— Lido sand = 
with Sunburn bei 
overlays on vamp; Li 
sand lacing; parchment 


kid ag 21/8 F. B. 
." ABC. 


ike ; 


1332—as 1st, 14/8 
Covered Cuban;A,B,C. 


Full French Corded 


ALYCE ... $3.85 


1317 —Sunburn beige kid, detachable 

buckle strap. Lido sand and dapper 
wn quarter straps. Also worn as tie. 

ee kid lined. 21/8 F.B. Spike; 


et c As 1317; 14/8 Covered Cuban; 


—— Patent; quarter straps of Sun- 
ige and mouse kid; white jade 

Kid lined: —" B. Spike; A, B,C. 
319; 14/8 Covered Cuban; 


ABC ey, + aed grey strap; 
LA i DST 


AILEEN ... $3.85 
1333 — Lido p, sunburn beige ing and overlay. 
Peciment killined 218 FB Spiker A i e 
1334—as 1535; 14/8 Covered Cuban; A, B.C 
1335—Patent; ky nies silkid piping ‘and overlay. Grey kid lin- 


ed; 21/8 F. B. Spike; 
1336—as 1335; 14/8 * Cuban; B,C. Full French Corded. 
ANNETTE .. . $3.85 


1320—Sunburn beige kid; Lido sand 
and mouse kid twisted strap; wae 
jade kid lined ; 21/8 F .B.Spike A,B 


1s21—as 1520; {4/8Cowered Cube 4 te = 
1322—Patent; Lido sand and mouse . “Say it 
kid twisted strap; white jade kid A ‘ 
lined; 21/8 F.B. Spike; A, B,C. with Sizes 
1323—as 1322; 14/8 covered Cuban; : 


jor 
1525 — Va ex: ize ae grey Immediate 


Full French Corded. Delivery” 


c ui s.Mo. 


oa 
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STYLES OF — 
TOMORROW-> 


In Men’s and Women’s 
High Grade Footwear 
On Display Jan. 7, 8, 9, 10 ; 


N. S. R. A. Convention 


Chicago, Palmer House 
Rooms 633-634 











In Attendance 


Gould S. Pitcher 
H. Vinsonhaler 
K. A. Burnell 
Roy Lambert 
J. F. Bruder 





"Ccleponhent Pier eae : 


40 Washington Ave 


De saates 
2 ™ 2 ek $e 2 
. - 




















Polly Shoe Holder 





DISPLAYS 
THE BOTTOM 
AND 
SHANK DESIGN 


It solves the problem of properly Sooty he shoe —— 
and shank designs. Particularly adaptable to Arch Type 
shoes. The Polly Shoe Holder is made of non-rustable 
metal, oxidized finish, felt lined. Satisfaction guaran- 
teed. $6.00 a dozen, $3.50 a half dozen. Check with 


order please. 



































When will you get your 


X-RAY SHOE FITTER 


—now when it is a powerful advertising 
medium, as well as trade builder, or 
after it has become the expected and 
even demanded method of fitting 
shoes? Will you be a successful leader 
or a follower? 


Write for Booklet. 


X-RAY SHOE FITTERS, Inc. 
Milwaukee Box 92 Wisconsin 

















oP wet eet ss sk 
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3582 — Sunburn beige step- 
in; silver-topped beige Paris 
calf tip inlay. Mouse kid tip 
stripping. Parchment lined. 
14/8 covered Cuban heel. 
3583—Patent; silver-topped 
tapestry design inlay. » 
Black kid trim; grey ae 
lined; 14/8 covered 
Cuban heel. 


oh Risque beige strap; dapper soem, 
> acing and perforation underlays 
archment lined. 20/8 F. B. Spike. a 
PR gy “tae 3572; 14/8 covered Cuban heel. 
—Fatent wi i i 
lined; 20/8 F. B.epike  ™ P*ise tim erey 
3575—As 3574; 14/8 covered Cuban heel, 
3619 — Patent with sky blue silkid 
trim; grey lined; 20/8 F.B. 
Spike. 
3620—As 3619; 14/8 
covered Cuban 


1352 VVAJHING 
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~~ will 


lead the $2.85 field in 1929 

asin 1928! Here are samples of 

what the trade can expect from 

us in our drive to break all records 

in 1929. If you want to see the full 
line +++ SEE US IN 


CHICAGO 


1021-26 Morrison Hotel 


or write for our representative to call 
and show you our latest cash regis- 
ter bell ringers. 
Ship Today ..No Delay! 


NEWSPAPER MATS FREE 





| 
| 
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SEE THE 


| SENSATION 


of the N. 8. R. A. Convention 
Chicago, January 7, 8, 9, 10 


PARLOR “B” 


(entire floor) 


HOTEL MORRISON 

















The 
“Spotlight Girls”’ 


A most daring display of feminine Charm and Beauty in 
conjunction with the new 1929 spring showing of advance 
styles of 

“SPOTLIGHT SHOES” 


The memory of this unique display will remain long after 
the convention is forgotten. 


WILL IT BE HOT?—AND HOW! 


Don’t miss it 


WM. MARKS SHOE CO., INC. 


Distributors of “SPOTLIGHT SHOES” 


1406 WASHINGTON AVE. ST. LOUIS, MO. 


SS oS eee At Att At At At At PALI AY 
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JANICE One Strap 
$385 
533. Sunburn beige with Lido sand overlay; strap 


stitched in sunburn beige; white jade kid lined. 


527. Black kid; black Lizard overlay strap; par- 
chment kid lined. 


528. Patent Leather; black Lizard overlay strap; 
parchment kid lined. 


Meet Us 


CHICAGO 


by o@[ SUITE 1021-1026 [22 


ry 


529. Brown Kid; brown Lizard overlay strap; 
> parchment kid lined. 


FRENCH CORDED 


<< be j 

Sse 

A Sintec 

JANET Step-in 
$365 


534. A beautiful-creation in allover Sunburn 
beige; bow and centerpiece piped in brown 
kid. White jade kid lined 


lines of high-styled Corrective Footwear 
+++SNApPPi ARCH and ARCH MENDER, 
incorporating the new season’s 

smart colors, built to new high stan- 

dards of value in the two important 


fields at-$2.85 and $3.85. 


FOLDED EDGES 


Choose from the highlights of these two 
lines shown here, choose from the entire lines 
in the Chicago display «++or write for our re- 


presentative to show you the 1929 sample 


lines in these high-grade, novelty pattern 
corrective shoes. 


v 


Snappi Arch | Arch Mender 
JULIA Tie Na SIZES 
$385 


AA 4408. 
4% 08 , 


. 3008. 
309 : ' 2%t09 
2%09 : 308. 


$00. Patent Leather; black Lizard underlay; grey kid 
lined 


501. Black Kid; black Lizard underlay; grey kid lined 


502. Brown Kid; brown Lizard underlay; parch 


All with 14/8 Covered 
ment kid lined 


All 14/8 Cuban except 
Cuban Heels 


No. 12% 
nN 

503. Russian Calf; tan Lizard underlay; parch- 

ment kid lined 


FOLDED EDGES 





ON THE FLOOR::SHIPTODAT! 


Mats for Newspaper Ads Sent Free 


yh A i 


FIER ®- 


MORRISON HOTEL 


a SHOE COMPANY 


greets the New Year with two important 


7. 


MARTHA Strap 


$985 


128. Allover Sunburn beige; parchment k 
119. Allover patent; grey kid lined 
120. Same as 119; baby Spanish heel 


121. Allover black kid; grey kid lined 
122 


Allover brown kid; parchment kid | 


FULL FRENCH CORDED 


MINETTE> Tie 


129. Sunburn beige with Lido sand inlay; par- 
chment kid lined. 


130. Patent leather; black Lizard inlay; grey 
kid lined 


FULL FRENCH CORDED 


y 


MARIANNE) Step-in 


113. Allover patent leather; French grey 


buckle 

114. Black satin; French grey buckle 
123. Black kid; French grey buckle. 
124. Brown kid; French gilt buckle 


FULL FRENCH CORDED 


Cay Se oe ) Se, 
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Our representatives 








are néw on the job— 
in their respective 
territories, and will 
call on you—with our 


“GREATEST LINE” 


—wait for them! 
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Welcome to Our 


Tor a 


Attend the N. S. R. A. 
Convention f 
Jan. 7-8-9-10th, 1929 
Visit our Exhibit 
Rooms 931-932 
MORRISON HOTEL 
CHICAGO 
See the 
FASTEST SELLING LINE OF 
WOMEN’S NOVELTY SHOES 
in 


AMERICA 














New Houre of Winners’ 
1412 WASHINGTON AVE. 


At this opportune time we extend to our many friends and 
customers, a cordial invitation to visit our New Home— 
Where a Revelation of Spring’s Newest Style Creations 


Will Greet You. 


“EVERY STYLE A WINNER” 


In-Stock—Ready to Ship 
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reater In- 


tyle Service to 





Shoe Merchants 


In One Year—Outgrew Our Old Quarters 


With great Pride and Pleasure we announce to our many friends and customers our 
removal to our present beautiful and spacious quarters—1412 Washington Ave.; and we take 
this opportunity to express our deep and sincere appreciation to our many customers and friends 
who, by their valued patronage, have made this move possible. 


PRIDE—Because of our wonderful growth in our first year. 


PLEASURE—Because our theories and style creations have proven successful—as shown 
by this forced move to larger quarters, to better facilitate our handling of the great volume of 
business which is forever pouring in. 


In this fast moving age—We, as the Factory Distributor of women’s novelty shoes, are a 
barometer of style to the Retail Shoe Merchant. The Retailer is successful when buying from 
a House that has the knack of creating and stocking at the opportune time “Style Winners”— 
This, we are forever striving to do—and to live up to our reputation we have attained as— 


The “HOUSE OF WINNERS” 





Dba sgaepaakn aga 

7” 1412 WASHINGTON AVE., ST. LOUIS, 

OUR NEW MOTTO FASTER f GREATER f 100% f 
FOR OUR NEW HOME STYLES e VALUES e IN STOCK SERVICEe 
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DYEAR GLOVE 


RUBBER FOOTWEAR 


Smart... Neat... Trim 







For three generations Glove 

Brand Footwear has been the 

quality waterproof footwear 
of the country 





















——<—<—$——— insite 
Goodyear Glove Brand 


DISTRIBUTORS 











| ALBANY,N.Y. . . . . . . Smith and Herrick Co. 
BALTIMORE, MD. . . «+ George P. Thomas, Jr. 
BOSTON, MASS. . .. . . . . Hutchinson-Winch 
BUFFALO,N.Y. . Goodyear’s I.R.Selling Company, Inc. 





CHICAGO, ILL. . Goodyear’s I.R.Selling Company, Inc. 
Marion Rubber Company 


















| 
| CINCINNATI, OHIO .-. The Marks and Stix Shoe Co. 
CLEVELAND,OHIO .°*. . . . Cady-IvisonShoeCo. 
COLUMBUS,OHIO .. . .. . . Marion Rubber Co. 
| DENVER, COLO. . . . The Colorado Rubber Co. 
DETROIT, MICH. . . .. +. . . Marion Rubber Co. 
Cady-Ivison Shoe Co. 
| GRAND RAPIDS, MICH. . . Marion Rubber Company 
| HONESDALE, PA. . . Durland-Weston Shoe Company 
| HOUSTON,TEX. ..... . . « Miller Brothers 
INDIANAPOLIS, IND. . Crowder-Cooper Shoe Company 
LANCASTER, PA. . . . . . . Long and Davidson 
LOUISVILLE, KY. . . . . Jno. J. Schulten and Co. 






NASHVILLE, TENN. Richardson-Crockett Shoe Company 
NEW YORK, N.Y. Goodyear’s I. R. Selling Company, Inc. 
Morse and Rogers 













PHILADELPHIA, PA. . . . . H. B. Hanford Co. 
PITTSBURGH, PA. Goodyear’s I. R. Selling Company, Inc. 
PORTLAND, ORE. . . . . . Goodyear Rubber Co. 
ROCHESTER, N. Y. . United States Rubber Company 
SAN FRANCISCO, CALIF. . Goodyear Rubber Company 
ST. LOUIS, MO. . . . . . Brown Shoe Company 






Central Shoe Company 
ST. PAUL, MINN. Goodyear's I. R. Selling Company, Inc. 
















SYRACUSE, N.Y. . . . . Dunn-Salmon Company 
UTICA,N. Y. . . . . The Hurd Shoe Company, Inc. 
WARREN, OHIO... . .. The Warren Rubber Co. 
WILLIAMSPORT, PA. . . . . . J. E. Dayton Co. 
YORK, PA. . . .« « e« « D.§&. Peterman and Co. 

















Sold by the Better class of 
Footwear Retailer 


GOODYEAR’S I. R. GLOVE MFG. CO. 
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STRENGTH 


Rarely has shoedom seen so well-knit an 


organization, with such power of men, 


money and manufacturing means, in the 


quality grade. 


Today, the Institution Internationale is sup= 
plying five major products, satisfying the 
entire stock demands of million dollar retail 
Lusinesses—demonstrating that the principle 
of Volume can indeed be applied to the 
higher-priced style field. 


HARRIS and ELY AVENUES 
Long Island City + + New York 





December 29, 1928 
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METROPOLITAN 


EW YORK—the Leader 
N= as in art, drama 

and finance, so does New 

York lead also in fashion. 
For the shoe trade New York 
provides the inspiration and the 
merchandise for fashionable 
America. In the metropolitan 
market are born the fashion ideas 
which later find their way into 
the utmost corners of the coun- 
try. It is here that the spirit of 
American life, which finds itself 
interpreted in fashion, is at its 
peak. 


T= Metropolitan market not 
only supplies the fashion basis 
for the shoe trade, but also con- 
tributes the actual merchandise. 
Brooklyn alone produces about 
$65,000,000 worth of shoes an- 
nually, and the value of shoes 
produced in the entire Metro- 
politan market is about $90,000,- 
000 a year. While a large pro- 
portion of this falls into the higher 
grades of merchandise, the Metro- 
politan market as a whole is not 
a class market, for it supplies 
high, medium and low grade 
shoes for men, women and chil- 
dren, as well as a host of acces- 
sories that find their way into all 
types and classes of shoe stores 
throughout the country. 


MARKET 


NEW YORK also is the big 
4“ raw material market for the 
shoe trade. Staple leathers, 
novelty leathers, silks, satins and 
all the other materials that are 
now being used in shoes are sold 
in the Metropolitan market. It 
is here that new materials make 
their first appearance. Buckles, 
buttons and fasteners of all kinds 
are found in this big market. 


NEW YORK is the undisputed 

leader in the hosiery indus- 
try, and hosiery has become the 
most important accessory mer- 
chandise in the country’s shoe 
stores. In New York every lead- 
ing hosiery producer has his sell- 
ing office. Many of the largest 
hosiery mills are located within 
the Metropolitan area, and practi- 
cally all the imported hosiery that 
comes to this country is entered 
through the Port of New York, 
and resold in the Metropolitan 
market. 


HUS it is that the eyes of the 

American shoe world are con- 
stantly turned toward New York. 
Whether it be for style ideas or 
for merchandise itself, the Metro- 
politan market stands ready to 
supply whatever is wanted, and 
at the time that it is wanted. 
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REG. U.S. PAT. OFFICE 
This chart grap y shows the remarkable growth of 


DEAUVILLE SANDALS 


among the wardrobe necessities of the American woman, and the conse- 
quent profitable opportunities for the merchants who carry them. The 
demand for these attractive and comfortable shoes has increased 400 
per cent since 1925. 


Genuine Deauville Sandals have quality workmanship and material. 
Genuine Deauville Sandals are made in AAA to D widths and can be 


fitted properly. 


The words “Deauville Sandals” are stamped on the sole of every 
Genuine Deauville Sandal. 


Genuine Deauville Sandals will be displayed as follows: 
BOSTON—Hotel Statler—Booth 138, Rooms 600 and 602. 


CHICAGO—Hotel Stevens—Booth 135, Rooms 556-557- 
560- 


PHILADELPHIA—Hotel Adelphia, Room 702. 


GOLO SLIPPER 
COMPANY 


NEW YORK 


oe pe emer mame ste 


For your protection be sure Deau- 
ville Sandals are stamped with this 
trade mark, which is fully covered 
by United States Registrations. 


sh 


oss 


Pee 
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are waiting for the slow moving 
merchandise that you have on 
your shelves. 


Your surplus stock is of no value 
to you until it is converted into 
money as sponsored by the best 
authorities in modern merchan- 
dising practice. Hundreds of 
good merchants, manufacturers 
and jobbers have definite ar- 
rangements with us for a period- 
ical close-out of their 
surplus. 


If you are interested 
in this disposal of your 
surplus stock please 
write— 


The Great EXPORT 
MARKETS of the World 































If you have anything in the 
following list that is not mov- 
ing and that you are desirous 
of selling, please write 


Kirsch-Blacher Co. 
New York 


Soa 


Men’s Shoes 

Women’s Shoes 
Children’s Shoes 
Tennis 

Retail Shoe Stocks 
Wholesale Shoe Stocks 
Manufacturers’ Samples 
Odds and Ends 


Seis 


Anything sold through a retail 
shoe store. 














KIRSCH -BIACHIER 


ANY -INCORPORATED 
624 cieray 
Jobbers and Exporters 


NEW YORK 


of 
Shoes 
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A Best- Ever Hlessage 













It is fitting, as we near the close of our most 
successful year, that we express our apprecia- 
tion of the good will of our many friends who 


have contributed toward this success. 


To them, and to the entire trade, we extend 





our sincerest wishes for a happy and profit- 


able New Year. 


for the 
New Vear 


| A comprehensive line has been developed for 














1929, comprising new developments in styles 


and fabrics that will help you to an even 





greater slipper year. 




















| You may see the new line on display at the 
| Style Shows. 


In Chicago In Boston In Philadelphia 




















Best-Ever Slipper Co., Inc. | 


75 Front Street Brooklyn, N. Y. 
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Bayi in Boston and.Chicago 
that are Style. 


















TELEPHONE CANAL 3730 





CURT WOLFELT ®° 
Americas “Finest “Footwear 
5399-601 BROADWAY 


December 22nd, 1928 








Mr. J. Waldes, 
c/e Waldes Koh-I-Noor, inc. 
Long island City, MN. Y. 


Dear Mr. #aldes: 


It is with a great deal of pleasure 
that we can recommend Koh-I-Noor jewel clasps 
anc buckles for footwear. In the past season 
&s well as for the coming spring, they have 
been instrumental in bringing out many new 
ideas in designs both from a practical stand- 
point as well as beauty. All of our customers 
this season have been very enthusiastic about 
Koh-I-Noors. 





Wishing you the compliments of the 
season, we are, 


Very sincerely yours, 


CUR 


CHW: RI 





With Koh-i-noor Jewel Snap Buckle 
by Curt Wolfelt 





A 1929 Spring Model. | 





| 
| Koh-i-noor Jewel Clasps and Snap Buckles add to the 
| beauty of street, sport and evening shoes 











ATELIER ly 8. CANN KE chien 
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Shoe Models 
Complete 


HE public rarely tells you what it 

wants, but lets you know about it 
by buying from someone else who comes 
close to its wants. 


Today, shoes equipped with Koh-i-noor 
Jewel Clasps and Snap Buckles are style 
standing. 


They are replacing the old fastening 
devices. 


An increase of 500% in 1928 over the 
sales of 1927 is the proof that they will 
be of major importance in shoe sell:ng 
in the future. 


The advantages of Koh-i-noor Jewel 
Clasps and Snap Buckles—beauty and 
comfort—are unduplicated. Your man- 
ufacturer has spring models with Kobh-1- 
noor Jewel Clasps and Snap Buckles. 


Mr. Walter Klein and Mr. Ralph 
Turkel will gladly give you any informa- 
tion required in Boston at the Statler 
Hotel, and at Chicago at the Stevens 
Hotel, Rooms 2219 and 2220. 
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Koh-i-noor Jewel Clasp is or- 
nament and fastener in one. 
The ornamental part is inserted 
into and fits any buttonhole. 
The ball and pin takes the 
place of the button. If adjust- 
ment is necessary, the ball part 
is clipped off with a nipper by 
placing one jaw between shoe 
and ball part, and the other on 
neck of ball part, as illustrated. 


Only a pin hole will remain in 
the shoe. 











To attach a new ball part, the 
pin is pushed through the tab 
from the inside where desired 
and the ball is then placed on 
the pin point and both pressed 
together, as illustrated. 














To adjust the buckle nothing 
has to be done with ball part, 
simply loosen strap and move 
to the correct position. The 
twin lock holds the buckle on 
the strap firmly. 

















WALDES KOH-I-NOOR, Inc. 


World’s Largest Snap Fastener Manufacturers 


LONG ISLAND CITY 


NEW YORK 


eg. US. Pat. Off. 
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A New Move... 


Usually signifies a good move and results 
in doing things better, and an improvement 


A Push p> Profit 


is easy with our “REEL-EZY” line as it em- 
braces the latest in Felts, Lounge, Cuffs, 
Boudoir, Mules, Satins and Brocades. 


“REEL-EZY” models are designed to 
appeal to those who appreciate value, color, 
quality and comfort, and provide you with 
real ammunition for putting on “A PUSH for 
PROFIT” campaign in your store during the 
holiday season. 











Latest Ideas . . 


are smartly perfected in styles 

for women and men under 

the trade mark name, 
“REEL-EZY.” 





in both quality and 
service. That is why 
we are moving to 
Worcester, Massa- 
chusetts in January. 
1929. 





T Boston Shoe Fair, Hotel 
ler, ee 


5 








Sp 


20 West 22nd Street 


NEW YORK 


Our New Business Home After January Ist. 


in which we will make hard sole slippers in addition to the lines 
we now manufacture. 
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LEON WEI L. LENG. 


‘Wh47 west 34 STREET. NEW YORK 
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eS od F will be a privilege always to 


| welcome you to our new factory, 
sales salon and executive offices 
which we are indeed pleased to 
announce have just been opened at 


735 Lorimer Street, Brooklyn, N. Y. 


At the N.S. R. A. Convention in 
Chicago Andrew Geller shoes will 
be exhibited in Room 818A, 819A 
and 820A Hotel Stevens. Here will 
be shown new creations in foot- 
wear as brilliantly smart and orig- 
inal as everyone expects of shoes 
originated by Andrew Geller, 


Andrew Geller 


- « Exquisite Footwear .. 


SY : 





SEE RE hea \ 
BRREBanaa 
BRR RE LEEe 
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MAKE THE SHOW PAY BIG 


- #2 


EXTRA VALUE 
\ THRU , 


QUICK SALES 


See Us at the Stevens 


Five Sample Rooms 


502-504-505-507-509 
DURING JANUARY 7-8-9-10 
FIVE CENTERS 


OF SUCCESSFUL STYLE 
THOUGHTS FOR SPRING 


A Truly Inspiring Array 
of Men’s and Women’s Welts 
Attractively Priced 


Diamond SfoE€- 


139 Duane St., New York 
All Factories: Brockton, Mass. 








LOOK US UP IN CHICAGO 
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Many of the country’s finest 
shoes manufactured by the 
foremost of makers displayed 
ome at Boston and the N. S. R. A. 
A very beautiful bow that will Convention will be embel- 
lished with Vanity Orna- 


ments. 


enhance the finest of shoes— 


made in any conceivable com- 








bination of leather or material Ask your manufacturer to 
show you our new spring 
creations. 


piped with wire beading. 


1261 ATLANTIC AVE., BROOKLYN, N. Y. 








FOR WOMEN’S HIGH GRADE TURN SOLE 
MULES and D’ORSAYS 


See the PARISTYLE Line at the MORRISON Hotel, Chicago, Ill. 


tm Se A 


The Paristyle line of high grade turn sole mules and d’Orsays 
will be on display during the N. S. R. A. show at the Hotel 
Morrison. Mr. George E. Briggs and Mr. Jos. G. Maroon will 
be in attendance. 


PARISTYLE FOOTWEAR MFG. CO., Inc. 


FACTORY AND SALESROOM 


40-46 WEST 25th St. NEW YORK CITY 
BRANCH OFFICES 


CHICAGO PHILADELPHIA DENVER 
218 S. Wabash Avenue 119 So. 4th Street Albany Hotel 
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EDUCATOR DEALERS ENJOY ALL 
ADVANTAGES OF GROUP BUYING 




















Core relation of this company with the 
dealers in Educator Shoes is in prac- 
tical effect that of a very close and very real 
copartnership. 

It is the policy of this company to give 
Educator dealers the benefit of every saving 
that may be gained through expert buying of 
raw materials, through the use of the most 
modern factory methods, through production 
on the basis of volume. 

The theory upon which this policy and the 
Educator plan of distribution is based, is that 
all Educator dealers, by the fact of their taking 
on the Educator proposition, become an organ- 
ized group which, ; to the concentration of 
their purchases on Educator Shoes, thereby 
enjoy the advantages of group buying. 

These statements prove 
themselves in the conscious- 
ness of every practical shoe 
man who sees the Educator 
line and learns the Educator 
prices :— 


“-DUCATOR 
SHOES 


Not only are Educator dealers in an advan- 
tageous economic position, but they are dis- 
tributing a product which is unique in the shoe 
industry. 

First, because it combines scientific orthopedic 
principles of shoe design with every desirable 
and attractive style feature. 

Second, because there is no shoe made that 
gives greater intrinsic shoe value for the price 
asked. 

Besides the proposition and the merchandise, 
the Educator dealer is backed by national ad- 
vertising and sales promotion material of out- 
standing quality. 

Look into the Educator Franchise Agree- 
ment. Exclusive sales privileges for authorized 
dealers. An opportunity that is uncommon in 
the shoe business. 

If you are a_ responsible 
dealer we suggest you write 
us at once for exclusive fran- 
chise. A few territories are 
still open. 


EDUCATOR SHOE CORP. of AMERICA 


225 West 34th Street 


New York City 


© 1929, E. 8. C. of A. 


Visitors to Chicago may see complete line of Educator Shoes at 410 Security 
Building, 189 West Madison St. Mr. Frank Kramer, Western Representative 
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B. Friedman Shoe Co. 


PRESENT 


The Big Feature for 
Spring and Summer Selling 


IMPORTED 
SANDALS 





No. 5006—For January and February Delivery 


5001—White with Patent....... ee 
5002—White with White... + neo 
5005—Natural with Blue................... 2.85 
5006—Natural with Red....... itipeae ae 
5007—Natural with Brown.................. 2.85 
5008—Natural with Green.......... ee 
5009—Cream with Black....... aa = «the aoe 
5010—Brown with Natural + eae 
Ss Sn 2 





No. 5021—For March Delivery 


5020—Cream with Brown ................. . $3.50 
5021—Cream with Red ............. , h. a 
5022—Cream with Light Blue .............. 3.50 
~ 
zEs7T. B 7880 
The Right Shoes on Jime 
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THANKS-- 


OU have made the 
move to larger quar- 
ters possible for us, for 


which we thank you. 


At 96 Fifth Avenue, our 
new address, we have many 
improved facilities with 
which to meet the growing 
demand for our exclusive 


ornaments in 


Leather Beaded 


Satin Rhinestone 





Buckle Fillers Bridal Rosettes 


Kowal Ornament Co. 


Manufacturers and Importers of 
Bows and Ornaments 


96 Fifth Ave. 
NEW YORK CITY 








9090900009000 





10909090900 
—-— Icon 








_>* 


f 109 READE ST. NEW YORK CITY 


sO ICICI 
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In any setting, and in any company, 


BOND SHOES 


register that indescribable “IT” that 
commands admiration and selling. 


In the Bonn line for Spring there 
are many new innovations that 
sparkle with the warmth of exclu- 
sive, colorful ideas. 
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y On the runway 
4 and in Suites 1800-01-02-03 
y HOTEL STEVENS 
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CHICAGO 


Notice our showing and you'll know 
re “Tas 


‘ 
~ 


A) 
: 


Bond Shoe Co. 


Manufacturers and Wholesalers of 


LADIES’ STYLISH FOOTWEAR 
132 Duane Street New York 


, j=» ~{ 


Ln I LEE OD A ALND IN re RENE Ne 


Factory: Lynn, Mass. 
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F@-i 
Merriam chit. 


dren’s shoes are fin- 
ished as carefully as 
high grade shoes for 
men and women. Send 
for samples and note 
the perfection of de- 
tail. 


-@4 

















This BLUCHER Boot |\ 
8 12 at $2.60 


NE style which the trade has fastened upon with particular zest 

is this plain toe blucher boot. In sizes 5—8, B, C, D, E, and in 

Coffee, Maple, Smoked Elk, and Patent it is $2.25. In the same 

leathers and widths, but in sizes 81,—12, the price is $2.60. 

The style is also made in White Elk at $2.35 and $2.75 and in genuine 
White Buck at $2.75 and $3.00 


This “in-stock” shoe is proving one of the fastest moving numbers we. 
have produced in more than 50 years of children’s shoe manufacturing. 


Samples on request 


H. W. MERRIAM SHOE CO. 


Cradle to College Shoes 
Newton, N. J. 
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ANNOUNCING 


A NEW POLICY 


BATES-DOW CO.,, INC. 


Makers of Betty Shoes 










INVITE YOU TO INSPECT OUR 
NEW LINE, WHICH WILL BE ON DISPLAY 


CHICAGO N. R. S. A. CONVENTION 


HOTEL STEVENS 
January 7-8-9-10 

Suite Mr. Chas. L. Smith 

721A-722A-723A Mr. Chas. R. Caldwell 


On Display Martinique Hotel, New York, After Jan. 11th 


RE-ORGANIZATION 


New Sales Plan— 
New Lasts — 

High Style Patterns— 
Newest Materials— 

A Merchandising Idea 
Worth Analyzing— 


aes Dou Company 


'NCORPORATED 



















MAKERS OF 


Betiyellppers 


70 Washington St., Brooklyn, N. Y. 















SE 
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HECHI’S NEWEST TRIUMPA 
IN NOVELTY LEATHER I8 


at the, 
CHICAGO SHOW 


See the Hecht display 
at Booth No. 134 or 
Rooms 818, 819 and 
820 at the Stevens 


Shoe by 
SEYMOUR TROY & CO., Inc. Hotel. 


is a pattern typical of this jazz-mad 


age. It will sell—and how ! 


HE spirit of f _ 

ee nn eee There’s a carnival of profits for the 
balloons and baubles— fun and 
shop that plays Carnival properly! 


frivolity —insouciance—these and more 
Ask your manufacturer to make it 


are the spirit of Hecht’s new novelty , 
up. You'll want it at the very front of 
leather—Carnival. 


our Spring window display. 
You’ve never seen it before! Nor y Nites Pv 


Samples? Ofcourse! Send for 


have your customers. Carnival is bril- 
them today. 


liant—_while most leathers are dull— 

P. S. CASANOVA and MALJA—each a dis- 
; tinctive and totally different grain going big now. 
played to a fare-thee-well. Carnival Mit tn sae ti matiies. 


now while most leathers have been 


F. HECHT & COMPANY, Inc. - 10 SPRUCE STREET, NEW YORK CITY 
World’s Largest Distributors of Novelty Leathers and Alpina Genuine Reptile Skins 
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BROOKLYN’S 


Greatest Line of 


$40=-12.30 RETAI 


; SEE THE COMPLETE LINE 


IN CHICAGO 
Rooms 718A-719A-720A 
HOTEL STEVENS 


U Badd 
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TERS 
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AC 


MAGNUS OPUS 


RAISON D’ETRE 








BEKER &- FRIEDMAN, INC. 


25 LAFAYETTE ST., DROOKLYN , N.Y. 
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IMPORTED WOVEN 


i | 
Rivideau a) 


Sandals 


SANDALS 


American Lasts — American Sizes 


EXCLUSIVE WEAVES 
FROM FRANCE AND AUSTRIA 









The Carreau 





‘om our 
French line 





SEE OUR DISPLAY BEFORE 
YOU BUY FOR 1929 AT 
HOTEL STEVENS jane 
ROOM 737, made in Austria 
CHICAGO 


Straight soles and moulded soles. Price 


ranges for every grade. 


E. BANDLER & CO. = x8igpen 


Showrooms for Imports: 538 Marbridge Bldg., 47 W. 34th St., New York City 
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BOWS - BOWS - BOWS 


WE HAVE EVERY DESCRIPTION OF BOWS ALL NEW 


Leather — Rhinestone — 
Beaded 











Available in every comestvatie 
Compare Our combination of leathen 


Bows and Prices 











Prompt 


Available in every conceivable Deliveries Available in eve cone a able 
of s combination a leather. 


H. @ E. LEATHER PRODUCTS 


16-18 WEST 22nd STREET “3 2 “ NEW YORK 








. 
—=_x 


ax 
x 


» 














8 as = = 3 —_ 








* 
6 
" 








=x 
=! Er —— _— — -_— 


1 



























a a a a ae 





















aan Fz 








BOOT AND SHOE 





RECORDER 








CECECLLLGLEULULY 





ren 


He 






19/8 





The Garofalo Pump a product of masters in 
shoe craft ig made up in Black Satin, $5.85. 
It can be made in any conceivable combina- 
tion of leathers—19/8 and 17/8 heel. 


The Garofalo. Pump is not an 
ordinary step-in pump but is a 
product of distinction that only 
comes with that background of 
fine shoemaking which is en- 
joyed by the Garofalo Brothers. 
Special Grading of patterns is 
the secret of the excellent fitting 
qualities that super-critical shoe 
men everywhere attribute to this 


pump. 


Emil Garofalo will be located at the 


MORRISON 


Hotel during the Chicago Shoe Convention, 
Jan. 7-8-9-10th, with a complete line of new 
Spring samples. 


If you are interested in featuring in 
your store an excellent fitting pump, 
which can be retailed at a fair price 
that will enable you to enjoy a nice 
profit and build a real business for you, 
please write for samples. 





Eon 
MFRS OF HIGH GRADE 
LADIES FOOTWEAR 


58 Walton St. Brooklyn, N. Y. 











BEBE BBBBDBBED 


_If you keep down your pur- 


















Aviation 
¥ The Brand . 
Field the‘qaay Hunting 


At Your Call 





The Aviator Boot 


IS THIS OF IN- 


The largest stock in the 
TEREST TO YOU? 


world of wanted styles. 


If you can do a maximum 
business with a run of sizes 
which can be filled in as 
sold. 


IS THIS OF IN- 
TEREST TO YOU? 


Is THIS OF IN- 


chases to the minimum with- TEREST TO YOUt 


out losing a sale. 


If you are not overstocked 
with slow selling sizes and 
styles. 


Is THIS OF IN- 
TEREST TO YOU? 


If so write for our IN-STOCK catalogue 


which will solve your Boot problem. 
Exceptionally attractive display cards fur- 
nished on request. 


COLT CROMWELL CO., Inc. 
New York, N. Y. 
Established 1899 


1239 Broadway 
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Norwegian Calf Golf Oxford by 
Nunn Bush & Weldon Shoe Co., Milwaukee 


STYLE and Quality 
rule the Kingdom of Foot- 
wear .... Both are inherent 
in Gallun’s Norwegian Calf. 


A. F. GALLUN & SONS CORP. 
MILWAUKEE, WIS. 


GALLUANA 


Mn ers = Ttiewee 
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Stock No. 237 (Princeton last) is 
advertised to more than 3,000,000 


A men in The Saturday Evening 
= Post, Janua’ 19th, and Vanity 
> F Fair for February. Order from 


stock now, and feature this model 
P in your windows and newspaper 
advertising during January. 
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“KEEPS THE FOOT WELLE” 


The New Profit-Making 


Strategy in Shoe Merchandising 


A great national advertising campaign 
for the Arch Preserver Shoe is focused 
upon certain smart styles that appeal 
to men. The same styles are featured 
throughout all of the local dealer selling 
helps—newspaper advertising, store and 
window displays and local mailing pieces. 
Therefore, every national magazine ad- 


vertisement for the Arch Preserver Shoe 
is an advertisement for every Arch Pre- 
server Shoe Dealer. Think of such an 
efficient presentation of the only shoe 
that COMBINES brilliant styling with 
incomparable comfort. Never before 
such a shoe—never before such a fran- 
chise. 
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E. T. WRIGHT & COMPANY, Inc., 
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AT THE 
CHICAGO SHOW 
HOTEL STEVENS 


AT THE 
BOSTON SHOW 
HOTEL STATLER 


JUSTWRIGHT 


the stock shoe that solves 
your fill-in problems 


Here’s a good shoe that sells. It has 
“that $12 look!” It is styled well 
and made well—coming from the 
same shop that produces the Arch 
Preserver Shoe. And you can get 
the JustWright Shoe WHEN YOU 
NEED IT. Shipments made from 
stock; no delays; full range of styles 
available at all times. Another big 
advantage is that you can buy the 
JustWright Shoe either branded 
or unbranded. Good shoes and 

good service—send a trial Pi . ) Pie 


Plump Upper 


order for the JustWright. cn Fick. teary Single Bole. 


Stock No. 37!. Same, in 
Imported Black Calf. 


SSSSSSSSSSSSS 
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ROCKLAND, MASS. 
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SETON LEATHER CO. NEWARK N. J 
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(More 


GOOD SHOES 


frm 
AU IBUIRER 


MAINE 


\ The record for 1928 is 
\\ nearly complete—a 


strong advance over 


1927. 


1929 finds Auburn, 
Maine, well and soundly 
prepared for still further 
improvement, growth, 
progress and service to 
shoe merchants. 
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MORE GOOD 


i @©¢@ @ 

The consolidation of the Ault-Shackford Shoe Company and 
the Wise & Cooper Shoe Company of Auburn, Maine, unites 
two long experienced, successful organizations, completely 


equipped to produce women’s smart welt footwear to retail 
from $5 to $8.50. 





© @ @ 


The officers of the Company are: President, Charles Ault; 
Vice-Presidents, Fred W. Small, Richard P. Boothby; Treas- 
urer, L. B. Shackford; Assistant Treasurer, Harold Cooper; 
Directors, the foregoing and A. Davis Estabrook, John H. Cross 
and Andrew P. Murphy. Mr. Cross is Superintendent and Mr. 
Estabrook, Sales Manager. 


Booth 143—N. S. R. A. Convention 
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AULT: SHACK 


WISE & COOPER 
WOMER’S SMART WELIS 


THE AULT=-SHACKFORD LINE 


é Sessarty styled, in the modern manner, the line of 

Lightwelt ““Ann Elise’’ footwear is designed to meet the most ex- 
acting requirements of shoe dealers in the $5 to $6 retail grades. The 

quality of shoemaking and materials is unequalled anywhere, in these grades. 


The “Ann 
Elise’ and Wise 
& Cooper Foot- 
wear lines are 
carried in stock 
at Auburn and 
St. Louts. 
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IBorH Lines ARE CARRIED I~ STOCK 
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FROM AUBURN MAINE 
EN We Nw We We Wy NOW NNW We 


FORD SHOE CO. 


DING 


SHOE COMPANY 
TO RETAIL FROM $3—$8.-50 


THE WISE & COOPER LINE 


Tee Wise & Cooper Fashion Welt line is created to 
retail from $6 to $8.50. For over 45 years this line has 
held a high reputation for exceptional quality. “Styled to 
Satisfy’’—the most discriminating modern demand in this price range is met. 


© © ¢ 


Both of these The policy of this Company is to produce and distribute foot- 
lines will be wear of unequalled value in its price range, assuring retailers 
shown at the big rapid turnover and good profit; and to do business on principles 
t rad e€ conven- of honor, reliability and square treatment. 
tions at Boston, 
Chicago and 
Philadelphia. Traveling representatives of the Ault-Shackford Shoe Company 
with new styles of both lines, in all wanted leathers and colors, 
will cover the entire country beginning January first. Dealers 
| WEL? ; 
aR: A interested in remarkable values, up-to-the-minute styles and 
ray S aE Chee : 
= W o prompt service will gain an advantage for themselves by examin- 


©¢ ¢ 


eS 
Js Vv oS ing both lines. 


Booth 143—N. S. R. A. Convention 


Kk | AT AUBURN, MAINE, ST. Lous. Mo. 
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ror hylactie 
shoe 





We call them “Prophylactic” shoes because 
they are modern shoes expressly designed 
and made to prevent troubles commonly 
caused by footwear, to preserve the youth- 
fulness of normal feet, to please your cus- 
tomers, and produce retail profits. There’s 


o. 5 
Shown in r window this smart 


a place for them in your business. one-nrap will aitract” welt dfesed 


women—14/8 heel—in_ p 
Modern Prophylactic. 
B, C, D. Priced at 


Genuine “turn” shoes, light, flexible, ex- 
pertly fashioned with cottage shanks by 
specialists who have attained national 
leadership in turn shoe _ production. 


SALES! 


Made with Co-ordinated-Lasts-and-Pat- 
terns and every shoemaking improvement es... 


simplicity and charm—13/8 heel— 


to give glove-like fitting for normal feet, in Buby Kid’ or atont it's a Mod- 
even in the end-sizes. SALES! rn ey 


Source of correct posture as well as 
charming style. From their supple sup- 
port comes habitual ease and satisfaction 
for women purchasers. HENCE MORE 
SALES! Ne. 181 


An exceedingly chic three-eyelet 
~~ Gon ib ine to 
2 4 » u 
Every Prophylactic number is a HIGH STYLE shoe petent—e Stedern Poechelactio amu 
. po. A. B, Cc, D. Priced 
a 4. e 


AULT-WILLIAMSON SHOE COMPANY 


Turn Shoe Specialists 
Factory and Eastern Sales Division: Auburn, Me. 


Central, Western and Southern Sales Division: 416 N. 12th Street, 
St. Louis, Mo. 


See the New Samples 
N.S.R. A. CONVENTION 
EXHIBIT 143 
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This Company is in every respect much better 
equipped than ever before to serve retail shoe 
merchants. 


1928 has been a year of steady improvement in 
our production and distribution facilities, meth- 
ods, systems and efficiency and in the Quality, 
Fit and Style of our merchandise—a new, finer 
and higher standard has been attained. 


Our Service Bureau for Retailers, established in 
1928, offers a new, comprehensive, practical ser- 
vice of co-operation to our customers, to their 
profit and advantage. 


Our two great In-Stock Departments, at Auburn, 
Maine, and St. Louis, Mo., have reached a new 
point of efficiency and rapid service. 


Our National Advertising Campaign for 1929 is 
on a much more extensive scale. 


1929 finds Ault-Williamson READY to serve re- 
tailers promptly, efficiently, co-operatively, as 
never before. 











AULT-WILLIAMSON NEVER SO WELL EQUIPPED 
TO SERVE SHOE MERCHANTS 


Improved Production 
Facilities 


Better Merchandising 
Finer Fitting Qualities 


Closer Co-operation 
with Customers 


More Extensive Na- 
tional Advertising 


The A-W Keynote for 
1929: Intensive, Prac 
tical Co-operation with 


Retail Shoe Merchants 


MEET US AT THE N. S..R. A. CONVENTION--BOOTH NO. 143 
































Boot and Shoe’Recorder, December 29, 1928 226 


Eastern Sales Division and In-Stock Department at Auburn, Maine 
Factory at Auburn, Maine 











FROM AUBURN MAINE 
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AULT-WILLIAMSON SHOES NEVER SO FINE IN 
QUALITY AND FIT 


Co-ordinated Lasts and 


Patterns CONSTANT COMFORT and MODERN PROPHYLACTIC 


Shoes are better than ever! Matchless in their 


Finest Possible Fitting grades. 


Every pair of these shoes is made 100% on the 
Better Shoemakin new Co-ordinated Last and Pattern System, 
IJ adopted by Ault-Williamson in 1928—providing 


‘ a vast improvement in fitting quality and appear- 
Advanced Styling ance, in every size and width. 


Better Merchandise Our shoes, made to a new and finer standard, 
d Merchandisi constitute a well-balanced _line with solidity, 
a en ee beauty, comfort, wonderful fit—and salability! 


Dealers always have made money on A-W foot- 
wear, and avoided inventory depreciation and 
losses. 


’ , Dealers who concentrate on our shoes, and per- 
Co-ordinated Lasts and sistently and consistently push their sale, will 
Patterns Adopted PROFIT! 

( C/ ° y J 7, 

) Wy o for Constant We reaffirm our policy: Never to reduce quality 
Comfort and Modern or standards, and always to adopt every sound 


Prophylactic Shoes improvement in manufacture, quality, distribution 
and service to dealers and wearers. 


MEET US AT THE N. §, R. A. CONVENTION—BOOTH NO. 143 











Western and Southern Sales Division and In-Stock Department 
416 North 12th Street, St. Louis, Missouri 
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mM ORE GOOD SH OES 
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HROUGHOUT 1928 NS 


Auburn, Maine, in- 
creased in prestige 
as an outstanding 
shoe manufacturing center and 
in volume of footwear here 


produced. 






























Nearly 10,000,000 pairs of 
good shoes were made in Au- 
burn and Lewiston, its sister 
city—a substantial gain over 
1927. 









In the past year there has been 







a steady and pronounced im- 
provement in the quality and 
grade of Auburn, Maine, shoe- 





making. Today our shoes are 






sold in every city and com- 









munity in the land—in the 
best retail outlets—at good 
profit to merchants—with sat- 
isfaction to wearers. 






BETTER 
FITTING 














AUBURN IS READY FOR 1929! 
AXYANAWAWANANANAWANANANF 
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FROM AUBURN MAINE 
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Equipped with:— 
—Three generations of shoemaking experience 
—Fully adequate resources and facilities 


—An abundance of operatives—trained, 
experienced, skilled, interested, con- 
scientious, intelligent, thrifty, home- 
owning American citizens, with pride in 
and appreciation of their steady employ- 
ment, their product, their firms and 


their communities. 


—Executive management vested in men of 
high ability who do business on honor 
and who understand and recognize the 
needs and demands of modern shoe 


merchandising and manufacturing. 








MEMBERS OF AUBURN SHOE MANUFACTURING ASSOCIATION 


Androscoggin Shoe Company H. G. Lumbard Shoe Company 
Ault-Shackford Shoe Company Moran-Herman-McManus, Inc. 
Ault-Williamson Shoe Company Munroe Shoe Company 


Barker Shoe Company ' 
Cushman-Hollis Company — S. Coden” (Div. of U. S. 


Dingley-Foss Shoe Company Wood & Smith, Inc 


Field Bros. & Gross Company 
LEWISTON, MAINE 
Holmes-Terhune Company Ellis-Eddy Company 


AYA WAAR AWA WA WA MA WA MAW 
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TRIANGLETTE 


CUSHMAN—HOLLIS 
COMPANY 


Salesrooms, Albany Bldg., Boston 
Factory at Auburn, Me. 


AT CHICAGO 
Hotel LaSalle 


Rooms 1608-9-10-11 
LR 
ee NNO 
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AND DISTINCTLY MODERN 


The Cushman Hollis Company again accents 
its position among style heralds by blend- 
ing the new spring colors with that lat- 

est sparkle of modernist fancy— 
Musliner’s Bohemian calf design, 
illustrated in three different 

models. 


The fourth model shown 


is the Lacette, a tear 
drop tie in French 
Beige Kid. 


BAYAN AWARKAIANANAMAUAMANWF 
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MORE GOOD SHOES 
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No. 9—The “Fay” Model in 
White ices with White Lizard Trim 


r the spirit of cooperative service that pervades the holi- 
day season, we wish to thank our friends for the business 
they have given us and to pledge our best efforts during the 


coming year. 
A welcome awaits visiting buyers at 


54 LINCOLN ST. 


te 


In attendance: 


GEORGE L. STANWOOD 

J. CHARLES STEDFAST 

CHANDLER F. BEARCE 
IRVING G. McKENNA 


Sd 


DINGLEY-FOSS SHOE COMPANY 


Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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TURNARCH SUPPORT! | 
ae wan 
REG.U.S. PAT. OFF. t 


HY not let us send you name of your nearest fac- 
tory distributor of this splendid line of Genuine 
Hand Turned “Turnarch” support shoes? 


There are thirty-five of these distributors located in differ- 
ent parts of the United States, the closest one of which can 
give you over-night service on this safe, staple line of heavy 
sole Genuine Hand Turned shoes manufactured in Au- 
burn, Maine. 








H. G. LUMBARD SHOE CO. 


AUBURN, MAINE 


Boston Office 
54 Lincoln St. J. D. LUNN 


BAY\AXVAWAWAWA WA WA WA WA MA WF 


W. O. STEVENS 


233 Boot and Shoe Recorder, December 29, 1928 











a 4 bb & & be bp be be te te te te te te he he he he he he 




































LA AAA 
IOV OC TOC Orr ere ULL VV VV VV VvVV~ 


rv 
ih hit ht Lb bb bb hn hhh hb bb dbs oe 


\AAMAMAbA hhh he hh 


Bl i i Ml A i Ml Ah i nM in th hb hn i i i 

















Ahhh hhh hhh 


OUR New AUBURN HOME 


Auburn branch office of the United Shoe Machinery 
Corporation is now located at 108 Court Street. This 
branch, like all others, is very complete and admirably 
adapted to meet all the requirements of shoe manufac- 
turers, to whom we extend our best wishes for 1929. 














UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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BODY BALANCED 
SHOES | 


IN THE NEWEST 
PATTERNS AND 
MATERIALS THE FOLLOWING FACTORY 


WILL BE REPRESENTATIVES OF 
BODY BALANCED SHOES 


DISPLAYED Oe acer 
AT CHICAGO TO WELCOME THEI 


JANUARY 7-10 E. H. (Bob) Moody 
(South West) 


HOTEL STEVENS gas 
ROOMS H. A. Sublett (Pacific Coast) 
1004 A Charles Marks (South East) 
1005 A Frank M. Bohr (Vice President) © 


1006 A 















































Men’s Goodyear Welt Sport Ox- 
ford. White Elk with Black Dik 
Trim, Gristle Sole. 

In Stock, 6 to 11 D. 

No. 1484WG—$4.90 

As above except for Women. 
In Stock 2% to 8 ©. 


Boys’ Lace to Toe Scout Shoe. 
Made from Smoked Elk with Elk 
Sole. 

In Stock 2% to 6 E. 

No, 1078Y—$1.70 

As above except for Youths. In 
Stock 12 to 2 D. 


a 


No. 595—85.70 
The famous Bass Leather Top 
Rubber. Top Brown Waterproofed 
Chrome, Converse Rubber. 
In Stock, 6 to 11 F. 


No. 37 


No. 4629—87.60 


Men’s De Luxe True Moccasin for 
Golf. Made from Imported Scotch 
Grain, Leather Sole with Spikes. 
In Stock, 6 to 11 D. 


Outdoor Footwear 
IN STOCK 


for 
MEN, WOMEN AND CHILDREN 


HE Bass Line for 1929 is out- 

standing in the history of this 
solid Maine concern whose prod- 
ucts have been recognized for their 
quality of materials and workman- 
ship for 53 years. 


Besides inherent Bass quality the 
1929 line is superior in finish and 
has the snap and style so necessary 
in today’s footwear. 


Added to this Bass National Adver- 
tising will be conducted on a larger 
scale than ever before. 


For a profitable line of authentic 
Sports Footwear carry Bass. Write 
for complete In Stock Catalog and 
full information today to 


Dept. B 


G. H. BASS & CO. 
WILTON, MAINE 


No. 638W—$4.65 
Smart True Moccasin Sport Ox- 
ford for Women. Cork Color Blk 
te Tan Elk Trimming, Gristle 


e. 
In Stock, 2% to 8 B, O, D. 
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No. 8830W—$4.00 
Women’s Smoked Elk True Mocca- 
sin Camp Oxford, Gristle Sole. 
A big seller. 

In Stock 2% to 8 B, C, D. 


No. 830M—$3.50 
As above in Misses’ Sizes. In 
Stock, 12 to 2D. 


No. 920 4%.—$3.35 
Popular Men’s Outdoor True 
Moccasin Slipper with Sole. 
Made from Waterproofed Chrome 
Lea 


ther. 
In Stock, 6 to 11 EF. 


No. 900—82.50 
As above except without sole, 
These two styles are also stocked 
in Children's Sizes. 


No. 4876—810.25 

The Bass All Sport True Mocca- 
sin 14-inch Boot. Waterproofed 
Chrome Uppers, Double Water- 
roofed Sole, Patented Bass Two- 
lay Hand Seam, 

In Stock, 6 to 11 EE, in several 
heights. 


Oh 6h 6 Eh ee - = 
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Special New England Section 


HE New England Shoe and Leather Association 

in an announcement to the trade, states that New 
England, as usual, will be well represented at the Annual 
Convention of the National Shoe Retailers’ Association, 
to be held in Chicago, Jan. 7-10. There is one of the two 
outstanding yearly events in which the entire shoe and 
leather industry of the United States is interested, the 
other one being the Annual Boston Shoe and Leather 
Fair, in this city, sponsored by the New England Shoe 
and Leather Association. 

The New England group of exhibitors, as heretofore, 
will have a special section in the exhibition hall at the 
Stevens Hotel, and it is expected that approximately 
fifty concerns will be represented. The majority of 
these, of course, will be shoe manufacturers, and there 
will be a liberal sprinkling of the allied trades. The New 
England delegation will be represented by a special com- 
mittee, one of whose duties will be to direct the work 
of advertising to the several thousand retail shoe mer- 


chants attending the convention next July’s Boston Shoe 
and Leather Fair, and to extend to each and all of them 
a cordial invitation to attend this big and colorful trade 
event. 


LABORATE transportation arrangements have been 
made in connection with the January Convention. 
The Boston & Albany Railroad will again run its “Shoe- 
men’s Special,” constituting a special section of the ““Wol- 
verine,” and leaving Boston on Saturday, Jan. 5, from 
the South Station, at 3:15 p. m. The general gayety of 
the trip will be enhanced by the presence of the “Pull- 
man Entertainers,” a quartet of porters who made such 
a hit with the New Englanders last year, and who again 
will accompany the “Shoemen’s Special” to Chicago. 
The management of the Boston & Maine Railroad also 
has arranged for special cars on “The Minuteman’’ and 
other trains over its system, and Convention rates on the 
certificate plan will be in effect on both systems. 


Ts Buying Bunk—or a Science? 


[CONTINUED FROM PAGE 93] 


fluenced ninety per cent by knowledge of fashion fact, 
and I give ten per cent to the rest. Give me some sea- 
sonable weather and I will show you a big colored shoe 
business. Why? Because it is in the fashion mind.” 
Judge: Here is a merchant who ventures big and 
true. He has the courage to throw away preconceived 


ideas, prejudices and notions, if he is satisfied that the 
public wants shoe style for garment style in harmony. 

S. A. Schulein of M. & S. Schulein, Spokane, 
Wash., “thinks buying is influenced sixty per cent 
by knowledge of fashion fact, thirty per cent by 
previous experience, and ten per cent by intuition.” 


[CONTINUED FROM PAGE 95] 


By studying this “On Order” chart and taking into 
consideration the stock on hand he can decide quite 
accurately just what styles are needed to round out his 
stock into proper proportions as regards the four all 
important features, colors, heels, patterns and prices. 

He will notice that his $7.50 shoes need more high 
heels, and the other two price divisions need medium 


heels. His $7.50 high heels are nearly all pumps, so 
he needs straps and ties there, but he is short of pumps 
in the low heels. 


OOKING over the total pairs of each color he will 
try to decide whether the proportions are correct, 
probably concluding that both the browns and patents 
are too weak unless he expects to carry over some good 
numbers in these units. He’ll need to look over his satin 
stock too. 


He will notice that his three high heel blues are all 
pumps, so he'll probably try to change one of them to a 
different pattern before it is cut. His eye will catch the 
glaring vacancy in the important $10 medium heel 
sunburn group, and right beside it he will see two high 
heel styles, both straps. Looks like a duplication. 
Maybe not. 


EEING so many 30 and 40 pair lots will worry him. 
He would rather buy 60 to 80 pair runs, but how 

can he and still show the variety of styles demanded ? 

In fact he’ll spend a day or more studying his chart 
and his stock. But what’s a day’s time compared to 
having an evenly balanced spring stock? 

The figures on the chart should be in pencil, being 
changed as each new order is placed. 
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QUAKER 
BROWNS 


Color 
Specifying these 
colors is like 1 0 
investing in 
Color seasoned 


22 securities 


QUAKER CITY MOROCCO CO. 
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2 to 3, or A to G 


TIMES TURNOVER 
ooo Which? 


Many stores do a big volume .. . . And few stores 
make a healthy net! 


The trick is to make a big volume yield a big net. 


How? 
Faster turnover! 2 to 3 times used to be enough. 
It isn’t now. 
Many dealers are turning their Queen Quality 
stock 6 to 8 times a year. 
You can, too, we think. We can demonstrate how. 
It won’t cost you a cent to listen. And you may 
lose something if you don’t. 

Show Rooms: 904 A, 905 A, 906 A, 907 A, 908A 

HOTEL STEVENS, CHICAGO 
During N. S. R. A. Convention, January 7th to 10th 








Sol 


THOMAS G. PLANT CORPORATION 


In-Stock Departments and Sales Rooms: BOSTON — ATLANTA 
Sales Rooms: CHICAGO, ILL., 209 So. State St. NEW YORK, N. Y., 908, 910,912 Marbridge Bldg. 
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tyle with the back- 
ground of the Hub 
Gore trade mark 
represents to the fem- 
inine customer all 
that is elite in foot 


dress ie os 


HUB GORE MAKERS 


Branch of EVERLASTIK, Zne. 
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OR 43 years it has been Stetson policy to lend 
be oe ac —_ to our dealers every possible assistance in shoe 
messages from sian 
noise Shoe merchandising. Today, more than ever before, the 
iny . _ 
resources of the Stetson Shoe organization stand 


squarely behind the dealer, large and small alike. 





Our radio campaign has made Stetson the best-known shoe- 
name in America, “the red and white Stetson Shoe Trademark” 
a household phrase, and the Stetson Shoe retailer an outstanding 
merchant in his community. 

Our modern economies of factory operation and rigid adher- 
ence to manufacturing and material standards have produced a shoe 
of unexcelled quality in lines made to retail at $12 and upwards, 
and at the same time absolutely unequalled in the mark-up oppor- 
tunities offered the retailer. 
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In-Stock Dept. 5 have. 


—climinated the necessity for gambling on styles, with, as has 





been so often the case, the attendant disastrous “unloading” of 


dead numbers 
—made it possible for the smaller dealer to carry potential big 


city lines on relatively small investments . . . 


—produced quick turnovers of retail stocks —in some instances 6 
and 7 turnovers a year. 


All this means Dollars for Dealers who take full advantage of 
Stetson Shoe opportunities. 





Stetson Shoe Representatives will be at 
Hotel Stevens, Rooms 5 39a ¢3 5 53a for 
the National Shoe Retailers Conven- 


STETSON SHOE COMPANY, INC. tion at Chicago iu January. We would 
LIBERTY SQU. ARE be glad to answer the inquiries of deal- 


ers of high standing in communities 


SOUTH WEYMOUTH, MASS. where the Stetson Shoe is not now on sale, 
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Winter Months are Banner Months 


for Sales of GRO-CORD Soles 


OST accidents in stormy 

weather are caused by slipping 
and sliding on slippery surfaces. 
Leather soles and heels invite this 
kind of accident. 


Falls usually cause bad injuries and 
broken bones. No such dangers are 
feared, however, by those who wear 
the standard safety GRO-CORD 
Soles. Tough cord-tire cords fused on 
end in real live rubber give a sure 


in the family can be supplied with 
GRO-CORDS for street shoes, sport 
shoes and work shoes. 


The process of construction of 
GRO-CORD Soles is fully protected 
by 11 patents. There is no other sole 
like it upon the market. The name 
GRO-CORD is stamped on the bot- 
tom of each genuine sole. Ask your 
manufacturer for GRO-CORDS. 
Winter months are banner months 


for Sales of GRO-CORD Soles. 


December 29, 192 


grip on slippery surfaces anywhere. 


Patented GRO-CORD soles consist 
of cord-tire cords fused on end in real 
live rubber. They are comfortable, 
stylish and long wearing. Everyone 


WARNING: Those per- 
sons iaftinging our patents 
or naming their product 
to mislead the public on 
the GRO-CORD trade 
mark will be prosecuted. 





We shall occupy 
Room 1303 at 
the Morrison 
Hotel, Chicago, 
— ja- 


tailers’ Conves- 
tion in January. 











HEAVY DUTY 
SERVICE SOLE 


This sole is designed 
for work shoes or for 
policemen or mail-car- 
riers. The cords on end 
protect against slipping. 


Cord tire wear 
in every pair 


LIMA CORD SOLE & HEEL COMPANY 
Dept. 1-A Lima, Ohio 
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SOLES 


— 


ALLIGATOR 


This attractive 
GrRO-CORD Sole 
for sport or street 
wearis made 
in sizes for both 
men and women. 
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FOOTWEAR 
GUILD, INC. 


Of the total number of Guild merchants enrolled when this adver- 
tisement was prepared (additional ones are signing every day) 
over sixty are rated from $25,000 to $100,000 and close to two 
hundred are rated better than $10,000. The franchise is still 


open in many cities and towns. 


If interested we will be pleased 


to give you personal attention at the following Shoe Style Shows: 


BOSTON 


CHICAGO 


PHILADELPHIA 








7th Annual 
BOSTON SHOE 
. STYLE SHOW 


HOTEL STATLER 
a 
2-3-4 
Booth No. 69 
Hotel Room No. 449 


Ask for 


GEO. B. HENDRICK 
J. E. HARVEY 

E. MARTINES 
PHIL. MAYO 

JOS. TRAVERS 


N. S. R. A. 

’ 18th 
Annual Convention 
HOTEL STEVENS 

JAN. 
7-8-9-10 
Booth No. 175 


Hotel Stevens 
Room Nos. 1404-A 
1406-A, 1407-A, 1408-A 


Ask for 


GEO. B. HENDRICK 
J. E. HARVEY 
PHIL. MAYO 

E. MARTINES 

H. M. BALABAN 

A. BAMBERGER 
JOS. TRAVERS 








M. A. S. R. A. 
15th 
Annual Convention 


HOTEL ADELPHIA 


JAN. 
21-22-23 


Hotel Room No. 816 


Ask for 


GEO. B. HENDRICK 
E. MARTINES 
PHIL. MAYO 
THOMAS FURLONG 
CLIFF. WARD 

A. BAMBERGER 

















If unable to attend, a postal card will bring a prospectus and a salesman without 
any obligation to you. 


THE FOOTWEAR GUILD, INC. 
IS 


Under Management of THE SHERMAN CORPORATION, Engineers 
With Offices in New York, Chicago, St. Louis, Cleveland, Boston, Toronto 
292 MADISON AVENUE 31 MILK STREET 
NEW YORK BOSTON 


ie a Li in Bin Bin Aa 
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of sports, 1928 is known as Olympic year. 

conquest, the spirit of the Olympic games, 

tphan ig sone 3h Under the patronage 

family, the games were revived in 1896, at 

. The ninth Olympics were held this year at Amster- 

dam, Holland. Track and field events have always made up 

the major portion of the Olympic games. Eight of these events 

were won this year by athletes from the United States. Eleven 

new Olympic records were made. As the games have grown in 
prestige, so they have grown in size, for the 1928 Olympics 

embraced practically every form of sport. 


o 


THE cnr ——— 101 TOE 


_— United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Complete line of samples dis- 
played 
during the 
National Shoe Retailers’ 


Convention 
at 


CHICAGO - JANUARY 7th to 10th 
STEVENS HOTEL 
Room 547 











a ALL our cus- 


tomers — and to all 
others who may be 
in Chicago during 
the Convention, we 
extend a very cordial 
invitation to come in 
and see us at The 
Stevens Hotel, 
Room 547. 























We extend a very 
cordial invitation 
to all buyers to 
visit us. 


M. A. Packard Company 


BROCKTON, MASSACHUSETTS 





During the 
National Shoe Retailers’ Association 
Convention 


STEVENS HOTEL 
Room 547 
CHICAGO - JANUARY 7th to 10th 


M. A. Packard Company 


BROCKTON MASSACHUSETTS 
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Profitable Service 


For over twenty years Dr. Scholl’s system of giving relief 
to foot sufferers has been in satisfactory use by leading 
shoe dealers throughout the world. 


The system embraces a definite foot comfort giving cor- 
rection for each trouble, enabling the merchant to render 
an honest, dependable service to his customers at a hand- 


some profit. 


Learn more about this Foot Comfort business. Feature it! 
Give your patrons relief, comfort—foot happiness! 


Visit our booth (Space 66) Main Exhibition Hall, Hotel Stevens, 
during the N. S. R. A. convention, January 7, 8, 9 and 10 


THE SCHOLL MEG. Co., Inc. 
Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller St., CHICAGO 


62 W. 14th Street 112 Adelaide St., E. 114 Giltspur Street 
New York Toronto London 


Branches in all the leading cities of the world 








SPRING - - 1929 


Will be on display during the Chicago Convention 


7 
MORRISON PALMER 


HOTEL 3 HOUSE 


ROOM 1029 ROOM 967W 


A. M. Statler 
Norman F,. Canty 


E. E. Snell 
P. E. Price 


MARION SHOE COMPANY 


MARION. INDIANA 












Black and Colored Patent Leather 


AND 


Colored Side Leather 


In All the Approved Colors 


BEGGS & COBB, Inc. 


Sales Department and Main Office 
76 South St., Boston 





ARTHUR S. PATTON LEATHER CO. J. BRAND & SON WM. B. HEALD 
1602 Locust Street 15 Spruce St. 305 W. Lake Street 
St. Louis, Mo. New York Chicago, IL 
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BOYS’ and LITTLE GENTS’ 


—FINE SHOES— 
IN-STOCK 


Eighteen years of successful shoemaking have resulted in a 
line of popular priced boys’ and little gents’ Welts and 
sei McKays that has met with approval throughout the country. 
These shoes are all carried in stock and you can be assured 
of immediate delivery on all shipments. Send for price list 


on these fast selling children’s shoes. 


SS SSSA 


SSS SSS SS 












SALESMEN 
Style 22 WANTED! 


Good reliable men wanted for 


A Gun Metal Oxford. this line in the following 


*_$2 States: Pennsylvania, Upper 
Boys . -65. New York State, Ohio, IIli- 
Youths’ —$2.50. nois and Texas. Send full 


Little Gents’—$2.25. particulars in first letter. 


HARRISON SHOE CO. 
EVERETT, 49 Paris Street ~ MASS. 
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*“CLEONE” pump with Marcasite buckle, 
representing old fashioned, one man, 


straight hand bench work. 











Beautifully wrought platinum, 


after all, is but the setting for 


M al ste rt id Ful the jewel. 


7 
Mocemaking 


So—the Cleone pump is an 


: 
| 
| 


adequate background for the 
Marcasite buckle, the quality 


note in shoe coloratura. 


aird Schober and Company 


Philadelphia, Pa. 
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SHOES 
MARK 


THE MAN 
—AND THE 


WOMAN 


Our pairage is increasing. 


Schmidt Galt Leathews add 


the essential values of style 
and quality to the shoe — 
giving distinction to a store 
selling such footwear’: -- 


In color, finish, fine grain 
and tight break, dchmidt 
Calf Leathers meet the mode 


May we send samples? 


(Carl €. Schmid? & (2 


DETROIT 
Tanners of the Schmidt Calf Leather 


Oo PRIZE 
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HIS window won the First 

Prize of $100 in the 1928 

Stacy-Adams Window Display 

Contest. The winner was 

Perkins-Timberlake Co., Wich- 

CUSTOM BUILT ita Falls, Texas, C. H. Aldrich, 
Manager. 


All over the country the interest 
of Young Men was concen- 
trated on Stacy-Adams Custom 
Built Shoes through the in- 
fluence of this competition be- 
tween window trimmers. 


And we help by carry- 
ing 14 styles In-Stock. 


by STACY- ADAMS 


COMPANY BROCKTON 


SHOES 


ait 











PER. RUM SINE Nie Be seperate 
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THE HOLDER THAT HOLDS 





















Vicrory Improved Buckle Holder 











WHY IT IS 
THE BEST! 


Until the “VICTORY” patents were issued, a detachable buckle holder 
was unknown and from the very start the “VICTORY” buckle holders 
were demanded by every up to date shoe store. 


Painstaking effort has produced in the new Victory Holder just the 
things both dealer and wearer have sought for. With the pin-like 
prong raised up from the under jaw and a nib projecting downward 
from the upper jaw you have a holder that cannot be accidently 
detached from the pump. Yet it is so made that both the buckle 
and the holder can be assembled very quickly. 

Plain pumps will sell big all next season—this means buckles, and 
to insure real satisfaction you'll need Victory Buckle Holders. Send 
for samples and name of nearest jobber. 








Infringers will be prosecuted. 


FLEMING & KEEVERS CO., Inc. 
NORTHAMPTON, MASS. 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 


When it’s quiet on the floor— 


“FLX UP* for Spring 


HERE’S always something that could be done— 
something that should be done—to make the store 

more attractive in appearance. 
As winter draws to a close and there is less trade 
on the floor, you have more opportunity to study the 


store from the standpoint 
of appearance. 

In doing this, study other 
stores—in and out of your 
own trading area. Care- 
fully go over them point by 
point, noting the design of 
the store front, of the win- 
dow back and display fix- 
tures, of the valances, drapes 
and decorations. 

If possible, the store 
should take on a new dress 
for spring—just as you want 
your public to do. And, 
even if you do not feel justi- 
fied in going to the expense 
of major changes, there are 
ways in which you can make 
minor changes loom up large 
in the public eye. 

The front of the store 
should have first attention. 
If there is room for im- 
provement in the design of 
the store front to put it 
out in front of competition, 
study all the good fronts in 
similar stores that you can 
see or get pictures of, look- 
ing ahead to the time when 
you can have a new front if 
it isn’t “in the cards” for 
now. 

In sizing up other win- 
dow backs, note particularly 
those that are of similar 
type or material. For in- 
stance, if yours is a stone 
effect, back with some sort 
of grilled gate or panel set- 
in; look at other grill work 
that might suggest an idea 
for a different gate or panel 
for your window. Changing 
the design and color of this 
one feature will impart a 
changed appearance to the 


so much the better. 








Jottings for January 


January 2-5 

A sale? Whether you are numbered with 
those who run one, or with those who don’t run 
one this week, remember that January is a mid- 
winter month, and take pains to impress people, 
through ads and show cards, that this season’s 
use for winter merchandise lies mostly ahead. 

Put your weight behind winter weights this 
month, to move them while the moving is good. 

When you cut the price on merchandise, don’t 
show any less respect for it on that account. It 
has points to commend it aside from price. Ad- 
vertise and display it in a way to make folks 
appreciate these points. 


January 7-12 

Change windows frequently. If you have a 
number of short lots to dispose of, set aside an 
easily accessible spot in the window for a unit 
trim of these and change the item as often as 
possible—preferably every day. 

Don’t be bashful about bringing winter weights 
to the front. They won’t be easier to sell later. 


January 14-19 

Why not put in a trim that’s educational with 
respect to the care of shoes? Make it in the 
form of an exhibit showing the application for 
the different eS of dressings that you have— 
the practical value of shoe trees—the wisdom of 
having extra laces on hand. Also demonstrate 
how interchangeable ornaments will alter the ap- 
a of a pair of shoes. You should have a 
igger business on these items. Ordinarily you 
sell them only to people who come into buy 
shoes. Now you should use these items to draw 
people in—and pave the way to shoe sales. 


January 21-26 

If the weather is appropriate, “overwears” 
should pull well about now. Show overshoes of 
all types, for dress and heavy duty. Also show 
overhose, oversoles and other kindred items. You 
may figure that these have “had their day” 
earlier in the season, but there are any number 
of folks who didn’t buy new ones this year and 
will need little urging to discard the old and 
buy new now. 
January 28-31 

Come back with hosi this week. It was 
played up strong in December, of course, but the 
passers-by didn’t all get some for Christmas, and 
many of those who did are ready for more. 








window. Some of the firms producing this type of 
material have catalogs or bulletins showing several such 
designs. If you can have a complete new window back, 


If a complete new outfit of window fixtures is out of 


the question, a few new 
pieces will help a lot. Some 
of the new modernistic ideas 
in large display fixtures can 
be worked out at surpris- 
ingly moderate cost. 

A frequent change of the 
general color tone in win- 
dows adds greatly to their 
power for compelling atten- 
tion. This can be achieved 
through the use of colored 
lights and through having 
silk mats and draperies of 
different colors against 
which the merchandise may 
be shown at different times. 
Let blue be the dominant 
color note in one trim, red 
in another, and so on. A 
change in color of the va 
lances would also enhance 
the attraction of the win- 
dows when the new season 
arrives. 

If you have a wide en- 
trance without an _ island 
show case, the addition of 
one (probably small in size) 
would likely be of value. 

The interior of the store 
should be carefully studied 
while you have time for this. 
Possibly the seating can be 
rearranged to improve the 
appearance or to accomplish 
some desired end such as 
providing more accommoda- 
tion for customers or more 
working space for sales- 
people or saving steps be- 
tween stock and seats. 

Possibly your hosiery and 
accessory business has out- 
grown your present stock 
and display fixtures for these 
and some planning is neces- 
sary here. 
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Dear -- -_ 
success of this store. 
in deeds as well as in 

Here is 8 case in point» 


vertised to begin on that date. 


before the sale opens to the general mblic. 
Among the items to be offered are: 
Men's shoes of 


Date-------------- 


We appreciate your patronage which nas contributed toward the 
We believe in shoring appreciation to customers where possible 
words, 
On vednesday, February --th. we wil) put op sale al) or broken 
lines of men's. women’s and children's footwear. The sale wil] be ad- 


On Monday and Tuesday, the --th and --th we wil) extent te our 
customers the privilege of looking over these lots an@ taking first pick 





fomerly priced $---tog---- at 3----. 
women's shoes of 





formerly priced $--- to g--- at $-- 
Children's shoes of 





formerly priced at §--- to $--- at §--- 


Sincerely yours 


NAME OF STOKE 
Per--------.- 





4s in sale of this sort there is an advantage in naving first 
Dick, we fee] that our present customers are entitled to that advantage. 


There are severa) very attractive items not listed nere. If you 
can arop in on Monday or Tuesday we believe you wil] be glad that you came 








WRITE THEM ABOUT YOUR SALES—AND LATER 
ABOUT SPRING STYLES 


ITH most customers the interval between shoe 

purchases is a matter of months. Quite a differ- 

ence in that respect between shoes and some other 
lines; for instance, groceries and meats, which are 
bought daily. That partly explains why the average 
family sticks to one grocer and one butcher and not to 
one shoe store. 

Because of their daily dealings in the provision mar- 
ket the average family (we'll call them the Browns) 
quickly form definite buying habits resulting in their 
selection of Smith as their regular grocer and Jones as 
their regular butcher. 

Frequent contact helped to win the Browns as regular 
customers for Smith and Jones. Frequent contact helps 
to hold them by enabling these dealers to know their 
tastes and requirements, their likes and dislikes. More- 
over, it enables the Browns to know Smith and Jones. 
The element of friendship enters in. 

The significance of this is that if you “stack up” as 
well in your field as Smith and Jones do in theirs, you 
could hold the steady patronage of the Browns, provid- 
ing you had the one major advantage that Smith and 
Jones enjoy—FREQUENT CONTACT. Now, you may 
rise to remark that the happy era has not yet come 
when folks make daily purchases of shoes. No—as 
previously stated, these purchases are months apart. 


But don’t let that “lick” you! 

In the Shoe Store Service Section of Oct. 27 a plan 
was outlined for keeping tabs on customers and follow- 
ing them up individually. That provides for frequent 
contact—as frequent as may be deemed advisable in 
each individual case—and makes it personal by re- 
ferring specifically to the purchases or requirements of 
the individual addressed. This means work—but work 
that cannot go unrewarded if well done. 

Here is a type of contact for the complete list of cus- 
tomers that will very effectively supplement the indi- 
vidual letter or ‘phone call follow-up, or can be used in- 
dependently : 


N January, February and March there are several 

matters on which you can express yourself to your 
customers in a friendly way. Why not send them a 
letter on each? 

One topic is forthcoming sales. Why not give your 
customers advance notice of these? Let them feel that 
they are closer to you than are the general public. 
Offer them an opportunity to make selections one or 
two days before the sale is advertised in the papers. 
Or, at any rate, give them advance notice of a sale by 
letter. If the list is large enough to warrant the ex- 
pense, you might send the men a letter mentioning men’s 





Between 


Maintain a 


Touch with 
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Dear --=--==) 


Along about now most people nave at least one pair of shoes 
that are ready for servicing. Possibly you beve. 


Seasons 


Personal 
Customers 


At least we would suggest checking up on the soles, for at 
this season you may start out any day on dry paving and have to 
walk thru slush for a considerable distance before reaching home 
again. So it's best to be sure that the soles won't let the wer 
through. for reasons that your doctor wil] tel] you are sound, 


We maintain « t for shoe servicing amd rebuilding, 
Just as you sould want to rely on an auto desler to keep your 
car looking good ami running right, 80 we want you to rely on us 
to keep your shoes in trim, 


Let us shoulder the ful) responsibility for your complete 
satisfaction. When shoes are bought here ani serviced here you 
know there ie no chance for “passing the ocuck” in the event of 
something failémg to be just right. 


By R. G. PERKINS 


As shoes vegin to lose their newness, coring them in for ser- 
vicing. This wil] enable you to Keep better tho not more ex- 
pensively. shod. 


Toure for service, 


NAME OF STORE 
Per ---------- 











WRITE THEM ABOUT REPAIR SERVICE—AND AD- 
VISE THEM ON THE CARE OF SHOES 


shop. In a letter on repair service, impress the cus- 


items, and the women one mentioning women’s items, 
and further classify the list as your judgment dictates. 
Another topic is overshoes. Along about now a lot. of 
last winter’s overshoes are wearing out and due for 
replacement. Also most people are not equipped as they 
should be with different kinds of overshoes, but are in 
process of being educated up to it. When you think 
the right moment has come for pushing these items, 
send the customers a letier starting with a line like this: 
“Are you completely overshoed?” 


ELL of all types of overshoes, for dress and for 

heavy duty—not excluding ordinary rubbers and 
the new oversoles. Make clear to them just where each 
type fits into the general scheme of things. Result— 
more sales of over-footwear. 

Then what about repair service? Toward the end of 
winter soles and heels need attention. If you do re- 
building, remind your customers of this now. This is 
one means of contact which is too often overlooked by 
the merchant, even though he maintains a repair de- 
partment that is not running to capacity. The customer, 
to insure complete satisfaction with shoes, should have 
them serviced where he buys them and centralize the re- 
sponsibility there. Otherwise there is a chance for 
“buck passing” between the shoe store and the repair 


tomers that for their own good they should regard their 
shoes as your charge and should lean on you alone in 
matters pertaining to them. 

The care of shoes is a topic suitable for the genera) 
customer list as well as for the individual customer at 
time of purchase. A letter on this should come under 
the head of service rather than as a drive for business. 
though it should bring in some people. Explain how 
shoes deteriorate through disuse, especially when kept 
in drying steam heat or in a cold attic. Point out the 
economy of shoe trees to prevent curling and cracking. 
Explain why certain types of dressing are advisable for 
colored calf, for kid, for elk, for suede, etc. Give them 
all the pointers you can on maintaining the good appear- 
ance and comfort of shoes, and don’t forget the so-called 
little things such as keeping extra laces on hand. 


HE new spring styles form a rather obvious topic 

for a letter to customers. You likely would plan 
such a letter without the suggestion being made to you. 
It is a good thing to send out. Put into it some definite 
style news—not just generalities about the store being 
first with the latest. Make it newsy along the lines of 
the- fashion notes in the papers, but specific to actual 
numbers in your own stock. 
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O’CONNOR & GOLDBERG 
KNOW Bassas coners 


O’Connor & Goldberg, Chicago’s 
popular retail shoe merchants, use 
Milwaukee Chairs in their splen- 
didly equipped stores. The above 
illustration is a photograph of one 
of their sales rooms. 


Next to supplying the right shoe 
itself, comfort, charm and quiet 
elegance is considered by this well- 
known house, and many others, as 
a genuine requisite in building 
trade and holding it. 


The extensive line of Milwaukee 


MILWAUKEE CHAIRS 





Chairs covers a vast variety of 
styles and designs that will har- 
monize perfectly with your store 
and give it an air of charm, com- 
fort and dignity—chairs that will 
make it easier for your customers 
to buy—easier for you to sell. 


Without obligation we will be 
pleased to submit for your con- 
sideration a variety of designs with 
cost estimates. For further details 
of this service write The Milwau- 
kee Chair Company, 666 Lake 
Shore Drive, Chicago. 
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The first chapter in many a merchants 


success IS 


written in 
a store plan 


+ 











1. roll call of stores planned 


and equipped by the Grand Rapids 

Eau ment Corporation reads 
like a “Who’s Who” in American 
Merchandising. In metropolitan 
centers, in tiny hamlets — every- 
where — large stores, small stores 
come to Grand Rapids when new 
quarters are being planned; when 
lagging sales stress the need of better 
arrangement, better fixtures; when 


competition forces newer and more 


Store i 














efficient ways of doing business. 


And it’s only natural—for modern mer- 
chandising is too big and intricate a sub- 
ject to be mastered by any one man or 
single group of men. It takes a national 
organization — talented, experienced 
men, bubbling over with ideas gathered 
from the four corners of the earth— 
men who think, work, live in terms of 
merchandising — men who can so plan a 
store as to produce the greatest returns 
per square foot and at the same time give 
the utmost in beauty, individuality and 
economy. 


No other organization in this field is 
so rich in talent and experience as the 
Grand — Store Equipment Cor- 
poration. None other is able to offer 


the services of so many distinguished 


architects, designers and merchandising 
experts. No others possess the manu- 
facturing facilities and personnel for 
executing, promptly and economically, 
each detail in the plan for bigger and 
more profitable business for you. 


If you expect to build a new store or 
remodel your present one remember 
this: ~— is so important as a sys- 
tematic efficient store plan. Don’t 
take a chance. Be guided by the experi- 
ence of thousands ofmerchants through- 
out the land, whose success is written 
in dollars and cents—in whose success 
our Planning Division has played a hand. 
Send today for booklet “Planning Stores 


for More Profit,” which explains this 
service in detail. No obligation. 





Shoe Department, Washer Brothers, Dallas, 
Texas, Planned and Equipped by Grand 
Rapids Store Equipment Corporation 





POINTS of SUPERIORITY 


Store Planning Service—vail- 
able to anystore, new or old, of any size, 
anywhere. Experienced store planners 
and uadnaliiee experts give indi- 
vidual study to each installation. 


Individuality—Assured by employ- 
ing different color treatments and de- 
signs, so that no two stores are alike. 


Interchangeability—Patented, 
sectional, interlocking units — easily 
built up or taken down — prevents 
waste when changes are made. 


Value—Quanti production permits 
tremendous purchasing and manufac- 
turing economies, making possible the 
greatest value in store equipment. 








GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company « Welch-Wilmarth Corporation 





Factories: 
Grand Rapids 
Portland, Ore. 


Baltimore Name 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 


Gentlemen: Please send literature and information 
on your Planning Service and Store Equipment 


Executive Offices: 
Grand Rapids, Mich. 


Branch offices and 


representatives 








New York City 





City. 





Ee SRT IE 


in every territory 





STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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Display Fixture Headquarters 
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Sherman 


In the center of the convention area 


CRYSTAL FIXTURE CO. 


Display Fixtures, Equipment, Valances and Draperies 
Monadnock Building 53 W. Jackson Blvd. CHICAGO 


| Better Equipped Shoe Stores 
a Do Better Business 


Bring your store seating into 
line with To-Day’s 
Fine Footwear 


ON EXHIBITION 


Retailers attending the Chicago 
Shoe Show are cordially invited to 
inspect our full line of interlocking 
chairs in veneered and upholstered 
styles at 

107 S. Wabash Avenue 





Fenton Ree aS etic 






Pini sa REATR 











































Send for Catalog No. 90 


THE A. H. ANDREWS CO. 


107 S. WABASH AVE., CHICAGO 
NEW YORK PORTLAND SEATTLE 
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STORE FRONTS 


Modern store fronts furnished by Kawneer have contrib- 
uted largely to the success of thousands of progressive 
merchants in all lines of retail business.These men will 
tell you that an investment in a modern Kawneer dis- 
play front is the surest dividend-paying investment any 
retailer can make. Mail the coupon today for your free copy 
of our book, ‘*‘ Modern Store Fronts for Better Display.”’ 


Kawneer 


BRONZE 


STORE FRONTS 


THE KAWNEER COMPANY Name 

1013 FRONT ST., NILES, MICHIGAN 

Please send your book of 

Modern Store Front Designs to Kind of Business.....................------------- 


CONSULT AN ARCHITECT «* * IT IS AN INVESTMENT—NOT AN EXPENSE 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . 


. and shopping is made Fenn dy 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 


pleasant. “American” Chairs, beautiful owe al Seating”, also free to interested owners 


in finish and design, add this touch of ‘ssmodemshoesore 


and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 


. 
T™ a 


Boston: R. 302-69 Canal St. 


Spe eae 


December 29, 1928 


“You sen iawtted to suka Woodh 56 your Gonlquantier vile a the Madenl Mhes Remllen” Ansociedlen Comrcutio’ 
in the Stevens Hotel, Chicago, Jan. 6, 7, 8, 9 and 10.” 
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SCREENS 


should play a big part in your January 
and February Displays 








FOUR PANEL SCREEN 
6 feet high, 6 feet wide. Four single panels 18 inches wide on double 
action hinges, allowing each panel to swing at any angle. 


Made on wood frame, covered with Adler-Jones “Ruf” finish ma- 
seetal | Done in Ivory with shadings of gold and brown in modern TEL 


We have anticipated the demand for reasonably priced screens, and have 
designed 14 new numbers along the lines of the above illustration, ranging 
in price from $12.50 to $18.50 each, in two, three, and four panel designs. 
Every one is an exceptional value, and all are shown in full colors in the new 


issue of our Spring catalog. 


“The Guide to Better Window Displays” 


It also shows 24 pages of Decorations in full colors, of every conceivable type 
from the most Ultra-Modern to the conventional. Copies are now available. 


May we send you one? 


When in Chicago be sure to visit our Complete Showrooms 


The Adler-Jones Co. 


645 So. Wells St. 
CHICAGO 
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"Nearly every person wh 

enters your store is a pos- 

sible purchaser of Repco 

Brushes and Daubers. 

Display Repco Brushes 

and Daubers prominently 

and call your customers’ 

attention to them. Take 

advantage of this fine op- 

portunity for additional 

findings profits. @,Repco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @,Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 


finest stock and finish. 





: i Sale by Shoe Findings Dealers 
United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 
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Sell. 


Dancers 


Attractive Girls 
¥ Attract Business 
to Your Store 


Youth makes a beat- 
en track to the door of 
the retailer who carries 

a stock of Chicago Theatrical Shoe Company’s 
footwear and caters to the dancing schools. The 
Hoffert Italian Toe Dancing Slipper, the 
Hoffert Soft Toe, the Dancing Flat, all are in 4 
great demand. Write today for details at 


our exclusive agency. 


Chicago Theatrical Shoe Co. 
Shops at 209 S. State St., and 
159 N. State St. 


CHICAGO, U. S. A. 


Mail Order Dept., 209 S. State St. YZ 
Pa 


CHICAGO THEATRICAL _ 
SHOECO. © © @©. 





Size Up Your High 
Cut Shoes with This 
Specially Priced 
Elk Brand Boot 
Immediate Delivery 
from Stock 


Tube Creme aiiinuiliai saint 


top tan retan boot, heavy 
Uskide soles, nailed construc- 


ECAUSE of its conve- tion, white bi-welt, match box 

nience, its high quality . and pocket, 6 to 11. Price $4.85 

and effectiveness, it is in big No. 3111—Boys’ same, 14 inch 

demand. A profitable item to top with compass in pocket, 1 

° ° to 54%. Price $3.75 
keep in stock always. A quick 

No. 3108 — Boys’ 


repeater. black Elk boot, as 
above. Price $3.75 





MabDeE By 


See our display at Chicago convention, Stevens Hotel, con- 
vention hall booth number 18. Also sample room numbers 
1111 and 1112. 


EVERETT & B ARRON Co Salesmen wanted: Complete line of combined specialties. 


PROVIDENCE. R. I. j HUISKAMP SHOE INDUSTRIES 
Makers of Elk Brand Shoes 


General Offices, Keokuk, Iowa. 
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019 Patent Lea 
020 Black Kid 
18/8 Rubbertop 









heel EEE 
$2.25 





The Utmost in 
Corrective Feature 





3 Patent Leather D 
114 Black Kid, $6: heel Ip 
15 
$018 fetes Leather 





“18/8 Htubbertop beet neet EEF 


COUR THE MARKET and you’ll find nothing 

in $3.00 retailers that will touch Locked Arch. 
Here is the product of a great specialized factory 
which utilizes every modern method in the produc- 
tion of a value that absolutely stops competition. 
Analyze the salable styles—study the seven points of 
Helen-Marta superiority—and if you’re a merchandiser of popular 


For Growing Girls and Misses 


















partes Mg priced footwear you'll either visit our exhibits at the 
418 Patent, 4/S¢hceh Shows—or order trial cases. 








AT BOSTON 
Hotel Statler, Room 409 


Jan. 2-3-4 


DANIELS 


DERRY, NEW 
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Value, Fit and 
at a'Low Price 
‘2 7 Points of Merit 


High grade upper stock. 

High grade soles, with 7 iron edge on D, 
8 iron on EEE. 

Combination fitting lasts. 

Smooth-fitting lining—without puffs in the 
toe. 

Seasoned on the wood process, imparts per- 
manent shape and longer wearing qualities. 
Special steel shank with a pronounced cot- 
tage. 

Many of these outstanding $3.00 retailers 
are carried in Stock. 


Numbers marked thus (*) In Stock. Will 
pack 12-18-36 pair cases. D widths run 
3/8, EEE 3/9. Order any run of sizes de- 
sired. 
Terms: 5% 10 days. 4% 30 days. 
Also makers of the famous 


/ 





DOU BLE ARCH 
To Retail for¥4-00 


AT CHICAGO 


Morrison Hotel, Room 1103 
Jan. 7-8-9-10 


& TAYLOR 


HAMPSHIRE 








Diana 
*10 Patent Leather 
*11 Black Kid 
14/8 Rubbertop heel D 
110 Patent Leather 
111 Black Kid 
9/8 Rubbertop D 
2.15 


*010 Patent Leather 

*011 Black Kid 

18/8 Rubbertop heel EEE 
82.25 


Barbara 
*25 Patent Leather 
*26 Black Kid 
14/8 Rubbertop heel D 
$2.15 


025 Patent Leather 

026 Black Kid 

13/8 Rubbertop heel EEE 
$2.25 


Gloria 
*16 Patent Leather 
*17 Black Kid 
14/8 Rubbertop heel D 
2.15 


016 Patent Leather 
017 Black Kid 
13/8 Rubbertop heel EEE 
$2.25 


For Growing Girls and Misses 
210 Patent Leather 
8/8 Rubbertop D 
2.15 


310 Patent Leather 
6/8 heel D 


$1.85 
410 Patent Leather 
4/8 heel D 


Virginia 
28 Patent—Cab. Inlay & Tongue 
29 Black Kid—Pat. Inlay & Tongue 
30 Golden Bro.—Havana Bro. Inlay 
& Tongue 
14/8 Rubbertop heel D 
$2.15 




















lagrimas np yackaoer 








Aten sbetrndiedisliidiinaitn oS 


Lea GUI nhl seat pte te 

















Seabee eta aaa Se PRR pec ae Se SS a eg nT ee 
er nr — = ie 





EPMA ee pees ee 


pee a 
Fa RESTS OR 





















We —Announce 





The Shoe 
and the Show 


OT that we need to remind 
you that the Ralston line 
always presents something of 
major interest at “The Show”, 
but that you may find it quickly 
and easily at the Annual Con- 
vention of Shoe Retailers in 
Chicago, January 7, 8,9,and10 


that the new Spring line of 
Ralston Shoes will be shown 
in Sample Room No. 878 at 
the Palmer House. Here you 
may pre-view a skilful and astute 
interpretation of the smart 
modes for men, executed in 
popular-priced Ralston models. 


To Our Friends 


We look forward to greeting 
our old friends and customers 
and hope that new friends will 
come to find out what makes 
the Ralston Franchise valuable. 


Here’s ‘““Welcome’”’ to you. 
y 


* 


Churchill & Alden Company 
Brockton (Campello) Massachusetts 


Smart SHOES for Wen 
~ “Uhey Fit’ 
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Red Wing, Minnesota - Dallas, Texas 





And Now For 1929 


INCLUDE 
RED -WING ALL CORD 
GRO-CORD SHOES 


Ace High in the Factory or on the 
Farm 




























IN STOCK 
No. 236 $3.60 


Men’s 6 inch Black Retan, White Storm 
Welt, Semi-hard Cap Blucher. Single 
sole, Goodyear Welt. Famous RED 
WING ALL CORD GRO-CORD outer- 
soles. Oak innersoles. Full rubber heels. 
13 Nail. Modified Munson last. A dandy 
fitter. Sizes 5 to 12. 


No. 302. $3.60 
AS ABOVE IN BLACK ELK 


All Representatives will be in their territories 
January 15th. See us first. Samples sent 
prepaid. 





RED WING SHOE CO. 


Manufacturers 
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PARA PASPARIR IGANGA RIANA 





-WELTS-: 
STITCHDOWNS 











- 
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LEGGINGS 


Ihe 


¢ eva & LE GGING COMPANY 
ix erstown, 
ryland 


fo our Friends: 


As the old year (raws to a close and we review 


the pleasant relations we have had with our many friends during 
the past twelve months, we pause in the hustle and bustle of 
business to express our deep appreciation. 


Your confidence in us and our products, your patronage 


and courtesies, are business ties which we deeply appreciate 
and hope may continue during the coming year. 


Permit us to extend to you most cordial Season's 


Greetings and the wish that the New Year which is now dawning 
will bring to you increased and profitable business. 


Very cordially yours, 
SHOE & LEGGING Co. 


FREI SPIN PEPE E IE PIR PERI PIR OE 


Representatives of the Hagerstown Shoe & Legging Com- 
pany are now on the road with full lines of new Welts, 
Stitchdowns and McKays for the Spring and Summer of 1929 


; 
; 
ae 
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CLEAN—QUICK .PROFIT 






IN ARCH-O-THENIKS AT $5.00 








Wos. Patent Strap 






Wos. Black Kid Strap 
















Wos. Pat. Chrome Five 


13/8 Rubber Heel 
A, B, C, D—4 to 9 



















The ARCH MOULDED 






This specially designed counter 
fits snugly under the arch and 
gives easy and elastic sup- 
port. It gently prevents the 
inward roll of the foot which 
leads to arch troubles. 


















: goa 
DEVINE YUNGEL 
nisin 













Y ou know that if a Five Dollar 
Corrective isn’t exceedingly 
good—it’s good for nothing 
in today’s highly competitive 
market. 


Arch-o-Thenik Correctives are 
made to retail at $5 by the 
long-established and depend- 
able firm of Devine and 
Yungel. 3 


It not only has such high class 
points of interest as an arch- 
moulded counter, genuine Kid 
quarter linings and other fea- 
tures, but also possesses that 
high-grade look of a much 


more expensive shoe. 







Appearance rings cash reg- 
isters today! May we send you 
our catalog describing this 
popular-fast-selling line of cor- 
rectives? 








BOSTON SHOW 
Jan. 2-3-4 
HOTEL STATLER 
Rooms 639-641 
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See these famous 
shoes in Booth 100 
and in Rooms 1000- 
1001A, Hotel Stev- 


ens, during the N. S. 
R. A. Convention in 





EAST WEYMOUTH. MASS. 
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This shoe—with its Arch 
Liberator features of Hidden 
Comfort and Enduring Ser- 
vice—has completely satisfied 
more men than any other in 
its price range. 


That’s why it sells in volume 
—easily and _ profitably— 
twelve months in the year. 

The longest and strongest 
line of $5 Sellers will be on 
display at the Boston Show, 
Hotel Statler, Rooms 590-592- 
594, Booth 107, January 2, 3 
and 4, 









BROCKTON 


SHOE MEG. CO. INC. 


Harry 
1931 


Adler 


Bldg. 


Stock Department 
14 No. 4th Street, Philadelphia 
New York City 


‘Hayward: Hotel, Los Angeles 


239 Peach Tree Arcade 
Atlanta 
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THE DUNBAR 
ORGANIZATION 


Senses and Inter prets 
New Styles 


In Boston 
Hotel Statler 
Booth 131—Room 568 


In Chicago 
Rooms 7—1003 
Palmer House 


DUNBAR PATTERN 
COMPANY 


BROCKTON MILWAUKEE 
St. Louis MonTREAL 


BROOKLYN TORONTO 








CINCINNATI 

















| = 
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Qhe Matson Tip always keeps 
its new and neat appearance 
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Being fabric only, a single unit of braid treated at the 
tip to form easy entrance into the eyelet, Matson Tip 
Laces cannot grow shoddy at the ends. The Matson Tip 
has neither shoulder nor rough edges to catch and jam, 
but slides quickly into the smallest eyelet. 


There is no break in the color harmony of Matson Tip 
Laces and this feature alone adds to the neatness of the 
latching. 


Matson Tip Laces cost no more than the uncertain metal 
tip lace and have greater utility over a longer period of 
time. 


Tell your manufacturer to put Matson Tip Laces in your 
stock. Sell them as replacements. Your trade and you 
will both benefit. 


SHOE LACE COMPANY LTD. 
610 MANTON AVENUE 
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The metal tip hecomes tinny 


or worn in appearante 
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PROVIDENCE, R. I. 
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DRESS OXFORDS 
IN STOCK 


No. 510 PATENT COLT AA, A 714/12 
B 6/12, C D 544/12, E 6/10 


No. 539 GUN METAL Sizes and widths 
as No. 510 


TWENTY-FOUR OTHER LINES IN STOCK 


Heywood Boot & Shoe Co. 


W orcester Mass. 
New York, 475 Fifth Ave. 
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THE TWO OR THREE TONED SHOE 
IS SMART 


As a “Base (olour, We Suggest 


Dadbivota Colour No. Q50 


because it combines well with 





DARK BEIGES DARK BRIGHT COLOURS BROWNS 
Beach Tan — — No. 910 Serge Blue — No. 1310 Suanee - - -No. 172 
Taupe Fox — — No. 92-N Grotto Blue — No. 1300 Creole — — No. 3-N 
Dragon Vert — No. 1141 


Acajou - - - No. 1400 


AND WITH THESE BRIGHT COLOURS AND PASTELS 


Turkey Red — No. 1225 Slate Blue — No. 70 Pistache Green No. 1171 
Tomato Red - - No. 915 Holland Blue - No. 1303 Emerald Green No. 1161 
Orange - - - No. 1200 Violine — — No. 1020 Nile Green — No. 1151 






Other Smart Base Colours are 


Ormond - — - No. 800 Pewter Grey - No. 77 
Nectar ——-- No. 630 Shell Grey — No. 17 


iF athe CO, - He. 


old Aree, New York 


Lhe Mew Crztle 


Samples by request to Room 17062 -100 
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INE HAND CRAFTSMANSHIP 
and the best materials are 
taken for granted in 10 dollar 


footwear. These—and more—are 


found in Hooley Turns. Hooley styles 


W. F. 
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are known as profitable styles, because 
Hooley knows what is and what is not 


salable. 
play at the Hotel Blackstone, Chicago, 


These shoes will be on dis- 


from Jan. 7 to 11. 


HOOLEY SHOE CO. 


LYNN, MASS. 


New York Office: Marbridge Bldg., 47 West 34th Street, Rooms 854, 856 
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BEARFOOT is EASY to buy 


You will find it in leading sport displays as you travel from room to 
room at the Boston and Chicago Shows. 
You won’t have to ASK for BEARFOOT. You will see it on the 


snappiest model in each leading sport line. 


But BEARFOOT is 
on EASIER to sell 


In five short years BEARFOOT has acquired a satis- 
fied clientele that reaches from coast to coast and em- 
braces every state in the Union. These BEARFOOT 
wearers have experienced the joy of comfortable feet 
at play. 

When Spring and Summer again sound the call to the 
outdoors, these millions of BEARFOOT friends will 
= for their 1929 sport shoes with BEARFOOT 
soles. 

There is no sales resistance to BEARFOOT. 


Hotel Statler, Boston 


January 2-3-4 
Rooms W501-W503-W505 


BEARFOOT SOLES 


The Bearfoot Sole Co., Inc. cds Odeand Warehouse, 178 Lincoln St., ca ~ 
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TURN SLIPPERS 
FOR OVER 
100 YEARS 


And now - -- - 
“COMPANIONATE” Slippers 


REPRESENTATIVES 


No. 433 1929 


WILL SEE YOU SOON 


W. R. SHRIGLEY 
SALES MANAGER 
GEO. T. CUMMINGS 
MIDDLE WEST 
A. A. CHAPMAN 
No. 443 NEW ENGLAND AND THE SOUTH 
‘ GEO. W. RICKARDS 
OHIO—PENN.—N. Y. STATE 
CHAS. E. COOK 
PACIFIC COAST 
L. L. WEAVER 
TEXAS AND OKLAHOMA 
No. 453 cRQEr TAaeE ak 
HARRY M. ROGERS 
NEW YORK CITY 


L. B. EVANS’ SON CO. 
Wakefield, Mass. mis Dedier Bate. 
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Winning Pair 
FOR MAKERS OF SPORT SHOES! _| 


HARrco Crepe Soles of English plantation fin- 
ished crepe, are best by test. Why not have 
the best when it costs no more? 


And now bearing out the same high standard of 
quality that distinguishes the famous Harco 

=m Crepe Soles, we offer the new Harco Ripple-Grip ———— 
Composition Soles. Right in quality; right in 


price. 


HARTWELL LEATHER CO. 


MALDEN, MASS. 











December 29, 1928 ] BOOT AND SHOE RECORDER 


Spe be 
er) 


CHICAGO 


JAN. 7 to 10 


HOTEL STEVENS 
BOOTH 86 
ROOMS 500-501-501A 


4 


e ) fe and 
< ee ’ BOSTON 


e 


> 


PAN eee ee 


HOTEL STATLER 
BOOTH 133 
ROOM 450 


CONRAD Strve «ty 
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A BIG SPORT SEASON AHEAD : 
FOR WOVEN LEATHER! 


LethRweve — now being made on 
special machines in quantity lots, 
for volume users—in new de- 
signs, in all combinations of USE 
approved colors, backed LETHRWEVE 
ready for use—cuts with- FOR 
out fraying or ravelling. ECONOMY 
Widths of 18 and 24 
inches. 3 


Made in men’s and 
women’s weights. 
Wire or write 


for samples. 


HAMILTON-WADE 


COMPANY 
BROCKTON 


MASS. 
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JONAS 
STYLISH 
McKAYS 


TO RETAIL AT *5° ann *6% 


SNE 


We will show our Novelty Footwear 
during the Boston Style Show at our 
Boston office, 207 Essex St., Room 218. 


: 
: 


J. A. JONAS SHOE CO. 


143 ESSEX STREET 


HAVERHILL, MASS. i 


Se FES SS SSE 


x=<SY 
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The outstanding 
advancement 
in shoemaking 


This shoe has a skived leather shank 
piece reinforced with spring steel, pro- 
viding positive and permanent support 
for the arch. 


Hand pegging makes this construction 
practicable. When the shee is old the 
condition of the shank is the same as 
when new. 


The Copeg-Arch Shoe receives a second 
lasting, which preserves the snug fit of 
the instep and the general shape of the 
shoe, no matter how “hard on. shoes” 
the wearer may be. 


The Copeg-Arch Shoe merits a promi- 
nent place in your line. 


Write for the whole story. 


No. 36 
IN STOCK 


Black Kid Copeg-Arch 
Oxford — Chester Last 
—USMC ply rubber heel 
—medium weight sole. 


AAAA/AA 8 


, A/C 6% to 
, B/D'6 to 12, C/E 
6 to il. 


$6.25 


The Copeland & Ryder Co. 
Jefferson, Wisconsin 
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The 
DOYLE SHOE CO. 


“the always busy 
factory” 


BROCKTON, MASS. 


POPULAR PRICED 
WELTS 


FOR VOLUME USERS 


WE WILL EXHIBIT 
AT 


BOSTON and CHICAGO 














Dancing Shoes 
That Deliver the $ $ 


to Retailers Who Recognize 
Real Sales Making Features 


Incorporating the newest scientific ad- 
vantages of design, produced by expe- 
rienced executives, the Professional Tempo 
Dance Shoe Line is hailed as the big 
winner for 1929! 
Nationally advertised, with all mail 
orders turned over to dealers. The Pro- 
fessional Shoe Corporation has no retail 
stores, offers exclusive agencies and full 
co-operation in building teacher-pupil 
business in volume. 
. A ~ franchise for the dealer who 
mows how dancing shoe trade brings ’ 
additional pairage. Write for free sample Pi Re le 
~~ and propusition. 


The Professional Shoe Corporation 
141 West Austin Ave., Chicago, Ill. 
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See Our Complete Line at 

CHICAGO STYLE SHOW 
Rooms 1422-1423 

MORRISON HOTEL GOODYEAR 


WELT 


SPORT OXFORD 


GJ 3153—Hubschmans Oolor No. 14 
Brown Calf with Brown Lizard Trim. 
Channelled and Finished Oak Bend Soles. 
Heel as shown 11%/2 run. Spring Rub- 
ber Heel on 8%/11 run. 

GJ 365—Ohrome Patent with Black 
Stroller Trim. Otherwise as above. 
GJ 1063—Black Smooth Calf with 
Black Lizard Trim. Otherwise as above. 


IN STOCK 


8%/11 C-D wide 
11%/2 B-C-D wide...... $3.00 


n fitting children- - 


CCZ1X - shoes 


. . overstep sales resistance and are easier to sell 


The familiar thing is always the easier one to sell. 


“Skeezix” is a familiar word with almost all children—and par- 
ents. When you show a well turned-out and nicely fitting child’s 
shoe and say it is a ““Skeezix”—the sale is well on its way to the 
cash register! 








The child-public of America has accepted the Skeezix Line whole- 
heartedly! 


LANCASTER SHOE CoO. 


Successors to W. A. WITHERS SHOE CO. 
ELIZABETHTOWN, PENNSYLVANIA 
































No. 3319—Ladies’ Satin Quil Boudoir 
full satin quilted lining; satin covered Cuban 
heel ; molded fibre counters; large ova 


silk ‘rosette. 


wee 311—Same as above, padded soles and 
heels. 





No. 496—Ladies’ Leather Boudoir; felt or 


satin lining; la m 
No. 493—Sa ~~ 


me as above in 


The complete line of samples will be on display at Room 1130, 
Hotel Morrison, at the Chicago shoe style show, January 7, 8, 


9 and 10. 


Mr. Sam Price is in charge of sales with headquarters at 503 
Security Bldg., Chicago. 

Samples of fifty distinct styles are on the floor for your con- 
sideration. Write or wire to factory or Chicago office, and 
samples and prices will be submitted to you upon request. 
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Announcing! 


Select Slipper Manufacturing Company’s 1929 
Line of Slippers 


Manufacturers of men’s, women’s and children’s leather, leatherette, 
satin quilted, and novelty slippers. Quality «merchandise at popular 
prices. 

True to its name, this line is made of selected stock, selected work- 
manship, over specially selected well-fitting lasts and patterns. 
Special features of this line are heavy padded Soles and Balloon 
Heels. 

You will be assured of the right merchandise by selecting your 1929 
line of slippers from 
Select Slipper Manufac- 
turing Company.” 





104 Bleecker Street 
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& 
Dastinctive Ornaments 
& 
& 
e 
WILL BE DISPLAYED ; 
AT BOSTON ¢ 
January 2 to 4 CO) i 
. C z 
HOTEL STATLER Palco : 
Rooms W509-W511 ; 
Booth 33 grenenseeesees 
. - & 
“ 
DALRYMPLE-DUDLEY CO. $ 
HAVERHILL, MASS. : 
Manufacturers of Shoe Ornaments for Over 50 Years 4 
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Where lively and authentic style is 
paramount The Rickard Shoe imme- 
diately gains the attention of the well 
informed buyer. 


If the consideration is value, again The 
Rickard Shoe commands the interest 
of the shrewd buyer. 


The RICKARD SHOE 


HAVERHILL, MASS. 
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iner than Ewer Before 


Goodrich 
hippers 


ee 
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. A really great new line! See it without fail. New A 
features—Goodrich quality—Goodrich selling power. 

In a glance you'll see quick sales, fast turnover, big ‘ 

profits — FOR YOU in these new Zippers. Better 8) 

tailoring, light weight, smarter colors, lower prices he 
—EVERYTHING. Watch for our announcement in “, 

this magazine next month. , 


THE B. F. GOODRICH RUBBER CO. 
Goodrich Zippers 
Akron, Ohio 
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Supply Officer 
Alexander issu- 
ing rubber foot- 
wear to Harold 
I. June, Bernt 
Balchen and 
Dean C. Smith, 
pilots on the 
Byrd Antarctic 
Expedition 


Sports Rubber- Wear 
is Rarin’ 0 Go 


INTER sports and winter sportswear are now 
Commander Rich- 
ard E. Byrd and his men have led the way in 
their recent dash to the South Pole, clad in sturdy 
types of apparel, shoes and stockings, included. 


“all ready and rarin’ to go!” 


The more rugged in character of 
both sports and sports footwear, 
the stronger pull do they give this 
season to the purse strings of the 
American public. There is a real 
thrill experienced by sport’s rapid- 
ly growing army of adventurous 
followers in braving’ swirling 
snows and in tramping over icy 
waters. Put a little danger into 
the rule of play of the average 
“red-blooded” man and watch the 
sparkle of enthusiastic reaction on 
his part, not only for the game it- 
self, but for all of its “togs.” 

All the healthy world and his 
wife—from Banff to the Black 
Forest; in “Smart” St. Moritz; in 
old New England, and throughout 
the North and West of these 
United States—will be skiing, to- 
boganning, skating and hiking 
through the snow this season, ar- 
rayed in colorful clothes, and in 
boots and hosiery, built to defy 
even the roughest weather. ~~ 

The footwear outfit for the per- 
sonnel of the Byrd Expedition, es- 





follows: 





Leather topped, rubber soled 
boot made by the United 
States Rubber Co. and adopt- 
ed as part of the standard 
footwear equipment of the 
Byrd Expedition 


pecially designed for protection against “the worst 
and coldest climates in the world, 20 to 30 deg. 
colder in the summer than the Arctic regions,” ac- 
cording to the: statement of Commander Byrd, is as 


Leather-Top Overs for the entire 
crew, made especially by the 
United States Rubber Co. to allow 
the wearing underneath of six or 
seven pairs of stockings. The crepe 
sole is thicker than that on the 
ordinary merchandise; the rolled 
edge, over special lasts, gives the 
shoes an appearance of strangely 
exaggerated size. The toe, re- 
quired to withstand the continual 
climbing and hard pushing of the 
journey, has a reinforcement of 
ribbing. Twenty-four members of 
the expedition ordered size ten; 
eighteen asked for elevens; twelve, 
size twelve; only six wear nines. 
These large sizes are explained, 
not only by the number of pairs of 
stockings worn, but, as Comman- 
der Byrd has stated—“Boots must 
be large, because tight boots would 
cause chilblains and actual freez- 
ing of the feet.” 

The expedition is also equipped 
with two dozen pairs of “Blue Rib- 
bon” boots. The latter is standard 
U. S. Rubber Co. construction. 
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THER STYLES 
$382 TO $435 


BEACON SHOES ) 


f retail rapidly. What a bid for business you 
could make with the style shown here. There 
must be big business within your reach that 
our new $3.50 all-calf shoes are planned to 


produce. 


After all said and done the most important 
feature of any line of shoes is— Saleability. 
Saleability is Price plus Style and 
Quality. Such a combination makes the 
whole Beacon Line the great buy which it is. 
All Beacon Shoes are Priced and Styled 
to Sell. 


Most numbers are in stock. Deliveries as you 

Say, air mail, express, parcel post. May we 

have the opportunity to furnish you Sale- 

ability, Style----~-and Service? To let us 

C know now brings the day nearer when ; 
Beacon Shoes will be making money for you. 


Ww 








SAMPLES ON DISPLAY BOSTON STYLE SHOW, 

HOTEL STATLER, ROOMS 400, 403, 506. CHICAGO 

\ STYLE SHOW, “THE STEVENS”, ROOMS 5214, 
523A, 524A, 526A. 


double cor 


SHOE CO- 


MINOT'S LI 
MASSACHUSETTS BAY RY A N CH E STER H- 








December 25, 1928 


Who’s 
Who 
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Dress Up and Book More Business 


By Walter C. Roose, sales 
Shoe Co. 


manager of the J. W. Carter 


At this time of the old year, and on the eve of the 
new, let’s check ourselves up for correct attire. 


Let’s look in a full length 


murror and honestly ask our- 


selves—“If I were a merchant in my territory, would I 
‘buy shoes from that salesman whom I see in the reflec- 
tion of myself in the looking glass mirror?” 

There are scores of successful business men who are 


convinced that creating a 
breeds prosperity. 


motion and snap judgments. 


attire. 


personal air of prosperity 


This is a dressy age—an age of quick 


Hence, the value of correct 


Not so many clothes, but good clothes are needed— 
a suit pressing now and then—a shave daily—a hair trim 
regularly every other week—shoes ragged off before 


calling on the merchant. 


One of our salesmen bought and ran a Studebaker 
Commander before he really could afford such an auto. 
On being asked why he obligated himself so deeply at 
this time, he made the reply: “Because I want to prove 
to my merchants that I am a salesman who demands busi- 
ness in volume that will enable me to live as well as 


anyone.” 


Boys, he is doing just that and saving money besides! 


Think big orders—play for big orders—know you must 
have big orders—and—you get big orders. 


Look out for the frizzled 


looking tie—the stubby look- 


ing whiskers—the soup spotted coat and vest. Nothing 
excuses us from sloppiness in our appearances. 











ALTER C. 

ROOSE, sales 
manager for the 
J. W. Carter Shoe 
Co., Nashville, 
Tenn., has recent- 
ly entitled a recent 
sales letter to his 
men “How Do I 
Look,” some of its 
highlights are pub- 
lished on the first 
page of this de- 
partment. They 
are worthy of care- 
ful notation by all 
traveling salesmen. 


Walter C. Roose 


(; ™- D. HARRON, who represents 
the Elbee Shoe Mfrs. of Brooklyn, 
left New York, Dec. 18 for a short visit 
back home to the Pacific Coast. He 
plans to come East again right after 
New Year’s to attend the Chicago con- 
vention; he will show his line at the 
Hotel Stevens. 


AUL B. SCHRODER, who has cov- 

ered the Southwestern States for 
many years has returned to his old ter- 
ritory again—the Southeastern States, 
for the Chouteau Shoe Mfg. Co.; he 
makes his headquarters in New 
Orleans, and is now showing his trade 
his spring line. 


OMER H. 

BEALS, 
Presidefit of the 
N. S. TyyA., will 
call thé LEigh- 
teenth _ Conven- 
tion of The Na- 
tional Shoe 
Travelers’ Asso- 
ciation to order 
at two o’clock, in 
the Hotel Stevens, 
on Jan.4. The cus- 
tomary  prelimi- 
nary meeting of 
the Board of Gov- 
ernors will be 
held. President Beals, Vice-President 
Frank J. Larkin, Treasurer Dave 
Davis, and Secretary T. A. Delany will 
then take up their respective places, 
and reports of the various committee 
chairmen will be read at the opening 
session. Each of the 24 locals of the 
N. S. T. A. will send one or more dele- 
gates. Los Angeles and San Francisco 
are to be represented by a larger dele- 
gation than ever before. Clarke Brown- 
ing, Regional Governor of the Pacific 
Coast Section, and Solly Schweitzer, 
will share the honors for the longest 
distance covered. There is a very 
friendly battle on by locals to win away 
the “Increased Membership” cup from 
the present holders—The Wisconsin 
Shoe Travelers’ Association, although 
the latter body is making a strenuous 
effort to retain it. On Saturday morn- 
ing, Jan. 5, at ten o’clock, the second 
session of the convention will be “on.” 


Homer H. Beals, 
Pres., N. S. T. A. 


Insurance Report Interesting 


Among the committee reports which 
promises to be very interesting, is that 
of Charles W. Morrill, chairman of the 
Insurance Committee. Many important 
issues are to be brought before the 
convention, particularly that on Style 
Shows of the various branches of the 
industry, including those of the local 
associations; also the allocation of 
regional governors of the N. S. T. A. 
to conform with the N.S. R. A. region- 
al-governor territories. The election of 
officers will be held at the final session. 


Chicago Boys Good Hosts 


The convention dates of Jan. 4 and 
5, have been carefully planned so that 
those who are anticipating attending 
the N. S. R. A. Convention can, with- 
out inconvenience and expense, cover 
both “get-togethers.” It is hoped that 
all meetings will be over by Saturday 
night, so that Sunday, Jan. 6, may be 
devoted to recreation and preparation 









C-H-ALDEN COMPANY 
Designers ad Makers of Mens Fine Shoes 


















“MARGATE” : 
Stock No. 405—tan calf, as above 
Stock No. 400—in black calf. 


“Gold Spot” Spartan Sole. 
Rubber Heel. 


Sizes: A, 7-11; B, C, D and E, 6-11. 
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The Welt Symbol 


Boston Office: lOHigh Street 
lactory and Executive. Oftices 
ABINGTON, MASS. 
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for the exhibition and convention of 
the N. S. R. A. 

The Chicago association is to act as 
host to the delegates assembled from 
all parts of the United States. 


Boston in 1930 


Boston is making a strong bid, with 
other associations, for the 1930 con- 
vention. The Boston boosters argue 
that because of the big doings in con- 
nection with the Tercentennary of the 
Founding of Boston, and on account of 
the extensive program which will be 
staged by the shoe industry next year, 
that Boston, in January, 1930, is the 
logical national meeting place. 


Get Reduced Fare Certificates 


Again does the national secretary, 
in addition to literature which he has 
sent out to members, and through the 
trade journals, wish to acquaint the 
trade with the necessity of asking for 
reduced railroad rate certificates at 
starting points for the Chicago Con- 
vention trips. On arrival at the Hotel 
Stevens, Chicago, these certificates may 
be validated at the Validation Railroad 
Booth, thus effecting a saving of one- 
half of a return fare. 





GROUP of salesmen of the Robin- 

son-Bynon Shoe Co., Inc., of Au- 
burn, N. Y., makers of Robyn Health 
Mode footwear for women, will my md 
their new lines for spring at the Cop- 
ley Plaza Hotel, during the days of the 
Boston Shoe Style Show. 


JrOSTER ADAMS, who formerly 
represented the Riley Shoe Mfg. Co., 
in Texas, now covers Kentucky and 
Tennessee. Mr. Adams lives in Louis- 
ville, Ky., and will make this city his 
headquarters. 


SIEGRIST, 

* recently 
sales manager of 
the Shu-Stiles, Inc., 
St. Louis, has ac- 
quired an interest 
in the La France 
Shoe Polish Co., 
Highland, IIl., and 
at the same time 
has taken on the 
duties of general 
manager of that 
concern. Mr. Sie- 
grist is planning a 
rather unusual 
demonstration of his line of polishes 
during the N. S. R. A. Convention. His 
exhibit will be at 1019 Morrison Hotel. 
Mr. Siegrist has been actively associ- 
ated with the shoe industry for the 
— twenty-two years and therefore 
as a host of friends in its various 
branches. He was with Selz-Schwab 
for 16 years; Rice & Hutchins, Inc., 
for four years and more recently with 
Shu-Stiles, Inc. 





Herman C. Siegrist 





N Jan. 1, L. B. Kimball, who has 

done business for some twenty- 
three years as “L. B. Clark,” secretary 
—then general manager of the Harri- 
son Shoe Co., is now in business on her 
own account as a specialist in boys’ 
and girls shoes—under the name of the 
Ce -Kimball Shoe Co., occupying the 
re ground floor, at 202 Lincoln 











Street. Mrs. George P. Kimball is one 
of the pioneer shoe women executives 
in the country. She comes from the 
old shoe town of Hudson, Mass., and 
from a shoe family, too, and so it was 
only natural that she should choose the 
shoe business as her life’s work. Mrs. 
Kimball was introduced to the foot- 
wear manufacturing business through 
a secretaryship for W. J. Conner of 
the Foreign Department of the United 
Shoe Machinery Corporation, where she 
served for a number of years, and while 
she was still with the United Shoe 
Machinery Corporation, she also be- 
came secretary for The Harrison Shoe 
Co.; later leaving the former connec- 
tion to devote her whole time to her 
managership of the Harrison Shoe Co. 





L. B. Kimball 


As head of the Clark-Kimball Shoe Co., 
she will travel twelve salesmen, cover- 
ing the entire country from Coast to 
Coast, and will carry in stock a com- 
plete line of children’s from little lad’s 
sizes through to big boys’, and growing 
girls’, or modern misses, including 
“snappy” sport numbers, also stitch- 
downs. Among Mrs. Kimball’s other 
accomplishments is that of painting, 
which talent is inherited by her two 
children—a boy and a girl, both stu- 
dents at the Boston University Art 
Class. Her little boy, George, Jr., is 
so enthusiastic over his mother’s boys’ 
lines that he has designed for her a 
trademark; her little daughter likes the 
girls’ lines so well that she says “I 
could just hug every one of them. In 
addition to her new business, Mrs. 
Kimball is one of the principals with 
her husband in the retail store of The 
Kimball Shoe Co. of Hudson, Mass.— 
thus has her shoe “understanding” be- 
come complete—from the production 
end right down to the wants -of the 
consumer. 





R. LEISER will become affiliated 

* with the Interstate Shoe Co. on 
Jan. 1. He is to carry the specialty 
line of shoes made at the Derryfield 
factory in Wisconsin, Minnesota. North 
and’ South Dakota, and Iowa. He wil! 
make his headquarters at the Hotel 
Dyckman, Minneapolis. 
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AROLD P. SMITH, formerly 

Western sales director for the 
Joseph M. Herman Shoe Co., has re- 
cently become affiliated with The Good- 
will Shoe Co., also known as The 
Arthur A. Williams Shoe Co. of Hollis- 
ton, Mass. Mr. Smith will be in charge 
of sales over the entire country for 
Goodwill shoes. He is one of the best 
known shoe men in the industry. For 
twenty years or more he was in charge 
of sales and advertising for Rice & 
Hutchins, Inc., during which time he 
rose to an executive position from that 
of stock boy, advancing through va- 
rious inside positions, later selling 
shoes on the road. He will make his 
headquarters for the Goodwill Shoe Co. 
at the factory at Holliston, Mass. 





J. KALTENBRUN, who covers In- 

¢ diana and Ohio for the Charles A. 
Eaton Co., and who also operates a re- 
tail shoe store in Columbus, has been 
spoeiees delegate to the National 
Shoe Travelers’ Association convention, 


_to be held at the Hotel Stevens, Chi- 


cago, Jan. 5-7. Mr. Kaltenbrun is 
chairman of the educational committee 
of the N. S. T. A. At an election of 
officers" of the Ohio Shoe Travelers’ 
Association for the ensuing year, Per- 
ry W. Smith was chosen president; A. 
L. Carlisle, vice-president, and Richard 
Hock secretary-treasurer. The mem- 
bers of the association are busily en- 
gaged just now in conducting a mem- 
bership campaign. 





BOLANDER sells the jobbing 

* trade of the country for the John 

J. Ryan Shoe Co., Peabody, Mass., and 
reports a good business. 





“A lot of salesmen are leaving the 
road these days,” said a “vet.” “They 
are traveling by airplane now.” 





ERMAN L. 

SHAW, form- 
erly vice-president 
and sales manager 
of Dryzer & Rosen- 
berg, Inc., of New 
York, well known 
wholesalers of 
women’s novelty 
shoes, is now presi- 
dent of the Milchen 
Shoe Co., Inc., of 
Haverhill, Mass., 
in which he has ac- 
quired a substan- 
tial interest, and 
will sell the product of this factory to 
the volume trade of Chicago. Mr. Shaw 
has a large number of friends among 
the big buyers of women’s style shoes. 
He has an extensive acquaintance with 
not only the East Coast, but with the 
West Coast merchants, and has made 
four trips from the Atlantic to the 
Pacific during the past year; he at one 
time lived in Los Angeles—more re- 
cently in New York, and will now 
make Boston his home. He says that 
the Milchen Shoe Co., Inc., is equipped 
to make daily, 4,000 pairs of women’s 
novelty shoes at popular prices. He 
will show at the Boston Shoe Style 
Show, Jan. 2-4, at the Statler, and also 
at the Hotel Morrison, Chicago, during 
the Chicago Show. His Boston office 
is at Room 302, 206 Essex Street. 





Herman L. Shaw 
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Miller Trees 
Mean Extra Profit 


Many new styles will be launched at the coming conventions. 
Soon they will appear on your customer’s feet. 





Enter Miller Shoe Trees! 


They prolong the life of these styles into which so much 

thought and money have been poured. They make 

satisfied customers by keeping that fitting-stool fit 
which you have worked so hard to sell. 


You should sell Miller Trees—the mark of good 


service and extra profit in any shoe store. A com- 
plete catalog will be mailed at your request. 


O. A. MILLER 


BROCKTON 
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Cordo Hyde Laces— 
Fine For Fine Shoes! 


Buyers look for certain details in selecting men’s fine shoes. 


One of these is Cordo Hyde Laces. 


They instantly indicate the extra care and quality the 
manufacturer has put in his line. 


They guarantee the line is free from lace troubles. 


Cordo Hyde Laces outwear ordinary laces by many 
months—do not stretch—and tie snugly and firmly. 


You should sell this easily-sold lace. 


Samples on request. 


TREEING MACHINE CoO. 


MASS. 
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Full line of 
New Spring Styles 
of Menihan and 
Arch-Aid Footwear 
will be shown at 


Boston—Jan. 2, 3, 4 
Hotel Statler 
Room 405 


Sand Kid “Menihan” Pump 
with Woven Kid Vamp. 


Chicago 
Jan. 7, 8, 9, 10 


Hotel Stevens 


Your Inspection Is 
Invited 


“Menihan Arch-Aid” Good- The 
fh 
Menihan Company 


Kid, Covered 


Heel. hie 
‘J Rochester, N. Y. 


THE MENIHAN COMPANY 
Rochester, New York 


BRANCH OFFICES 
New York City, 846 Marbridge Bidg. Chicago, Majestic Hotel 
B. W. Moylan F. J. Satek 
Plaza Hotel, San Francisco Northampton, Mass., Draper Hotel 
H. 8. Kushins Elliott La Montagne 
Detroit, ee Hotel Los ae. 111 E. 8th Street 
Cc. G: . EL 


Sellers Van DeGrift 
Pittsburgh, Henry Hotel 
W. A. Barney 
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Program Completed For Big 
Walk-Over Meet in Chicago 


Advertising and Merchan- 
dising Features to Be 
Stressed ; Style Show 
Planned 


Al A. Stents H. C. Keith 


CHIcAGo, ILtL.—The fine club- 
rooms for the Palmer Héuse’s fourth 
floor have been chosen to accommo- 
date the coming convention Walk- 
Over Dealers’ Association to be held 
in Chicago at the close of the annual 
gathering of The National Shoe 
Retailers Association. All retail 
merchants interested in the “Waik- 
Over” stores or handling their shoes 
are heartily invited to attend this 
meeting. Merchants who have been 
present at previous conventions held 
by the Keith organization will re- 
quire little urging to come back. 

The executive committee of the deal- 
ers’ association consists of President 
Al A. Stentz of Fort Wayne; Vice- 
President E. Warren Howe, of Bos- 
ton; Secretary-Treasurer, Earl F. 
Woodward, Newark, Ohio; Past Pres- 
idents S Stokes, New Haven, 
Conn.; Harry G. Schutz, Louisville, 
Ky.; Arthur R. Mandeville, Trenton, 
N. J.; Ed B. Stern, Tulsa, Okla., and 
J. Clarence Powell of Greensboro, N. C. 

The advertising committee of the 
same association comprises W. Leslie 
Seaman, New York City; Carl H. 
Fliessbach, Chicago, and Charles A. 
Helmbacher, Milwaukee. 

These committees will hold a meet- 
ing in the College Room of the Hamil- 
ton Club, Chicago, during the forenoon 
of Wednesday, Jan. $, meeting later 
with the executives and directors of 
the Geo. E. Keith Co., all participat- 








They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1464 Wants women’s stouts of bet- 
ter grades. 

H-1465 Wants women’s 
costing $2.10 to $2.85. 

H-1466 Wants little men’s high top 

shoes, sizes 5 or 6 to 8 in 

light weight welt or McKay, 

also high cuts for misses 

growing girls, children an 

infants. 

H-1467 Wants 
shoes. 

H-1468 Wants women’s novelties io 
retail at $6. 

H-1469 Wants good quality women’s 
hosiery to sell at ° 

H-1470 Wants women’s turn novelties 
to sell at $6. 

H-1471 Wants men’s mule sandals. 

H-1472 Wants men’s heavy tan can- 

was leggings costing $7.50 to 

$9 a dozen. 


novelties 
5 


factory damaged 


Interested parties may have 

names on request to Information 

Department, and Shoe Re- 

—. 80 Federal Street, Boston, 
ass. 














ing that evening in a dinner at the 

same club. 

The program for the convention 
proper is as follows: 
Thursday, Jan. 10, 1929 

9:00 a.m. Registration. 

10:00 a.m. Convention opening. Pres- 
ident’s address, Al A. Stentz, Fort 
Wayne. Address, Harold C. Keith, 
president Geo. E. Keith Co. Sec- 
retary’s report, Earl F. Woodward, 
Newark. 

12:30 p.m. Group luncheon. 

2:00 p.m. “Shoes Mark the Man,” 
Sydney Stokes, New Haven j Jos. H. 
Burton, Lansing. “Women’s Walk- 
overs,” Ed. B. Stern, Tulsa; F. Paul 
Riley, New York. “The Foot and 
Footwear,” Dr. Jos. T. Lelyveld, 
Boston. Adjournment. 

Friday, Jan. 11, 1929 

10:00 a.m. “40-30-5-5,” Herbert = T. 
Conner, manager, Geo. E. Keith 
Stores Co. “Main Spring Arch Pos- 
sibilities,’ Dana C. Goodwin, Fitch- 
burg. “Credit Business,” J. H. Tim- 
mons, Grand Rapids. “The Staff,” 
Wilbur W. Winslow, Evansville. 
“The Common Objective,” Harold 
W. Copeland, sales manager, Geo. E. 
Keith Co. 

12:30 p.m. Group luncheon. 





2:00 p. m. “The Association’s Influence 
in Walk-Over Advertising,” W. Les- 
lie Seaman, New York. “Newspa- 
pers,” W. T. Card, advertising man- 
ager, Geo. E. Keith Co. “Maga- 
zines,” Herbert T. Hand, Jr., Batten, 
Barton, Durstine & Osborne, Inc. 
“Direct Mail,” Max L. Holmes, Co- 
lumbus. “The Walk-Over Trade 
Mark,” M. J. Cox, Bloomington. 
“The Renaissance,” Jas. H. Stone, 
manager, N. S. R. A., Chicago. Re- 
port of committees. Election and in- 
stallation of officers. Adjournment. 
7:00 p.m. Banquet and style show. 
Frank E. Packard, with the women’s 

department of Geo. E. Keith & Co., 

and Ed Beck, of Chicago, have de- 
signed and will stage the style show 
and —— something very good. One 
of the novel features will comprise 
eight delegates picked from the Walk- 

Over merchants, who will participate 

in the show demonstrating men’s shoes, 

in conjunction with the display of 
women’s models by professionals. 


May Install Shoe Dep’ts 
In Long Hat Shops 


New York, N. Y.—Negotiations are 
under way that may lead to the estab- 
lishment of Nettleton departments in 
several of the Long Hat Stores. Both 
Henry W. Cook, president of the A. E. 
Nettleton Company, Syracuse, and 
Philip Lustig have been in conference, 
but nothing definite has developed yet. 

Nettleton departments were estab- 
lished in a number of the Weber & 
Heilbroner men’s clothing and furnish- 
ing shops a couple of years ago. 


Shoe Department Is 
Bought by E. A. DePue 


MOLINE, ILL.—E. A. DePue has pur- 
chased the shoe department of the 
Yager, Lundt & Co., department store 
in this city. He will have a main floor 


department handlin women’s and 
children’s shoes retailing up to $7.50; 
also a bargain basement department 
with a top price of $3.98. 

The Yager Lundt shoe department 
was formerly owned and operated by 
Walter Viets, with whom Mr. DePue 
was. associated for five years. Mr. 
DePue has been in the retail shoe busi- 
ness most of his life, having been with 
the P. A. Bergner store at Peoria, III. 
and the New York store at Moline. 


Benjamin Store Sold 


HOLLAND, MicH. (UTPS)—Samuel 
Sewald and J. C. Blair, of Grand Rap- 
ids, have purchased the business of 
John E. Benjamin, shoe merchant of 
this city, and will continue the busi- 
ness at the same location. 
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A Sales Building Line 


This DOUBLE DUTY ARCH SHOE is building 
a bigger and better men’s shoe business for many 
alert, progressive merchants. It is a remarkable 
and scientifically correct shoe. It has smart style, 
inherent quality and character. 


Each shoe is built to make every buyer a perma- 
nent customer. We supply attractive dealer helps. 


Black Calf 
Black Kid 


Patent Colt . 
Black Blucher Kid high shoe. ..6.75 
Black Calf Bal high shoe 


See our complete line 
on display 
ROOM 826 
PALMER HOUSE-——-CHICAGO 
January 7th to 10th 


HOLLAND 


ABLE D 
oe RBC Gs 


HOLLAND SHOE CO. 
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Resident Buyer Adds 
Shoes to Purchases 


NEw YorK, N. Y.—The Affiliated 
Clothiers, Inc., resident buyers of 
men’s and boys’ clothing and furnish- 
ings, have also added men’s and boys’ 
shoes to the items of merchandise it 
buys. This is the first instance of 
shoes being bought by a strictly men’s 
wear buying office, it is said. 

The company in its buying will use 
its jobbing department and concen- 
trate on a few manufacturers. 

“We see a crying need for purchas- 
ing men’s and boys’ shoes on the group 
plan,” says Arthur S. Elimer, presi- 
dent. “Shoes have been neglected 
greatly hitherto by men’s wear buying 
offices. We see tremendous possibilities 
in this department of our work be- 
cause there is nothing in the country 
like it. We will buy on a basis equal 
to any chain or jobbing concern han- 
dling men’s shoes, and are the first 
= in this in the men’s wear 
fi 


The firm intends to start first with 
the popular-priced lines and later go 
into the higher quality field, according 
to Mr. Ellner. Shoes now are being 
bought to sell for from $4 to $9 at 
retail. Henry Ellner, for many years 
with the firm, has been placed in charge 
of the department. 


York Shoe Men 
Plan Style Show 


YorK, Pa.—Local shoe merchants at 
the meeting of the York Shoe Retail- 
ers’ Association, held last week in the 
store of W. H. Miller, 8 West Market 
Street, reported heavy buying of foot- 
wear as Christmas gifts. Many of the 
merchants reported the volume of busi- 
ness the highest in the history of the 
stores. It appears from the reports 
that the buying public is taking more 
to the buying of practical things for 
Christmas gifts, which has resulted in 
the buying of such commodities as 
leather and rubber footwear and 
hosiery. 

At the meeting final plans for the 
semi-annual supper meeting and get- 
together of the employers and em- 
ployees of the local shoes stores were 
made. The affair will be held on 
Feb. 7. Several reels of motion pic- 
ture depicting the many uses of leather 
will be shown at the dinner, it was 
announced by George Smith, chairman 
of the committee on arrangements. 

Practically all the members of the 
association will attend the annual con- 
vention of the Middle Atlantic Shoe 
Retailers’ Convention on Jan. 21, 22 
and 23 at the Adelphia Hotel, Phila- 
delphia. 

Plans were also discussed for an in- 
novation for the city of York—a shoe 
style show, which it is planned to be 
held in April. The styles will be dis- 
played, according to present plans, on 
a runway by no less than 50 models 
selected from local stores. The style 
show as planned by the association 
will display everything new and fash- 
ionable in correct footwear and proper 
uses. The members of the local asso- 
ciation are of the opinion that as York 
will be the first city of its size to in- 
augurate the style show, many other 
cities will follow. 





Side Show Now Main Attraction 


ra 


Showing the recently completed remodeled shoe store of Sazxon- 


Cullum Shoe Co. of Augusta, Ga. 


Roof flood lights have been in- 


stalled so that the handsome white stone front shows up to its very 


best advantage in the evening. 


This store has a unique history for 


it started twelve years ago as a side issue, by a shoe traveling man. 
Today it occupies the position of one of the leading family shoe stores 


in the South. 


business ran twenty times that amount. 
and stockings carried by the store 
them are: I. Miller, Rickard, Johansen, 
Dorothy Dodd, Grover, Stetson, Flors- 


Matrix, Peacock, Strassberger, 


The first year’s sales were $21,000, 


while last year’s 
Advertised brands of shoes 
cover a wide range. Some of 
Johnson-Stephens & Shinkle, 


heim, Hurley, Walk Over, Friendly Five, Herman, Richards & Bren- 


nan, Ground Gripper, Buster Brown, 


Edwards, Merriam, Cozy Toes, 


Helmholz and Kewpie Twins 


Bedell Diseontinues 
Providence Shoe Dep’t 


PROVIDENCE, R. I. (UTPS)—The 
shoe department of Bedell’s here has 
been discontinued, stock being removed 
from the store. The store has been in 
certain difficulties within the past days 
and all merchandise in the entire store 
is now being sold at reduced prices. 
However, another store of the same 
type is to take charge as soon as pos- 
sible and continue the other depart- 
ments. 


New Columbus Store 


CoLUMBUS, OHIO (UTPS) — Mar- 
gulies Bros. have opened an_  en- 
larged department store at 325 East 
Livingston Avenue in which a _ wo- 
men’s, men’s and children’s shoe de- 
partments are featured. The store is 
45 by 85 feet and contains all ready- 
to-wear departments. The store is 
operated by Harry and Charles B. 
Margulies. 


Self-Service Closes 


PROVIDENCE, R. I. (UTPS)—The 
Self Service Shoe Store recently 
opened at Mathewson Street here by 
Charles Perlow has now been closed. 





Shoe and Leather Men 
At Old Timers Party 


CLEVELAND, OHIO (UTPS) — Three 
shoe and leather concerns were hon- 
ored by invitation to the “old timers” 
party at Hotel Cleveland on Wednes- 
day, Dec. 12. The local Chamber of 
Commerce, celebrating its 80th birth- 
day, sponsored the mammoth party 
which included only the city’s pioneer 
concerns of 50 years’ existence or 
more. The guests were divided into 
classes as junior members of 50 years’ 
operation and senior members of 80 
years’ existence. 

Included in the assemblage of 135 
concerns present were the Dorn Shoe 
Co., which was established in 1867 and 
is one of the old land marks of the 
Public Square, the H. H. Hackman 
Leather Co., which was established in 
1868, and Henry Schmetzer, local shoe 
manufacturer established in 1878. 


Open New Store 


LUDINGTON, MicH. (UTPS)—Frank 
Washatka and Floyd A. Vogel have 
opened the Central Shoe Store at 
104 West Ludington Avenue and re- 
port excellent sales development in 
the short time the store has been open. 
The formal opening took place on No- 
vember 28. 
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#2 C9 Vance So : G 
Bee Shocs 


on display 
















Rooms 560A and 561A 
Hotel Stevens 


also Chicago Office 


506 Security Bldg. 
189 W. Madison St. 











The following will be in attendance: 






E. L. Moore, D. D. Oster, Willard H. James, 
H. R. James, John E. Eckhard 
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Cincinnati Retail 
Trade Gains 


CINCINNATI, OHIO — Retail shoe 
merchants decline to give out figures 
just yet but some predict that sales 
figures for the year will show a slight 
increase over those for the year before. 
One retailer who is in pretty good 
position to know, says that the retail 
shoe business for the year as a whole 
has not been any better than, if as 
good as, that of 1927. 

Sales for the few weeks preceding 
the holidays were high. Galoshes 
moved exceptionally well during a 
week of sloppy weather and boots took 
an upward swing. Snow fiurries also 
boosted the sale of ankleheight wool 
socks and on cold days about one- 
fourth of the girls on the streets are 
wearing them. 

The buckle business for the past 
few months has been very good, the 
sale of a pair of plain slippers usually 
resulting in the sale of a pair of 
buckles. Large cut- stezl or beaded 
buckles ranging from $2 to $10 are 
best though quite a few of the small 
bow-shaped buckles set with brilliants 
are being used on evening slippers. 

Black patent strengthened its posi- 
tion somewhat during the first half of 
December and reptiles in the $10 to 
$15 class were much in demand. Calls 
continue to come in for brown and 
black suede but these are not nearly so 
numerous as they were before had 
weather set in. Brown kid is consis- 
tently good and many crepe and satin 
slippers are being bought for evening 
wear. 


Kistler Elected 
Foundation Director 


New York, N. Y.—Sedgwick Kistler, 
president of the Kistler Leather Co., 
was elected a director of the Founda- 
tion of the Research Laboratory of 
the Tanners’ Council of the United 
States of America at the University 
of Cincinnati, Inc., at a meeting of the 
Foundation held in New York on Dec. 
13. Mr. Kistler’s election fills the va- 
cancy in the board caused by the death 
rd lisha W. Cobb, of Beggs & Cobb, 


ne. 
The Foundation of the Tanners’ Re- 
search Laboratory was formed about 
a year and a half ago for the purpose 
of raising and acting as custodian for 
funds given it for the purpose of per- 
petuating leather research at the Uni- 
versity of Cincinnati. The officers 
and directors of the Foundation are 
the following: President, Ernest Griess, 
Griess-Pfleger Tanning Co.; vice-pres- 
ident, Percival E. Foerderer, Robert 
H. Foerderer, Inc.; treasurer, rge 
W. Olmsted, J. G. Curtis Leather Co.; 
directors, George B. Bernheim, 
Neumann & Co.; Sedgwick Kistler, 
Kistler Leather Co.; August H. Vo- 
gel, Pfister & Vogel Leather Co., end 
Charles S. Walton, Jr., Chas. S. Wal- 
ton & Co. 


Buys Schneider Store 
Derroir, Micnw. (UTPS) — Arthur 


has purchased the stock 
and fixtures of Schneider’s Boot Shop 
at 9838 Wyoming Avenue from Benja- 
min Z. Schneider and will continue the 
business in the same location. 


H. Davis 








Salesman a Boxer 


BIRMINGHAM, ALA. Near 
Ellis Chism is not only a good 
shoe salesman, at the Vanity 
Boot Shop here, but is attract- 
ing wide attention as a boxer. 
He has been following the pro- 
fession of boxing as a side-line 
for approximately a year now. 











Brooklyn C. of C. 
Wants Shoe Tariff 


Npew YorK, N. Y.—The influence 
of the Brooklyn Chamber of Commerce 
is now enlisted in the fight being waged 
for a tariff on shoes. The Board of 
Directors of the body adopted the fol- 
lowing resolution last week: 

WHEREAS, Foreign ‘made shoes are 
being introduced into the United States 
in greatly increasing numbers, and 

WHEREAS, This importation of shoes 
particularly affects the Brooklyn Dis- 
trict, and 

WHEREAS, There is no duty on 
leather shoes provided for in the exist- 
ing Tariff Law, and 

WHEREAS, The principal competing 
countries which send shoes into the 
United States market impose substan- 
ree duties upon American made shoes, 
an 

WHEREAS, American workmen are 
forced to compete with foreign labor, 
where wages and living conditions 
are far below the standards existing 
in the United States. 

Now THEREFORE, It is 

RESOLVED, That the Board of Direc- 
tors of the Brooklyn Chamber of Com- 
merce hereby record the vote of its 
members in favor of a revision of the 
present Tariff Law to protect the 
American Shoe Industry by providing 
for adequate duties upon foreign made 
shoes entering the United States, and 
it is further 

RESOLVED, That the Brooklyn Cham- 
ber of Commerce, through its National 
Affairs Committee, take every proper 
step to secure the introduction of such 
duties and that the Committee be au- 
thorized to confer with Senators, Rep- 
resentatives and other Government 
Officials, including the Members of the 
Ways and Means Committee having 
this matter in charge, with a view to 
having such Tariff provisions enacted 
and that a copy of this resolution be 
sent to the President of the United 
States, to the Members of the United 
States Senate and House of Represen- 
tatives and to the United States Cham- 
ber of Commerce with a request that 
they take appropriate action. 


New Shoe Stores 


Franks’ Shoe & Hosiery Store, 306 
Benson Street, Reading, Ohio, shoe 
department. 

“Mv Shoe Store,” Port Arthur. Tex. 
(M. Bagleman, propr.; Dave J. Bagle- 
man, manager). 

Niaeara Boot & Hosiery Shop, 118 
S. Jefferson Street, Peoria, IIl., shoe 
devartment. 

The William B. Schleisner Store. 
Harrisburg. Pa. (women’s and’ misses’ 
shoe salon). 





St. Louis Stores Report 


Nice Gain in Volume 


St. Louis, Mo.—The holiday spirit 
plus cold weather aided the demand for 
footwear throughout the past week and 
stores reported a decided improvement 
in business. Cold weather, with a light 
snow, brought customers. The activity 
of the trade was not concentrated alone 
on footwear, as one of the department 
stores reported its biggest days on 
buckles. 

It is doubtful whether the recent 
upward trend will be of sufficient vol- 
ume to offset the lack of sales earlier 
in the month, and particularly during 
the past fortnight. For the most part, 
stores report a decrease in the volume 
over the same period of a year ago. 
Some stores will, however, hold the 
gain on the year, and in general it is 
stated profits will be greater than those 
of 1927. 

Boots ey Oe cold weather period 
were slightly better. No unusual call 
has been heard for them, and the much 
needed weather which a majority of 
merchants believe is necessary for a 
brisk demand for this type of mer- 
chandise has not arrived. 

Black and brown suéde are holding 
well in spite of the opinion of some 
merchants, who felt there might be a 
slackening for this footwear when cold 
weather appeared. Reptiles are re- 
ported active in high-priced shoes. 


Bronson Opens 
Ten Foot Wide Store 


MINNEAPOLIS, MINN. (UTPS)—The 
Bronson Steel Arch Shoe Co. has 
opened another retail store at 722 
Hennepin Avenue. As is the case in 
the main store, at 711 W. Lake Street, 
conventional equipment is used. The 
store is the narrowest shoe store in 
the city, only 10 feet wide. It is to 
be remodel with an inset door 3 
feet 6 inches wide, which leaves space 
for show window either side, 5% by 
2% feet in size. The reason for the 
choice of location is that 12,000 per- 
sons pass the store daily. It is ex- 
pected to attract many of them .in. 

The Bronson shoe is well known, 
especially the Bronson black and white 
golf shoe, the Bronson hunter’s pac 
and the shoe built on the U. S. Army 
official last, which it is estimated half 
the mail men in the city and 75 per 
cent of the milkmen are wearing. It 
is a plain toe elk skin shoe. 

The stock includes spats, silk and 
wool and rayon hose, and boxed hand- 
kerchiefs and rubbers. 

The company does its own printing 
and utilizes the radio for publicity. 
The shoes are made in New Hamp- 
shire to Bronson specifications. Main 
distributing stores are in Houston, 
Texas, and Oakland, Calif. Glenn 
Bronson of Minneapolis is president 
and Charles Bronson is secretary. 

A form of publicity that is getting 
inquiries by mail from all over the 
country is free distribution of a foot 
health manual containing the daily 
dozen exercises for the feet, written 
for the Bronson company by Dr. Mar- 
tin Nordtvedt, Minnearolis foot spe- 
cialist. the only cost being 4 cents 
postage. 
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SINBAC WELCOMES 


YOU TO CHICAGO 


Coming to Chicago to attend 
the N. S. R. A. Convention? 
Then remember this, please— 
a visit to our display rooms 
should be includéd in your 
itinerary of “Things to do.” 


What will you find? Just this 
—a complete showing of the 
SINBAC Helthy-Fut Line, 
including Turns, Goodyear 
Stitched Shoes and Goodyear 
Welts for Infants, Children, 
Misses and Growing Girls. 


Don’t miss it! The SINBAC 
Line for ’29 is, figuratively 
speaking, a knockout. Even 
though you may be a veteran 


in the shoe game you'll be 
quick to appreciate what it 
means to you. 


Here are bright, new patterns 
that subtly say, “Buy me” 

. novelties and staples that 
reveal the indubitable stamp 
of master craftsmen .. . lasts 
that assure a perfect fit for 
young, tender feet . . . a style 
superiority that is apparent at 
a glance. 


SINBAC Headquarters are 
211-13-15 W. Monroe Street 
—just a few doors west of the 
Loop. Drop in for a little 
chat. 


SINBAC 


211-13-15 W. Monroe Street, CHICAGO 


We Will Also. Display at 
THE PALMER HOUSE 
Suite 882-883-884 
during the N. S. R. A. Convention 
January 7-8-9-10 
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We invite you to see our new 
line for the spring and sum- 
mer of 1929 at the Boston 
Show, Hotel Statler, Rooms 
424 - 426 - 428 and at the 
N.S. R.A. Convention in 
Chicago, Hotel Morrison, 
Rooms 1137-1138-1139-1140. 
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Mr. A. Hershauser 
Mr.W. F. Green 
Mr. D. W. Satfer 
Mr. Emil Goldman 
Mr. W. J. Thomas 
Mr. Vantres 

Vr. Henry Solar 


In attendance. 


MARLBORO, MASS. 
Boston Office, Room 529, Statler Building 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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Leather Men Lead 
in Formation 
of New Exchange 


Futures Market for Hides and 
Skins to Be in New York 


New York, N. Y.—A certificate of 
incorporation of the New York Hide 
and Skin Exchange, which is being or- 
ganized to give the industry the pro- 
tection of a futures market such as 
cotton, rubber, silk and other leading 
commodities have, was filed with the 
Secretary of State at Albany late last 
week, following its approval by Su- 
preme Court Justice Richard H. Mit- 
chell in New York. 

Of the nine incorporators, five are 
men prominent in the hide and leather 
industry, three are members of New 
York Stock Exchange firms, and the 
other the president of one of the lead- 
ing commodity exchanges. The incor- 
porators are: 


John C. Andresen, of J. C. Andresen 
& Co., hides, 81 Fulton Street. 

Sylvan M. Barnet, Jr., president of 
the Barnet Leather Company, 1 Park 
Avenue. 

6 J. Chester Cuppia, of E. A. Pierce & 

0. 
Claude Douthit, chairman of the 
board of directors, American Hide & 
Leather Company, 92 Cliff Street. 

W. Leslie Harriss, of Harriss, Irby 
& Vose. 

F. R. Henderson, president of the 
Rubber Exchange of New York. 

Milton R. Katzen , hides, New 
York and Jenkintown, Pa. 

Jerome Lewine, of H. Hentz & Co. 

Armand Schmoll, Jr., president of 
Schmoll Fils Associated. Inc., hides, 
25 Spruce Street. 


The board of directors of the new 
exchange is made up of the nine in- 
corporators, but is to be enlarged at 
a later date by the addition. of other 
men prominent in the hide industry 
and members of commission houses. 

The organization of the New York 
Hide and Skin Exchange has been 
under way for several weeks. It had 
its inception in the trade, and when 
the proposal was submitted to banking 
interests and New York Stock Ex- 
change houses which are prominent in 
commodity markets, it met with gen- 
eral approval and promises of co- 
operation. 

“The new exchange, which will serve 
an industry whose products in America 
alone are valued at around $2,000,000,- 
000 annually, will fill a long felt eco- 
nomic need,” said Mr. Schmoll. “For 
years the hide and leather industry has 
suffered severe losses which could have 
been largely avoided had the facilities 
of an established market for hedging 
been available. Investors in the several 
companies which form the backbone 
of the industry have been the chief 
sufferers from these losses. With the 
New York Hide and Skin Exchange in 
operation, however, much of the bur- 





den of the risk inherent to the hide 


el 








and leather business will be taken from 
the shoulders of the investor by the 
trade speculator.” 





Work on Shoe Tariff 


Shows Some Progress 


New York, N. Y.—Henry W. Cook, 
president, J. Franklin McElwain, chair- 
man of Tariff Committee; Harold C. 
Keith, vice-president, and J. O. Ball, 
managing director of the National 
Boot and Shoe Manufacturers Asso- 
ciation, were in Washington last week 
on tariff matters. More than twenty 
Senators and Congressmen and several 
heads of associaions were interviewed. 

A strenuous fight is being made by 
agricultural interests to secure a duty 
on hides and skins. The movement 
is well organized and headed by the 
various farm organizations. 

While progress has been made in 
creating a sentiment in favor of a 
duty on hides and skins, it is the opin- 
ion of the Committee that the situation 
is not hopeless; but it will require in- 
telligent and determined effort on the 
part of our Association and others 
interested, to retain hides on the free 
list and secure a duty on shoes. 





A representative of a leading foreign 
manufacturer hearing of the activities 
in Washington last week, appeared 
before a branch of the Government 
with the introduction of a leading 
American department store, to protest 
that activities favoring an import duty 
on shoes was causing American de- 
partment stores to hold up their orders 
for imported shoes. 


Buford Jones Honored 
by Dunn & McCarthy 


AvuBuURN, N. Y.—F. L. Emerson, 
treasurer of Dunn & McCarthy, Inc., 
well known shoe manufacturers, an- 
nounces the election to the board of di- 
rectors of Buford H. Jones. 

Mr. Jones, who has been with Dunn 
& McCarthy only since last. summer, 
was powraicen | by them to assume charge 
of the sales of Enna Jettick shoes. 
Prior to that time he had been vice- 
president of the Thomson-Crooker 
Shoe Co., in Boston, with which the 
firm he had been associated for sev- 
eral years. 

Mr. Jones began his career in the 
shoe business as a traveling salesman. 





Shrigley Is Sales Manager 


WwW , Mass. — Wilfred P. 
Shrigley, one of the well-known sales- 
men of the country—for nine years 
with Merrill & Porter, Lynn, Mass., is 
now sales manager of L. B. Evans 
Son Co., with headquarters at this 
town. It is understood that Merrill 
& Porter Co. are discontinuing and 
are succeeded by Clough & Horne Co.; 
the latter concern will not build turn 
footwear, but will devote its entire 
attention to the making of novelty 
McKays. 
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Mark B. Claff Dead 


RANDOLPH, Mass.—Mark B. Claff, 
per shoe box manufacturer and 
ker, died at his home here Dec. 20, 
stricken suddenly with a heart attack. 
He was a native of Germany, but came 
to this country many years ago, early 
interesting himself in the shoe box in- 
dustry in which he developed many 
patents, some of which he still holds. 
He had plants for the making of boxes 
in this town and in Brockton, and he 
gave employment to several hundred 
ple. He is survived by a wife and 
our sons, three of whom, Lloyd C., 
Leslie and Chester, are associated with 
him in business, and the youngest, 
Warren, is still in school. 


Some Boston Plants 
Working at Capacity 


Boston, Mass.—Factories making 
for the big buyers are busy, with some 
plants reporting that their present or- 
ders will keep them operating at ca- 
pacity well into January. A principal 
of one of the shoe manufacturing con- 
cerns operating near this city says that 
his output of novelty McKays, to retail 
at $3 and $4, is on the increase and 
that deliveries on spring and summer 
goods already have nm made in good 
volume. 

The style trend for the season just 
ahead has been fairly well established 
as to colors and patterns, as far as 
the chain stores, the mail-order trade, 
and other wholesale purchasers of foot- 
wear is concerned. There are, how- 
ever, many brand-new and tricky trims 
which makers have under cover for 
special exhibition at the January shows 
here, at Chicago, and at Philadelphia. 

A large number of buyers have made 
registrations at the hotels for the first 
few weeks in January. Shoe manu- 
facturers are looking forward opti- 
mistically to booking exceptionally good 
business during the first of year 
for Easter and later-on selling. Manu- 
facturers intend to display sport foot- 
wear strongly, not only for men and 
women, but for the children. Some 
of the juvenile sport shoes are very 
snappy and are built to meet quality 
as well as price and competition. Many 
manufacturers interviewed state that 
1928 has been a satisfactory year, both 
as to production and distribution, and 
that they anticipate closing their fis- 
cal years with a slight gain in profits 
over those of 1927. 


Haverhill Reports 


Production Increase 


HAVERHILL, Mass.—General busi- 
néss is somewhat improved in the local 
industry, but the only factories ap- 
proaching capacity production are 
those serving the mail order and chain 
store trade. The other factories are 
busy sampling the new season’s shoes 
= — mre poe pc of an 
early opening of spring buying. 

e new light leathers are Soleg cut 
by a few factories, but patent retains 
its leadership still. One-straps, ties, 
and plain pumps are the choice of pat- 
terns largely. Two-tone effects have 
become greatly popularized. 





Brown Shoe Holds Golden 
Anniversary Conference 


Sales Goal of $37,000,000 Set for 
Next Year 


St. Louis, Mo.—1879—Brown’s 
Golden Year—1929.” 

This was the slogan that greeted 
the Brown Shoe Company sales force 
when they entered the headquarters 
of the company to attend the annual 
sales conference and inspect the 1929 
spring line. The conference was held 
Dec. 17, 18, 19. The salesmen left for 
their homes on the 19th and will be in 
their territories on Jan. 1. 

Meetings held each day were ad- 
dressed by executives and department 
heads. The feature of the conference 
was the annual salesmen’s banquet, 
held at the Coronada Hotel, Monday 
evening, Dec. 17. Four hundred were 
in attendance, including the sales force, 
officers and heads of the various de- 
partments of the business. 

T. F. James, vice-president in charge 
of sales, presided. He welcomed the 
sales force and praised them for their 
victorious campaign, stating the com- 
pany had shown one of the largest 
gains in sales of any general line 
house. The traveling men were urged 
to make a greater effort in the golden 
anniversary year and accomplish the 
sales goal which has been set at $37,- 
000,000. : 

Prosperity will prevail in 1929, he 
said, with every indication of goood 
business. 

J. Clark Gamble, Fred Moncur and 
Gillette C. Wells, divisional sales man- 
agers, all pledged cooperation with the 
men in aiding them to increase the 
sales in their territories. 

J. A. Bush, president of the com- 
pany, used for his theme in addressing 
the men the initials E. D. W.—En- 
thusiasm, Direction and Work. With 
these three applied to the effort of 
each individual, he felt confident the 
goal of $37,000,000 would be reached 
in 1929. 

A song written by T. F. James, the 
words of which were developed around 
the golden anniversary in 1929, was 
the hit of the entertainment program. 


New I. Miller Plant 
To Be Ready Soon 


HAVERHILL, MAss.—The new factory 
of I. Miller & Sons, Inc., 141-145 Es- 
sex Street, will be ready for full occu- 
pancy by the firm January 1. The lo- 
cal business represents a merger of 
the Rickard factories with the I. Mil- 
ler interests. Four floors of a total 
manufacturing area of over 80,000 
square feet are to be utilized by the 
firm for the manufacture of women’s 
turn footwear. The factory space is 
in the two large cement buildings ad- 
joining the present factory of the 
Rickard Company. Three floors are at 
No. 141 and one, with bridge connec- 
tion at No. 145. The space is con- 
sidered the most desirable in the city. 
The factory, when completed, will be a 
model of scientific lay-out. Plant ef- 
ficiency has been the first considera- 
tion of the engineers. 
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Men’s Shoes 


7 2' 





WOOD SOLE SHOES 











li STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 
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WHERE TO BUY 
Slipper Quilting 





SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 


For good workmanship and 
quickest service see 


FENKART & SONS, INC. 











815 22nd Street Union City, N. J. 





WHERE TO BUY 
Shoe Buckles & Fabrics 


vV<——-VEITH—-- 
E CUT STEEL— 
IMITATION STEEL E 
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B 
SHOE BucKLEs ! 
T «a.a&@&. VEITH, Inc T 


4 9-11 San Son. New York H 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 


Women’s Novelties 





















IN STOCK: $3 to $6 Sellers 





See'a 
Spring Line 
Without 
Equal ! ! 
At the Chicago Show 
Room 1971, Morrison Hotel 


F. Goldstein & Lew Beeler 
in attendance 


Samuel Cohen Shoe Co. 
72 Lincoln St., Boston, Mass. 
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CROCESS 
produces of remark- 
abie and 












BOND SHOE COMPANY, (32 Duane St., New York 





















WHERE TO BUY 
Ballet Slippers 


















Brooks Ballet Slippers 


Black Kid 
Made on 
Right and 











BROOKS SHOE MFG. CO. 


1725-35 No. Gth St., + 
Los Angeles: 1162 So. 





























M pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 

Duane 5&t., 


147 
New York, N. ¥. 
















































Fashion Shoe Co. To 
Have New Show Rooms 


St. Louis, Mo.—On January 1, the 
Fashion Shoe Co., St. Louis, whole- 
salers of novelty footwear, will move 
into new and more spacious show 
rooms located at 1412 Washington 
Avenue. This is the store room for- 
merly occupied by Engicott-Johnson. 
The building is being completey remod- 
eled. All the new sample room and of- 
fice fixtures will be in the latest mod- 
ernistic design. Their sample lines 
will be displayed in four open show 
rooms so arranged as to facilitate the 
handling of house customers. In all, 
the new quarters will provide approx- 
imately 10,000 square feet. The move 
comes as result of the rapid growth of 
Fashion’s business during the past 
twelve months. 


New England Production 
Eight Per Cent Ahead 


Boston, Mass.—The two-hundred- 
and-forty-third dinner of the Boston 
Boot and Shoe Club, held at the Hotel 
Statler, Dec. 19, featured a talk by the 
Hon. Channing H. Cox, a former Gov- 
ernor of Massachusetts, and an espe- 
cially fine program of music, including 
a group of artists from the New Eng- 
land Conservatory of Music, in memory 
of George W. Brown, one of the 





patrons of this institution. President 
Horace C. Drinkwater was _ toast- 
master. Past-President Charles C. 


Hoyt read resolutions on the death of 
Past-President George W. Brown, 
Vice-President of the United Shoe 
Machinery Company. The resolutions’ 
committee consisted of Everett T. 
Packard of the Avon Sole Co., repre- 
senting the allied industries; Bion F. 
Reynolds of the Bion F. Reynolds Co., 
representing the shoe interests, and 
August H. Vogel, Jr., of Pfister & 
Vogel Co., representing the tanning 
interests. 

Ex-Governor Cox said that New 
England’s shoe industry has made 
steady progress; that the first ten 
months of this year showed an in- 
creased production over that of a a 
ago of eitht per cent; that New Eng- 
landers have over four-and-a-half bil- 
lions of dollars in the savings’ depart- 
ment of banks; that New England 
workers have been paid good wages 
and will have a larger purchasing 
power for 1929; that the per capita 
savings of New England people is 
$560 whereas that of the rest of the 


‘country is $237; that New England’s 


recreational facilities, alone, will 
bring more than $500,000,000 into the 
pockets of New Englanders during 
1929. He believes that New England 
is now thoroughly awake to her merits 
and her opportunities and that all 
should look forward optimistically to 
New Engiand industry’s continued 


‘ prosperity. 


Secretary Thomas F. Anderson was 
in charge of the arrangements of the 
dinner. Charter Member, and Treas- 
urer, Frederic M. Haynes was among 
those present. Everett T. Packard, 
Charles C. Hoyt, Major Charles T. 
Cahill, M. P. Gaddis, Bion F. Reynolds, 
E. E. Chain, Thomas A. Delany and 
William B. Rice, constituted the recep- 





tion committee. 





Haverhill Active on Tariff 


HAVERHILL, Mass.—The Haverhill 
industry is active in formulating a 
program for securing a protective tar- 
iff on shoes. Edward M. Rickard and 
Mgr. Fred L. Cooper of the Haverhill 
Shoe Manufacturers’ Association, are 
in touch with shoe men throughout Es- 
sex county ye | to organizing 
a delegation to go to Washington next 
month to represent the district before 
the Ways and Means Committee. Early 
in January a meeting of the County 
shoe manufacturers will be held in 
this city under the auspices of the As- 
sociated Boards of Trade. 





Lynn Reports Fair 
Volume of Orders 


LYNN, Mass.—Early ordering has 
been in fair volume. But the volume 
might have been larger, seeing that 
Easter comes early, and leaders of the 
trade are settling down to the brass 
tacks of making money and keeping it. 

Secret stuff continues, with many 
samples held in seclusion for the pre- 
ferred list of customers, or the merch- 
ants who know a good shoe when they 
see it, and then know how to merchan- 
dise it at a profit. 

“Paris has suddenly taken to welts 
for street wear” says a cable to Lynn, 
and on this report as a base some new 
lines of welt shoes are being worked 
out. A number of them are in the 
sport models, made of round toe, low 
heeled lasts, the heels being of leather 
about 8/8 high, and the vamps being 
moccasin stitched and the stitching of 
the harness of other strong type. 

This type is quite different from the 
typical Lynn novelties, and it is men- 
tioned merely as a new drift to the 
trade, with a prospect ahead of it. 

For an aristocratic number, for the 
winter resort, as well as the good old 
summer time trade, there is a classical] 
pump of white kid with gold thread 
stitching. 

It is, by the way, no mean art to 
stitch with gold thread, or to do other 
fancy stitching. It takes time. 

Colors range from the familiar 
blacks and browns to the modernistic 
leathers and fabrics that rival the 
rainbow. Often does the salesman 
show a swatch of colors with a model 
of his shoe, and let the buyer choose 
the color. 

Many merchants sold much novelty 
footwear, and ornaments, for Christ- 
mas gifts, according to reports that 
come to Lynn, and so should have cash 
with which to invest in new footwear 
for 1929. The word invest is used to 
imply that the new buying will be of 
merchandise that will show a profit, 
and not shoes that may be a gamble. 


Mail Order House May 
Take Rockland Factory 


ROCKLAND, MAss.—Representatives 
said to be from one of the biggest mail 
order houses in the country have been 
looking over the former Rice & 
Hutchins, Inc., factory here, idle for 
many months, with shoe manufacturing 
experts with a view. to ong the plant 
to manufacture most of the footwear it 











distributes. 
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New Company Formed 


HAVERHILL, Mass.—The Bowdoin 
Shoe Co., Inc., has been incorporated 
under the laws of Massachusetts and is 
now engaged in the manufacture of 
women’s turn footwear for the chain 
store trade. The organization is com- 
posed of shoe men well known to this 
city and the North Shore. They are 
Albert U. Bowdoin and George W. 
Lawrence, formerly of the Tessier & 
Bowdoin Shoe Co., this city and Al- 
fred Estes, Lynn. The firm is located 
in the Witherell & Dobbins Sunlight 
factory, Washington Street and is now 
turning out 25 cases daily. 


Seiberling to Display 
In Boston and Chicago 


The Shoe Products Division of The 
Seiberling Rubber Company will ex- 
hibit their new product—Kemi-Suede 
—also Barefoot Soles and Seiberling 
Rubber Heels—at both shows—the 
Boston Show beginning January 2 and 
the National Show in Chicago, open- 
ing January 7. In addition to promi- 
nent booths, the Kemi-Suede Division 
will have convenient headquarters at 
Rooms W 501, W 503, W 505, Hotel 
Statler, Boston; and in Rooms 1804, 
1805, 1806, Stevens Hotel, Chicago. 

Kemi-Suede, a distince innovation in 
the shoe industry, has attracted wide 


attention during recent months and is | ances. “Hiend Turned” 
now being used in the lines of 253 This year the Shoe Style Revue is In Stock 
prominent shoe manufacturers. C. E. | under the chairmanship of Fred E. C to E—2%-9 
Stewart, manager of the newly or- | Foster, one of Chicago’s prominent re- Ne. 3-2 at $2.38 
ganized Shoe Products Division of the | tail merchants, and with the benefit of | | MQRAN-HERMANN- 
Seiberling Rubber Company, states | last year’s experience, it is assured wy ~ yh ~y 


that Kemi-Suede is not in any sense 
an imitation leather, nor a_ rubber 
coated fabric, and should not be con- 
fused with such materials. ‘ The new 
material is designed for use in quarter 
linings, and also for soft soles and up- 
pers on novelty numbers, as well as 
for heel pads. 

The Seiberling Rubber Company be- 
came interested in Kemi-Suede because 
the calendaring operations in Kemi- 
Suede manufacture parallel very 
closely the preparatory production of 
materials for tire manufacture, thus 
enabling Seiberling to manufacture 
Kemi-Suede economically. 

It is claimed for Kemi-Suede, in ad- 
dition to its non-staining, non-chafing 
qualities. that it cuts without waste. 

The Shoe Products Division of The 
Seiberling Rubber Company maintain 





offices in Boston, New York, St. Louis, | be of rose plush and the stage setting i oe tee 
Milwaukee and Akron to take care of | will consist of black velour drapes for 168, Bleck Spring Last — 
their rapidly expanding business. the cyclorama, which will form a strik- 3 to 8—81.50 Beru Felt Lined 
ing pane ot por for the futuristic stage 1%. O., queer batr 
set worked out in silver, with pastel 146, Tan e er 
~ tonings. As last year, the runway will - ° ar ~ ed Kia. —— 
George F Cole Dies extend into the center of the ballroom, 3 to 8—$1.50 . 
4 upon which are benches and chairs. Se ae Co. 
Brockton, Mass.—Word has been There will be two sections to the Ghintetante.ak Matai 
received here of the death in a Chi- | revue, in which more than 50 models Everything in Slippers 
cago hospital of George F. Cole, for will display shoe styles of the leading 
many years superintendent of the sole manufacturers of the country, designed 
leather departments of the George E. | in coordination with the results of the 
Keith Company factories. Death was | joint style conference decisions in New Greatest Value 
due to heart trouble from which he had | York in November. $1.65 
been a sufferer for more than a year. Between the two sections of the show Ae - ~ ait 
Ww 5 e 


He leaves a son, C. Trafton Cole, of 
Chicago; a daughter, Mrs. W. F. Gil- 
lespie, of West Bridgewater, and his 
wife who was with him at the son’s 
home in Chicago when he died. 





Company Petitions to 
Make Third Grade Shoes 


BROCKTON, Mass.—Several of the 13 
locals of the Boot and Shoe Workers’ 
Union have granted request of the 
Diamond Shoe Co., filed through Supt. 
Henry S. Rubin, for a third grade price 
list which will enable the company to 
make a cheaper grade of shoe than now 
is being manufactured. Mr. Rubin 
said he would begin manufacturing 60 
dozen pairs a day just as soon as all 
the unions approved his petition. 


In Convention Assembled 
[CONTINUED FROM PAGE 103] 


figures and factors discussed from an 
intelligent angle for the benefit of the 
merchant who may feel that his cost 
of operating or turnover is at variance 
with his annual volume or perhaps con- 
fronted with some other perplexing 
problem. 

All the world loves a style show, and 
the grand ballroom at the Stevens 
Hotel will this year be devoted entire- 
ly to the style revue. By transferring 
the exhibition booths elsewhere, the 
capacity of the ballroom has _ been 
greatly enlarged, making it possible 
for more people to attend the two ex- 
hibitions this year than were able to 
see last year’s revue in three perform- 


that this year’s production will rise 
to even greater heights of enjoyment 
to the convention attendants. Julius 
A. Goldberg will serve as master of 
ceremonies, a position which he so ably 
filled a year ago. He will be assisted 
by Paul M. Siegel as stage manager. 

A new setting with new scenic effects 
and a new general motif will be in 
evidence in this year’s revue. A year 
ago the revue was built around a stage 
setting which depicted the interior of 
a boudoir, in which the models donned 
their costumes and then proceeded to 
the runway. For this year’s revue 
the stage setting will be an interior 
of an elaborately furnished stage 
dressing room, in which the models 
will change their costumes from street 
clothes to style revue costumes. 

The stage curtains and hangings will 


entertainment numbers will be fur- 
nished from the stage and the run- 
way. Music will be furnished by Ben- 
son’s Columbia Recording Orchestra, 
Ralph Foote, directing. 





WHERE TO BUY 


Men’s & Women’s 
Slippers 


Bien! a 


Or 


the Berter G 
the Better T 
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PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 

















Two Strap Sandal 





























- SLIPPERS REPEAT 


IN STOCK 
grade kid, 


Best 

















~ 4 
oe 
WM. SUMNER SMITH 
325 W. Monres, Chicage 






Send for samples 
-_ we will prove 
t. 
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WHERE TO BUY 
Spats 





Light Gray 
Med. Gray 
Fewn 
Bizes 6 to 11 
Leather Bound 


$2.25 per pair 


IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. ¥. 








SPATS MADE OF BEST 
WATERP 


ROOF 
CRAVENETTED MATERIALS 


From $16.50 te $21.00 
Merchandise of 2 doz. 
will be sent on approval 


GOLD SEAL 


536 Broadway New York 











Oi adi ii iil 


WHERE TO BUY 


Bowling Shoes 





BOWLING SHOES 
oa IN-STOCK 
Smoked Elk 


a $3.25 
BROOKS 
SHOE MFG. CO. 


Philadelphia, Pa. 
—_| ay wenn 





WHERE TO BUY 
Slipper Supplies 











DO YOU KNOW? 


ob & trees 

x 7 column time 
a 

immediate needs. 


the 
feature in its 
saver in 














Burrows Shoe Company 


Taken Over By Sherwood 


RocHEsTER, N. Y.—The Burrows 
Shoe Co., manufacturers of women’s 
sport footwear and corrective welts, 
has been purchased by the Sherwood 
Shoe Co., also of Rochester, and will 
hereafter be operated as a branch of 
the Sherwood company. Announce- 
ment of the mer; was made 
recently by Charles Winslow Smith, 
treasurer of the Sherwood Shoe Co. 

John C. Curtin, treasurer of the 
Burrows company, is retiring from the 
company and to spend a year 
in travel and in recuperating from a 
recent illness. George F. Burrows, 
president and founder of the company, 
remains with the merged firms as su- 
perintendent of the branch plant. 


E. B. Sykes Now with 
Colonial Tanning Co. 


Boston, Mass.—The Colonial Tan- 
ning Company of Boston has just ap- 
pointed Mr. Edward B. Sykes as their 
representative in the Northwest, with 
headquarters in Milwaukee. 


McBee Now Sales 
Manager 


New York, N. Y.—The Cedar Cliff 
Silk Co., which has been making a 
high class line of shoe satins and nov- 
elties since 1888, has elected D. B. 
McBee, vice-president and general 
sales manager for the purpose of en- 
larging and extending its line. 

e company has just brought out 
some new novelties in which both the 
shoe and dress trades have evidenced 
considerable interest. 

Joel R. Drucker has been added to 
the staff. He will be in charge of 
Cedar Cliff’s novelty department and 
expects to produce a very complete line 
of novelty and sport cloths. 


What Will He Wear? 


[CONTINUED FROM PAGE 124] 


favorite. Tan alligator will also be 
used in combination with tan calf and 
smoked horse. Black grain will also 
be used in styling white shoes. 

The extreme wide lasts are letting up 
in their old strongholds, the fresh- 
water colleagues. ull wide toes are 


still good among the younger fellows, |. 


with some manufacturers adding new 
lasts of this nature. 

These new lasts have a short fore- 
part with a wide sharp swing at the 
outside ball. There is an increasing 
tendency toward the American cus- 
tom last in the larger cities. It is a 
question how this will react in the 
smaller towns. 

It is estimated that 90 per cent of 
the sport shoes will have wing ss ~ 
Shield tips will form the balance in 
the medium grades. Above that price 
range the feeling is that there is a 
growing tendency toward the straight 
tips, especially among those who want 
something different. 

In the $6 grades for the young fel- 
lows, the very wide toes are still the 
best bet. 


WHERE TO BUY 
Children’s Shoes 


“ELAM” 


Flexible Turn Shoes 














WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Not a substitute for—but an improvement 
over ordinary leather. 


Ww hae tg ee a mem 
Virginia Pul perCompan 
— New York Chicago of 














Waterproof 


er 
Takes and Re- 
tains a Polish. 
CREESE & COOK CO. 
Tanneries at Danverspert, 96 Seuth St, Beston, Mass. 











WHERE TO BUY 


Store Fixtures 








All kinds of hardware is seen on 
these shoes, brass plugs in the heels 
and taps on bo Pa are — 
n , so the boys can make a lo 
a aap aan on the dance floor. These 
same fellows who wear the wide lasts 
will buy the same sport shoe as 
their more conservative brothers. 

Here are five things to look for i 
shoes for the young men—very fancy 
patterns, semi-wing tips, creased 
vamps, Scotch wheeling on the bottoms, 
rather meaty weights. 
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The New 
Improved Buckle 


When you purchase your rubber foot- 
wear buckle goods for 1929, look 
for the new improved buckle. 


It is a buckle with a rounded 
protected eye that does not 
cut the strap at the cor- 
ner of the buckle-strap slot. 


Buckle Eye rounded all around like this 


/ 


<0» 


Cross Section on “A” & “B” 











This point where the buckle formerly cut the 
strap when under strain has been rolled and the 
surface greatly increased. This prevents cutting. 


Samples gladly furnished. Write us 


THE SHOE HARDWARE CoO. 


71 Brown Street 
WATERBURY CONNECTICUT 
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MENT. 


THE AD-CRAFTS SHOPS 2-24.. 


YOU ARE INVITED, WHEN AT THE N-S-R-A 
iim ~CONVENTION, TO SEE OUR DISPLAY OF 
CHILDREN’S SHOE DEPARTMENT EQUIP- 

















Room 1606—Morrison Hotel 


Jan. 7-8-9-10 


Send for illustrated catalog if 
unable to see us at the Convention 















Ww. 


wa 


2nd Av 


e 
Rapids, Io 




















MANOLIS 







SPATS 


an 

Shoe 
Ornaments 
can be seen 
at your hotel 


by appointment 
during the 








N. S. R. A. Convention 


Though press of business prevents 
our exhibiting at the show, we will 
be glad to welcome callers at the 
plant or to have representatives fill 
appointments in the loop district 
during the Convention. 


’Phone Pensacola 2379 


Manolis Manufacturing Company 
4248 N. CRAWFORD AVE. 
Chicago, Illinois 


<" i te , 
) 7 NA 
mm / 
The Dumb-bell Can’t 
Learn! 


But the real shoe salesman can and will 
if he spends a few minutes a day reading 
his copy of 


Shoe and Leather 
Lexicon 


This Sales-Making Tome Costs Only Fifty Cents 
(Cash with orders, please) 


n 
~ 
















Boot and Shoe Recorder Publishing Company 
80 Federal Street, Boston 


















we 





i 





STOCK 


36 Pair pone 


— 
“Happy New Year! ot 

—A. W. GREELEY. 
To all our customers—old 
and new—who have selected 
Greeley Boudoirs in black 
or colors, with rubber or 
leather heels, we ex- 
tend a sincere wish 
for a happy and prof- 
itable 1929. This wish 
also includes the 
wholesale houses han- 
dling the line. 









IN 








Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe 
and leather trade you make a good impression on a 
customer by calling things by their correct names and answering 
questions in an intelligent manner? 

If you can’t—you need the 










Shoe and Leather Lexicon 


An authoritative dictionary of the terms used in the 






shoe and leather trade. The price of the Lexicon is 


50 Cents 


(cash with order) 


Boot and Shoe Recorder Publishing Co. 










A. W. GREELEY sai 
12 Duncan St. - - ~~ Haverhill, Mass. Be 











80 Federal St. Boston, Mass. 
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DU-FLEX Meets the 
Demand for Quality Soles 






DU-FLEX Soles are built to a standard 


of excellency that assures wearers of com- 







plete satisfaction, unsurpassed comfort 
and. lasting durability. And the fact that 


they continue to give such good service is 








just another reason why so many retailers 






the country over specify Du-Flex- Soles 
on all their Sport and Out Door Foot- 
wear. They have also found that the 
Du-Flex Trademark enables them to mer- 









chandise their Sport Shoes with a mini- 






mum amount of sales effort. 















Du-Flex Birdie Gristle is an 


Du-Flex Grid _ illustrated 
ideal sole for all types of 


above is one of our new crea- 
tions. It has a reinforced 
forepart . . . of contrasting 
color . . . slightly raised to 
give it additional wear. 








golf shoes. 










—— 



















Du-Flex Soles are made for 


Du-Flex Ruf Tred (illus- 
trated to right) is a style 
that stands exceptional wear 
and hard usage. For street 
wear and sports. 





men’s, women’s and _ chil- 









dren’s footwear. Heels 
straight or bevel breasted. 








CHICAGO SHOW 





BOOTH No. 124 


AVON SOLE COMPANY 


AVON, MASSACHUSETTS 


Exclusive Manufacturers of Du-Flex Soles and Heels 




















































doargite. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be réceived at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mase., on 
Monday of the week of publication in order that advertisements be published same week. 



























POSITIONS WANTED Wheu advertisers desire answers to come in our care 
4¢ per word. Minimum Charge 75c. : twelve words must be allowed for addres. When ad 

LINES W. vertisers desires replies forwarded direct to their address 
4¢ per word. Minimum Charge 75c. each word of their address must be counted in the ad 

ALL OTHERS vertisement for accordingly. 

. Je per word. Minimum Charge $1.25 —e 

ALL DISPLAY SPACE Payment in advance is required, except when reguler 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 

| = <= 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











Eastern Penn. 
North Carolina 
Connecticut 
Kentucky 
Alabama 


price and style. 


138 Duane St. 


ARE YOU THE MAN? 


If you have a record of successful selling in any of the following 
sections and would like to tie up with the liveliest house in America— 
write at once giving complete history of yourself. 


New York City 


l **¢ 

West Virginia 
Tennessee 

Mi 7 


Wisconsin 


Tilinois (outside of Chicago) 
Our shoes sell at $2.25 and $2.85 and you will agree are unbeatable in 


BLEECKER SHOE CO., Inc. 


New York City, N. Y. 


For the following territories: Wis- 
consin, Illinois, poe | ho me Indi- 
ana, (Kentucky and Eastern Tenn- 
essee), (Missouri and Kansas), 
(Michigan, including Detroit), 
Nebraska, Iowa, for a fast selling 
line of women’s novelty shoes “In- 
Stock”’ priced at $2.85, $3.35 and 
$3.85. Strictly commission basis. 
Only — with established trade 


need a op ly. 
. MARKS SHOE CO. 
1406 Washington Ave., 
St. Louis, Mo. 














612 Atlantic Avenue 


AN EXCEPTIONAL OPPORTUNITY 


To sell the well-known and regularly advertised (see our Recorder 12/22 ad.), Air-O-Pedic 
shoes for women, retailing around $7.00, is offered salesmen who can qualify. Territories 
open: Illinoie, Wisconsin, Kansas, Missouri, Iowa, Kentucky and Tennessee. State fully 
your experience and give references in your application. Address 


AIR-0-PEDIC SHOE CO., Mfrs., 


Boston, Mass. 


Milwaukee Work 
Shoes 


Stitchdown, and men’s and boys’ 
dress shoes. Chicago and sur- 
rounding territory. Must be expe- 
rienced, energetic, and a producer. 
Established trade. Exceptional 
proposition. Also following terri- 
tories open: Michigan, exclusive 
of Detroit, Oklahoma, Iowa. 


Address D-S89, care Boot and 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 














WANTED 
experienced in selling a hi 

ee at men’s shoes, nto aa 

innesota and North and South Dakota. 

Salesman acquainted on the territory 
preferred. 

NUNN, BUSH & WELDON SHOE CO. 

Milwaukee, Wisconsin 








TWO SALESMEN WANTED 


Large New England Wholesale Shoe Con- 
cern with Nationally known lines of Shoes 


Salesmen wanted: To carry as a side line on 
commission basis, six samples of Infants’ 
Novelty shoes that can be retailed at $1.00. 
Wonderful sellers and a great ee for 
& man with a good following, shoes in 
stock and orders shipped the same day. Case 
lots or any quantity. 

Address 0-887 care Boot & Shee Recorder, 
80 Federal St., Boston, Mass. 




















tucky, Ohio, New York, [Iilinois, Indiana 
We are manufacturers 
one of the lines work shoes, 


lished live wires need apply. 
Address care Best ond Shoo Recorder 
89 W. Madison St. Chicago, Ill 


pt of Bo. 


know 
shoes, write. a 
hee i Inc., Rochester, N. Y 


SALESMEN Ww. 


ANTED—To Carpen- 
s well ie ae ie ‘of, Snfants” shoes, 
“Self-S The repea 


oad = =. coer com commission checks. 
Some ew open. Ten per 
mission. If to sell infants’ 


SALESMEN WANTED 
Have several very desirable territories 
. A to Sales Manager during 
. 8. RB. A. Convention, B Floor, Morrison 
ion where entire line will be 


WM. MARKS SHOE Co. 














pon 


'ANTED—Live wires to carry our side line 
of infants’ shoes, of 

cushion | —— a the a 
Starter. terri 


cent 
Good five details in. fret 
letter. C. H. Hawkes & Rochester, N. Y. 





soft soles, 
TB a 





home pred to ee 4 New Yi 


O.E80, care” Boot and 
eral St., Boston, Mass. 


Address 
Recorder, 80 Fed- 


Brooklyn 














Soed5°0 efile TORO THis Dt PI Owes. CD iesewe TAI Cee 2 em at! AS AMS A) wees eee 





December 29, 1928 


BOOT AND SHOE RECORDER 








SALESMEN WANTED 


SALESMEN WANTED 


FOR LEASE 








States open after the first of the year: 


SALESMEN WANTED 
For salesmen with a following and established trade, we will have the following 


We manufacture a line of Men’s and Boys’ dress shoes and oxfords at pop- 
ular prices. A new line will be ready after January Ist. 


F. M. Smith Shoe Co., 286 Milwaukee St., Milwaukee, Wisconsin 


Mississippi 
Kansas 


LADIES’ shoe department in the leading 
ready-to-wear store in a town of about 
25,000 population located in Indiana. Hundred 


for good shoes. Address D-859, care Boot 
= yee. 239 W. 39th St., New York 
ity, 





PPORTUNITY—To secure leased shoe de- 

partment on first floor in women’s ready-to- 
wear store. Best location in Birmingham. 
Lease proposition only to established, reputable 
concern featuring shoe line from $6.00 to 
$10.00 or over. Minimum business $75,000 
for first year. Ouick action necessary if you 
are wag Address The New Williams, 
Birmingham, Ala. 





HELP WANTED 





sion. 


Virginia, Wisconsin. 


Real Opportunity for Side Line Salesmen 
To Sell Green Juvenile Welts and Greenflex 
We have added to our In Stock Department twenty fast selling staple styles 
in Infants, Children’s, Misses’ and Growing Girls’ Welts—in addition to our 
Greenflex lines. Salesmen must be able to satisfy us as to their ability and 
character, with full details accompanying application. We pay 6% commis- 


The following States are open: Arkansas, Colorado, Kansas, Kentucky, Minne- 
, Missouri, Nebraska, Oregon, Oklahoma, Tennessee, Washington, West 


GREEN SHOE MBG. CO., 960 Harrison Ave., Boston, Mass. 





H!¢H grade ladies’ retail shoe salesman who 
is experienced in women’s finest grade 
shoes. Exceptionally good man only will be 
considered. Write stating experience in detail, 
also give reference. Address D-890, care Boot 
a hoe Recorder, 80 Federal St., Boston, 
ass. 








WANTED TO PURCHASE 


W4ntED—Shee Store in New York or vicin- 

Dari. m, ay She "Recorder, 20° 
an 

D fe New Yoon nt - ecorder, 239 W. 











Wan 4 TED—Live wire salesmen with estab- 
18. 


ed trade, for fast sell line of In- 
fants’ and Children’s Turns Welts. Sev- 
eral territories open. Spring line now ready. 
In Stock proposition and 100 yA cent ship- 
ments. Straight commission. tate full par- 
ticulars in first letter. Address D-868, care 
Boot hoe Recorder, 239 W. 39th St., 
New York, N. Y. 





Q/ANTED—A salesman who has a good fol- 
lowing in Louisiana and Mississippi, to sell 
Women’s Fast and Snappy In-Stock Line of 
Shoes at popular prices. A hustler cannot fail. 
Commission only. Other Southern Territory 
References necessary. F. L. Doerr Shoe 

Co. St. Louis, Missouri. 





WANTED—Salesmen to carry manufacturer’s 
line of two samples representing a chil- 
dren’s line of shoes and oxfords in stock in 
sizes 3 on up to size 11. A good solid shoe at 
reasonable prices. Can be carried with non- 
conflicting lines. References required on ap- 
lication. ROHRER & COMPANY, Orwigs- 
rg, Pennsylvania. 


ALESMAN WANTED for Missouri, Indi- 
ana, Iowa, Wisconsin, Texas and Arkansas. 
to carry as a side line popular priced Ladies’ 
_—- in stock. Strictly commission basis. 
Big opportunity for the right man. Must have 
erences in first letter. Man-Gold Shoe Co., 
1418 Washington Ave., St. Louis, Missouri. 


ALESMEN WANTED— Women’s novelty 

McKays at $2.60. Honestly made, styled 
sae. See our line on display in Room 1030, 

orrison Hotel, during style show. B. B. SHOF 
COMPANY, Milwaukee, Wisconsin. 


EXPERIENCED salesman wanted to sell our 
line of women’s novelty and staple shoes 
7 Pennsylvania. including Philadelphia. Com- 

jon basis. Kempe & Samuels, 115 West 
eaduier, New York, N. Y. 


ae tor lowa and Nebraska, one 

ho can add to our present list of accounts, 
commission basis. Strong line infants’ to 
growing iste stitchdowns, stock department. 
Call at Chicago January 7-8-9-10, Morrison 
Hotel or write Herbst Shoe Mfg. Co., Mil- 
waukee, Wisconsin. 

















VS ow long established manufac- 
turer, changing from wholesaling to retail- 
ing, side line salesmen for every state, to 
carry a line of hand-made kid ballet slippers. 
hoes are best quality material and workman- 
ship. Popular prices. Commission ten per 
cent. Address D-888, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


FOR SALE 








PupAr THOUSAND PAIRS AT $.25 PER 

R — Infants’ Leather Soft Sole 

Call, wire or write for 

}-.. Also booklet on our regular order. 

L; Moccasin Mfg. Co., 344 Broad St., Lynn, 
Mass. 





THs Retail Shoe Business must be sold be- 
fore January first. About $7000 proposi- 
tion, but cash will talk for quick action. Write 
ALDERDYCE, Realtor, Battle Creek, Michi- 
gan. 





FOR SALE—Shoe Store Equipment, includ- 
ing National Cash Registers, 25 Streit’s 
leather upholstered Mission Oak Shakespeare 
chairs, foot mirrors and fitting stools to match. 
Address P. O. Box 175, eae. Vernon, Ohio, 
for detailed description and prices. 


POSITION WANTED 








POSITION WANTED—Shoe Buyer or De- 
partment Manager. Man of fifteen years’ 
—*. men’s and women’s better grade 
shoes. experience covers the shoe game 
from a, sround up. Chicago, St. Louis and 
Kansas City experience. A 1 references. 
Address D-843, care Boot and “Shoe Recorder, 
80 Federal St., Boston, Mass. 


AVAILABLE Jan. 1st. Shoe Buyer and top- 

notch promotional Manufacturer for large 
@snectmenk store or chain of shoe stores, in 
Chicago or within 400 miles. Expert system, 
control, production. Modern methods. ll 
— Will increase sales and profits. 20 
years’ experience. W. D. R., 1216 No. Clark 
St., Chicago, Illinois. 








W ANTED—Experienced Salesman for snappv 

women’s novelty shoes to retail $3 to $4 
on commission basis. Territories are Balti- 
more and through South or Western Pennsyl- 
vania. Give experience and references. Applv 
by mail only IDEAL SHOE CO., 32 N. 
4th St.. Philadelphia. Pa. 


POSITION WANTED—I want a manufac- 
turer’s or jobber’s line of women’s shoes 
for Maryland, District of Columbia, Virginia. 
West Virginia, North Carolina and Eastern 
Pennsylvania. Established trade and good ref- 
erences. Address D-886, care Boot and Shoe 
Recorder. 80 Federal St., Boston, Mass. 





TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for cur bid. 
Cash transactions. 


596 Broadway, New York, N. 








q 


} HIGHEST CASH PRICES 
PAID 
ete at oo 
MAX GLAUBERG 


54 Lispenard St., New York Oity 
Canal 8014 

















BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF SOR OWN and earn big 
income in service fees. A new system 
foot correction; readily learned by any- 
one at home in‘a few weeks. y terms 
| training; openings everywhere with 
all the trade you can attend to. No capi- 
tal uired or to buy; no agency or 
soliciting. Ad Stephenson bora- 

tory, 21 Back Bay, Boston, Mass. 








WANTED TO PURCHASE 








Advertising Air Balloons 
Sise Ne. 50—8%" Inflated 
sone cow Cree Oa, 
Ww. EB. peanen ADVERTISING 
168 Ne. State St., we ehtenans Ti. 
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MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 











When in New York Visit 
Levine Display Stadio 
251 West 42nd St., York City 
Phone Wisconsin 6659 
Rpoctatning, oe i Window 











HOLFAST 


The Wonder Buckle 
Holder! 


a 












——— 























J 


Ss 
Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th Se. 















WINDOW 
DISPLAY FIXTURES 


LABELS 
SHOE CARTONS 


EXCLWSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


a 


HY. 


Was ep 


Made in all styles 
to. suit any shelving 
conditions. 











Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 


wry 

rao | 

4 

2 
a 1 
“4 








ST. LOUIS, MO. ‘i 








New Company Making 


Compo Process Shoes 


BROOKLYN, N. Y.—A new company, 
the Equity Shoe Co., has been organ- 
ized here to manufacture women’s 
high grade shoes by the newly devel- 
oped Compo Process. The factory is 
at 2405 Pacific Street, and sales offices 
are in the Marbridge Building, New 
York City. 

The organizers and officers of the 
firm include J. Herbert Paskus, until 
recently salesmanager of the Bond 
Shoe Co.; David Levine, widely known 
in the retail and manufacturing trade; 
and Nathan Block, one of the best 
known factory executives in the 
Brooklyn district. 

Mr. Levine and Mr. Block are as- 

sociated with the Unity Shoe Co. at 
the present time, which company 
makes high grade turn shoes. They 
will continue to operate the Unity 
plant as heretofore and will also take 
an active interest in the newly organ- 
ized Equity Company of which they 
are part owners. 
At present the. production of the 
Equity plant is about 350 pairs a day 
but an increase in production will be 
made in the near future. The plant 
already is sold up into the new year. 
Shoes made by this company by the 
Compo Process will be on exhibit in 
Suite 800, Stevens Hotel, Chicago, dur- 
ing the N. S. R. A. convention. 


S. Rosenberg Buys 


Lambertville Stock 


Boston, Mass.—S. Rosenberg & 
Sons, shoe wholesalers, bought at auc- 
tion sale on December 13 all of the 
unfinished stock and a great part of 
the finished stock: of the Lambertville 
Rubber Co. of Lambertville, N. J. 

The purchase price was about $325,- 
000. Michael Tauber of Chicago was 
the auctioneer. Including the plant, 
and all of the other former property 
of the Lambertville Rubber Co., the 
amount involved in the deal was about 





$600,000. 





All-woo 








MATERIALS: 


| Kersey Cloth, English 


Box Cloth, and all wool felkt. 


COLORS: 


Pearl Grey, medium dark Grey, 
light Fawn, and dark Fawn. 


Tailored by 


S. Rauh & Company 


310-318 Sixth Ave., New York City 














2S cusnion Tire 

















; 





chandise. 


sides of la 
with ease. 
replace stock 


Cushioned 
Troll and 


Circular on 
request. 





steps, properly spaced, 
with convenient ful 
length handholds on both y 
dder permit 
mounting or descending 
i Both hands 
free to remove or 


danger of falling. 


_ STORE LADDERS 


Insure perfect 
shelf service for 


any line of mer- 


eep tread 






full QV 


without 


Tired € 
Truck 


Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. at 
ey eae height ceiling. 


One style—neat of 


ousands in use. 


mt FEMVERS & BRO.CO. 
ASHLAND, OHIO. 


@PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS | 
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Thre DiI 


STINCTIVE arid 


PE KMPMANENT that edat 


F.H.KLUGE 
WEAVING CO. 


54 TOW B4THS1 
Pike ones WISCONSIN 8130 


NLUY.C 

















The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible 
source of information as to where and what 
to buy. They are worthy of your closest 


attention. 
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©The Union Stamp is a 
Guarantee Against Unfair 
Foreign Competition’ 


ANUFACTURERS and retailers fully 
realize the unfair competition that exists 
with foreign made shoes. 


I 


The Union Stamp is a guarantee to the public that 
the shoe is Union Made, therefore must be 
American Made. 


Hundreds of thousands of Trade Unionists, their 
families and friends are conscious of this and 
patronize only dealers who carry Union Stamp 
Shoes. 


Shoe Retailers are apt to judge the demand for 
Union Made shoes by the number of actual re- 
quests. This is a false impression. Trade Union- 
ists buy from the merchants whose shoes, they 
know, bear the Union Stamp. 


Sh A pie SOO! & SHO , 
An indistinct WORKERS UNION Union Stamp 


impression is likely to 
be a counterfeit 








resembling our 


Boot & Shoe Workers’ Union 


246 SUMMER STREET BOSTON, MASS. ° 
Affiliated with the American Federation of Labor 


COLLIS LOVELY CHARLES L. BAINE 
General President General’ Sec’ y-Treas. 
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for the right purpose, to the right wearer, in the right fitting, for the Atiastie ‘hes’ Ge.. oston, “Masses. 0.2 .-. > 8 







price “the “ fit. This is the great problem of the retail Ault-Williamson Shee Ce., Auburn, Me., 
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LEATHER AND OTHER MATERIALS 
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Armstrong Cork , Lancaster, Pa 
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Brown, C. D., & Co. 
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Essex Rf . J 58 
John R., & Co., 
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FINDINGS AND SHOE STORE SUPPLIES 
Ad-Crafts Shop, 


H., Ce., Chicago, Ill 


Cahill Carton Co., 
Crystal Fixture Co. Unie Chicago, "TL 


Deauville import Cerp., New York City 


ne J w. Service, Chicago, Ill 
Frankel teplay” Fixtere Ce., New York City. 


Goodwin, C. L., & Ce., Worcester, 3 
Grand ee Store Equipment Co., "Grand Rapids, - 
Kawneer Co., The, Niles, Mich 

Levine Display Studie, New York City 

Manolis Mfg. Co., Chicago, Ill 

Meyer, Frank C., Ce., Ine., Brooklyn, 

] F. E., & Bre. Co., Ashland, 


yers, 
Milbradt Mfg. Co., St. Louls 
Miller, 0. A., 


Pollinger, M. D., Ce., St. Louls, 
Mtg. Co., Chicago, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Co., Boston, Mass 
ye Carton Co., Harrisburg, Pa. 
po Shee Mach. Corp., New Brunswick, N. J. 
)~- Winters-Ocks, Inc., Boston, M 
Dunbar Pattern Co., Brockton, Mass 
Everett & Barron Co., Providence, R. I 
Fenkart & Sons, iInc., Union City, N. J 
Hitchings-Stevens Corp., Lynn, Mass 
La France Shee Polish Ce., Highland, Ill 


United Shee Machinery Ceorp., Boston, Mass., 
68, 234, 244, 262 


Shee Hardware Ce., Waterbury, Conn 
Waldes-Koh-i-noor, Inc., Long Island City, N. Ly 


Weichman Pattern Ce., Cincinnati, 0 


MISCELLANEOUS 
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“— Surplus Purchasing Corporation, New York . 


Glauberg, Max, New York City 


Kirseh-Blacher Co., New York City 
Kluge Weaving Co., New York City 


Morrison Hotel, Chicago, Ill 
Natiqnal Retail Mutual Fire Ins. Co., Chicago, - 


SHOE ORNAMENTS 


Cracevaner, New York City 

Dairymple-Dudley Ce., Haverhill, Mass 
Fleming & Keevers Ce., Northampton, Mass... . 
aan a ee ae 
Hy-Grade Slipper Supply Co., New York City. 
Kowal Ornament Co., New York City 

Maisen Mann, Inc., New ‘York City 

Reynolds Co., The, Providence, R. I 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


cA NATIONAL interest in how 
buyers behave prompts us to 
feature in this number another lot 
of opinions on whether shoe buy- 
ing is equal parts intuition, know]l- 
edge of fashion fact and previous 
selling experience, or all of any one 
of them. One buyer tells us 70 per 
cent intuition, while another cred- 
its intuition with only 5 per cent. 
If shoes are bought right and 
planned in their selling, they move 
to the store’s profit. 


AND in hand with this work 

of leading and energizing 
the buying of spring and summer 
shoes, we feature in next week’s 
issue the most useful plan of stock 
buying. The merchant who can 
take this plan and adapt it to his 
own store’s need, will find fewer 
shoes unsalable at the season’s end. 
It has been through the test of 
practical use and has been found 
profitable by one of the great stores 
of America. It is adaptable to the 
needs of the smallest. 

In 1929 look to the RECORDER. 
for concise and intelligent methods 
of merchandising and business 
practices, instantly available and 
adaptable to businesses large and 
small. The science of merchandis- 
ing steps into a greater shoe trade 
usefulness in 1929. 
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D RY FEET HOES filled with InvisisLE MmpLesoLe 


offer the best protection against sudden 
——— wet p avements [ Rains... Sleet ... and Snow. 
InvisiBLE MIDDLESOLE prevents cold and 


dampness from penetrating through to the 
feet and aéts as first aid to health and com- 


fort by providing a flat, dry insole. 
Leading shoe manufa@urers throughout 
the United States and Canada are filling 


their shoes with INvisiBLE MIDDLESOLE. 


to put Invisible Middlesole (Bottom Filler) in your 


MR. SHOE BUYER: Ask your shoe manufacturer 
shoes —- send for descriptive folder and coupon book 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING - - BOSTON, MASSACHUSETTS 











